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Two-Millionth Car 


Of Year Retailed; 
Chevy, Ford Hum 


Top Two Are Getting 
Nearly Two-Thirds 
Of Early May Sales 


By Robert M. Lienert 
Associate Editor 


wey by soaring sales of 
Ford and Chevrolet in early 
May, the industry last week passed 
the two-million mark in new-car 
registrations. 

The perennial battlers for in- 
dustry leadership scooped up 
nearly two-thirds of all domestic 
sales in the first 10-day period 
of this month, field reports indi- 
cate. 

Chevrolet, helped along by the 
opening of its traditional May- 
June sales contest, reported its 
sales in the first 10 days of May 
were second highest in history, 
trailing only last year. 

Ford said retail sales in the pe- 
riod set a record, although it lump- 
ed car and truck sales together in 
making the claim. 

oa * Bd 

CCORDING to the factory sales 

claims, Chevrolet sold 57,876 
new cars and Ford retailed 44,105 
new cars in the 10-day period, with 
all domestic makes combined ac- 
counting for 166,100 sales out of a 
domestic-import total of 177,000. 

Other domestic makes, al- 
though they fared less well, rel- 
atively, than did Ford and Chev- 
rolet, found May’s first 10 days 
in most cases to be the best or 
second-best opening period of 
any month so far this year, 

Overall, the industry ran about 5 
percent behind its year-ago per- 
formance. 

In reaching the two-millionth 
registration on May 17, the mile- 
stone was passed at a date later 
than in any other recent year ex- 
cept for 1958. Last year, for ex- 
ample, the two-millionth new car 
was registered on April 23. 

* * * 


O* SALES in the first 10 days of 
May, compacts accounted for 
(Continued on Page 4, Col. 1) 


Car Output Likely 
To Top May Goal 


By Martin L. Whitmyer 
Staff Writer 


oo auto industry turned out an 
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Average Dealer Out 
$11 per New Vehicle 
In First ’°61 Quarter 


By Kenneth C. Kelley Jr. 
Staff Writer 

_ average auto dealer’s previ- 
ously reported profit for the 
first quarter went up in smoke 
when the final figures were an- 
nounced by the National Automo- 

bile Dealers Assn. last week. 
NADA said its quarterly survey 
of dealers’ operating results 
showed that the average dealer 
had a loss of $11 per new vehicle 
sold. This was a loss of 0.2 per- 





Missourians Warn on Inventory Glut .. . 





A bbott Prods Makers on Reforms 


By Jack Bernstein 
Staff Correspondent 


T. LOUIS.— Thomas F. Abbott 

jr., acting president of the Na- 
tional Automobile Dealers Assn., in- 
dicated that NADA will go straight 
to the top—the White House—if it 
can’t come to 
terms with man- 
ufacturers on 
stabilizing new- 
car distribution 
systems. 

Abbott, Pon- 
tiac - Rambler 
dealer in Fort 
Worth, addressed 
more than 300 
members of the 

a Missouri Auto- 
T. F. Abbott Jr. mobile Dealers 
Assn. convening at the Sheraton- 
Jefferson Hotel. 

The board of the Missouri as- 
sociation backed up NADA’s ef- 
forts in this area with a resolu- 
tion condemning factory moves 
leading to excessive dealer inven- 
tories and bungling the introduc- 
tion of new models. 

“We are dedicated to render all 
assistance possible to the manu- 
facturers,” Abbott said, “but the 
resolution we passed in San Fran- 
cisco called for a ‘reasonable and 
prompt action program on the part 
of the manufacturers to assist in 
rebuilding the franchise system.’ 

* oa * 





estimated 128,945 cars in the| “JF THE NADA Task Force Com- 


United States last week to push 
calendar-year production past the 
two million level. It now appears 
that production will top the or- 
iginal schedule of 515,000 assem- 
blies this month. 

The two-millionth car of the 
calendar year was rolled from 
the lines last Friday (May 19), 
some eight weeks behind its 
counterpart of a year ago. More- 
over, calendar-year production 
last week fell more than a mil- 
lion cars behind the comparable 
year-to-date mark a year ago. 

The 128,945 cars assembled last 


(Continued on Page 44, Col. 1) 


mittee gets no satisfactory and 
constructive results,” Abbott con- 
tinued, “we are instructed to ex- 
plore with the proper Officials of 
Congress and the executive 
branches of the Federal and state 
governments ways and means that 
might be available, through admin- 
istrative and legislative action, to 
assist the industry in stabilizing its 
distribution system.” 

He added: “Further, my friends, 
we are specifically instructed to 
present a copy of the resolution 
we passed and a letter explain- 


Inside Automotive News... 
Chrysler dealers hit the books. Page 22. 


Pennsylvania convention report. Page 3. 
Used cars with a soft sell. Page 18. 
Ford’s good-faith counterblow. Page 4. 
Report on L. A. market. Page 2. 








| ing its importance to the Presi- 
dent of the United States or his 
representatives, 


maldistribution, unethical advertis- 
ing. 
“We must first catalog, define, 


“In short,” Abbott emphasized,| analyze, prove and reduce the prob- 


“if we have to turn to Government, 
we shall start at the very top.” 
In an interview with AUTOMOTIVE 
News before his luncheon address, 
Abbott said that many dealers have 
been impatient with the Task 
Force. Some have asked: “What 
have you done?” 
* * * 
BBOTT attended Task Force 
hearings in Boston and Dallas 
and said he encountered the same 
problems at each—lack of profit, 


lems to basics and essentials,” he 
said. 

“We must make clear what the 
problems are and from what sit- 
uation they stem. When we have 
done this, various solutions may 
be immediately apparent. Let me 
emphasize the plural of solutions, 
because there might be several 
different solutions to the same 
problem, 

“On the other hand, it might be 
(Continued on Page 42, Col, 1) 





Cooper’s Death at 67 Ends 


Long Dealer, Civic Career 


ORT COLLINS, Colo.—Services 

were held here May 13 for 
Walter B. Cooper, 67, president of 
the National Automobile Dealers 
Assn. Mr. Cooper, 
of Cooper 
Michael Motors 
(Chevrolet - Olds- 
mobile), died May 
11 following lung 
surgery. 

NADA direc- 
tors will elect a 
new president in 
June. 

Mr. Cooper had 
been a dealer 
here since 1933 
and had long been active in NADA 
affairs. He served as secretary, first 
vice-president and regional vice- 
president of the organization before 
becoming president last February. 

He had been Colorado’s NADA 
director since 1951 and was a for- 
mer president of the Colorado Mo- 
tor Car Dealers Assn. 

* a * 

N ADDITION to his automotive 

activities, Mr. Cooper was a 
leader in numerous civic enter- 
prises, both at the local and state 
levels. At. the time of his death, he 
was president of the State Board 
of Agriculture, governing body of 
Colorado State University and Fort 
Lewis College of Agriculture. 

He was president of the Colo- 
rado State Chamber of Commerce 
in 1953, wag a member of the 
state’s Long-Range Highway 
Planning Commission and was a 





Walter B. Cooper 





former chairman of the State 
Highway Advisory Commission. 

In 1943, Mr. Cooper was the first 
person chosen for the “Community 
Builder of the Year’ award, an 
honor that since has been bestowed 
annually by Fort Collins service 
clubs. 

a * ok 
JrReNDs and organizations of 
which he was a member are 

setting up the “Walter B. Cooper 
Home for Homeless Children 
Fund.” It is a project for which 
Mr. and Mrs. Cooper have worked 
for several years. 

Mr. Cooper was the first NADA 

(Continued on Page 4, Col, 5) 





Top Cars 


New-car registrations for three 
months, plus two states .for April: 


1961 1960 
Pos, Make Pos. 
1— 346,902 Chev. 393,236— 1 
2— 290,653 Ford 346,592— 2 
3— 82,870 Pontiac 92,380— 5 
4— %8470 Rambler 94,366— 4 
5— 71,857 Olds. 83,529— 6 
6— 68,894 Plym. 105,289— 3 
I— 61,124 Buick 63,447— 8 
8— 50,844 Dodge 80,782— 7 
9— 37,186 Comet 5,777—14 
10— 35,955 Cadillac 38,129—10 
11— 27,356 Mercury 40,500— 9 
12— 19,963 Chrysler 19,457—12 
13— 16,731 Stude. 28,130—11 
14— 7,982 Lincoln 6,709—13 
15— 2,879 Imperial 4,419—15 
90,256 Misc, 145,729 
Total All Makes 
1,289,922 1,548,471 








| 


cent on sales for the quarter. All 
NADA figures on profit and loss 
are calculated before giving ef- 
fect to any income taxes or tax 
credits, 

The first-quarter report was in 
sharp contrast with the report for 
the like period of last year, In those 
three months, dealers had a profit 
of $70 per new vehicle sold or 1.5 
percent on sales. 

In late April, NADA releused a 
report showing dealer profits for 
the first quarter at $21 per new ve- 
hicle retailed or 0.44 percent. on 
sales. (All profit figures quoted in- 
clude finance income.) 

The association said the earlier 
report was compiled for the use of 
the NADA task force which was 
looking into the problem of auto 
retailing. The association said it 
did not intend its April report to be 
regarded as the final figures on the 
first quarter. 

* cd * 
ADA’S final report on the first 
quarter showed that 39.3 percent 
of dealers operated in the red for 
the period, compared with 16.1 per- 
cent in the first quarter of last 
year. 

The association said profits were 
“equally hard to come by” in the 
first quarter after dealers had suf- 
fered through the disastrous fourth 
quarter of 1960. Blame for the first- 
quarter troubles was put on the 
sluggish market “that failed to im- 
prove at the turn of the year” and 
a bad winter in many sections. 

It was noted that the average 
dealer has had a loss in only one 
other first quarter since NADA 
began compiling figures in 1949. 
In recession-year 1958, dealers 

(Continued on Page 41, Col, 1) 


Freese Describes 


Details of Ford 
Dealer Relations 


By A, W. Williams 


Staff Correspondent 


OUISVILLE. Factory-dealer 
cooperation is the heart of au- 
tomotive progress, Duane D. 
Freese, member of Ford Motor 
Co.’s Dealer Policy Board, told the 
15th annual convention of the 
Kentucky Automobile Dealers Assn. 
last week. 

“It’s no pious platitude to say 
that manufacturers regard their 
dealers as one of their most valu, 
able assets,” Freese declared, 
“It’s a statement based on fact. 
We know we can’t operate suc- 
cessfully with thin, profit-starved 
dealers,” 

Because of this, he said, the fac- 
tories have been broadening their 
dealer programs and seeking to 
make each one a communications 
medium between factory and deal- 
er. 


oe * * 


Paes mentioned four Ford 
Motor programs which act as 
communications channels, 


They are the field sales organiza- 
tion, whose “whole purpose is to 
help sell more cars at greater prof- 
it;” the network of elected dealer 
councils; the schooling system, 
which offers courses in merchan- 
dising, business management and 
service for dealers, and dealer and 

(Continued on Page 43, Col. 1) 
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Los Angeles Report... 


Spottiness 


By William Carroll 
West Coast Editor 

LOS ANGELES.—The only thing 
consistent about the auto business 
here is that it is inconsistent. April 
averaged out as good as March, 

with sliders offset by gainers. 

Used cars are so firm one used- 
car manager commented, “I’m to 
the point where I hate to sell an- 
other unit off the lot. It’s almost 
impossible to replace decent mer- 
chandise. I figure anything that 
sells must have been priced too 
low.” 

The first 10 days of May were 
equally spotty, with reports rang- 
ing from “great” to “dead.” 

Chevrolet has a drive to encour- 
age dealers to keep the backshop 
open one or more nights, Buick is 
blanketing the area with billboards 
and radio spots. 

Chrysler’s using metropolitan 
papers to full-page the Newport at 
$2,964. Ford and Chevrolet are buy- 
ing more space than ever before to 
keep their standards from dusting. 
The Futura is getting a good ride, 
but Comet’s S-22 is suffering from 
lack of promotion. 

According to reports available to 
Automotive News, Studebaker’s 
April was par with March, though 
dealers report more action in May 
than expected. An S-P zone official 
said: 

“We may be out of cars. 
There’s a shortage of many mod- 
els. We’ve just had more busi- 
ness than expected, Things look 
mighty good.” (The factory is 
said to be refusing orders for 
Cruisers, Hawks, certain wagons 
and basic four-doors.) 

American Motors says that April 
business held well with March lev- 
els. A sales contest, which ends 
June 30, offers free trips for deal- 
ers. All dealers are receiving a 
merchandising allowance, while re- 
bates help to move Classic and 
Ambassador models. 

April Chevrolet car and truck 
sales are said to be down about 30 
percent from March levels. Reasons 
for this include the fact that March 


Truth-in-Lending Plan: 
Blessing or Nightmare? 


By Kenneth C. Kelley Jr. 
Staff Writer 


UST what kind of a reception 

does the average consumer get 
when he ventures into the market- 
place to make a purchase on cred- 
it? 

Is the credit market a Garden 
of Eden where the short-on-cash 
consumer gets the help he needs 
to satisfy his wants or it is a 
jungle where the unscrupulous 
devour the uninformed? 


Two groups with views near 
these two extremes are getting set 
for a clash in which each will try 
to prove its points. 

The showdown is likely to come 
in a month or so in a Senate hear- 
ing room in Washington when the 
controversial truth-in-lending bill 
is considered by a Senate subcom- 
mittee. 

* * * 
a bill was introduced on April 

27 by Senator Paul Douglas, Illi- 
nois Democrat, with the backing of 
21 other senators, most of whom 
are generally labelled as liberals. 
Douglas had a similar bill in the 
last session of Congress. After 
hearings during which there were 
charges of abuses in financing, the 
bill died when the session was ad- 
journed. 

A companion bill is now being 
considered in the House. It was 
introduced by Rep. Abraham 
Multer, New York Democrat. 

The outlook for passage of the 
Douglas bill this year is cloudy. 
On one hand, it is Douglas’ bill and 
not a proposal of the Administra- 
tion or the Congressional leader- 
ship. It is certain to face strong 
opposition from business groups. 

On the other hand, as one Wash- 
ington observer put it: “Voting 
against truth is like voting against 
motherhood.” This observer said 
that it is easy to be in favor of the 
bill because it sounds good but it 
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Marks Spring Market 


Olds dealers told AuTomMoTive News 
that so far new-car sales have been 
on the cool side. 

Lincoln sales fell in April. It is 
said the slide occurred because 
the factory was shut down and 
cars were not available for local 
delivery. A Los Angeles District 
spokesman told Automotive 
News, “May has started with a 
bang. To May 10, we’ve delivered 
more Lincolns than in all of 
1960.” 

A dealer check discloses that 
Comet and Mercury sales are off 
from the daily rate established in 
the latter portion of 1960. 

Reports from Ford district offices 
indicate that standard Fords gain- 
ed over 10 percent in April from 
March, Unchanged were Thunder- 
bird and Falcon, which should 
show about 2,000 Falcons and 1,000 
’Bird sales when April registra- 
tion lists are published. 

Increased sales were reported by 
Chrysler people for all lines but 
Imperial (which held) in compar- 
ing April with March. Plymouth 
and Valiant are said to be up 15 
percent. Chrysler up 16 percent. 

Dodge and Lancer showed a 54 
percent gain in the Los Angeles 
area. It was said that the reason 
for stabilized Imperial sales was 
lack of cars, while the plant was 
moving to fill orders on hand. 

Lancer’s momentum appears to 

stem from increased dealer enthu- 
siasm for the unit, as it finally im- 
presses the public as a separate 
line from standard Dodge Dart. 
Newport, from $2,964, is credited 
with moving Chrysler up. A Chrys- 
ler man commented: 

“I can’t help but feel that a por- 
tion of increased auto sales results 
from a shift in public attitude. 
More people have become convinc- 
ed that the auto business is good.” 

Price cuts on imports and im- 
proved dealer-distributor relations 
have created more action than has 
taken place for several months. 

A Volkswagen spokesman said 
he would not have April figures 
until late in May or early June, 
“But generally speaking, truck 
sales held up very well and pas- 
senger cars were delivered as 
available.” (A comparison of reg- 
istrations for February and 
March shows that VW sedan 
sales are up about 7 percent over 
a like period of 1960.) 

Fiat spokesmen claim that sales 
jumped a third in March, compar- 
ed to April, as the result of price 
cuts on the Italian line. Several 
dealers reported “more Fiat action 
than we’ve seen for months.” 

Lancia and Alfa-Romeo have be- 
come more active as price cuts and 
new models appeared. A local ad- 
vertising program has Hoffman 
(Fiat distributor) contributing 50 
percent of dealer advertising costs, 
according to a Hoffman Motors ex- 
ecutive. 

Hambro, distributor of British 

(Continued on Page 46, Col. 1), 


included 27 working days compar- 
ed to April’s 25. Income tax pay- 
ments in April also are thought to 
have held up solid sales. 

However, the traditional May- 
June Chevrolet campaign may 
have encouraged some dealers to 
withhold reporting April sales 
until May, so as to gain promo- 
tion credit. 

Chevrolet zone service people are 
encouraging dealers to keep their 
backshops open one or more nights 
a week, Most dealers are interested, 
with some already advertising 
added hours. One dealer, who’s had 
night service for many years, told 
AUTOMOTIVE NEws: 

“Our night operation is mainly 
trucks. It’s a long slow process, I 
know of no way you can go in and 
promote a night shift right off the 
bat.” 

Another Chevrolet dealer, who 
began opening his service shop at 
night about three months ago, said, 
“It’s working out real well, with 
five people keeping the doors open 
till midnight, five days a week. Our 
shop is also open until noon on 
Saturday.” 

Oldsmobile’s Los Angeles zone 
reports that April was only 24 units 
under March, There’s a merchan- 
dising and vacation contest now 
on for Olds, which is expected to 
spark May sales, though several 


































































762 Falcon Wagon to Get 


Country Squire Trim 


CLEVELAND. — Ford’s top-of- 
the-line Country Squire station 
wagon will have a kid brother 
next year. A Falcon wagon with 
the Squire’s simulated wood side 
panelling is being readied for 
1962. 

The panel was designed by 
Di-Noc Chemical Arts, Inc., 
Cleveland. Edwin A. Sweet, 
Di-Noc president, said his firm’s 
pattern has been approved by 
Ford Division. 











takes a lot of documentation to 
back up a case against the bill. 
* of * 

4 pg Douglas bill is a short one. 

In fact, some of its critics say 
it is too short. It would require that 
every customer contemplating a 
credit purchase be furnished with 
the following information: 

Cash price, the tradein credit, 
the balance owed after deducting 
the tradein credit, charges for 
other items connected with the sale 
such as insurance, the total to be 
financed, the finance charge ex- 

(Continued on Page 44, Col, 4) 


Business Barometer 


Automotive News Economic Index — 
100.5 Percent of Last Week 
96.8 Percent of Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 










Auto Production ............... 129,530 103.9 88.6 
Truck Production .............. 24,235 106.2 96.5 
Auto Registrations—Year to date.. 1,289,922 te 83.3 
Truck Registrations—Year to date. 195,520 ree 89.2 
Steel Production—Tons ......... 1,988,000 102.3 94.6 
Paperboard Production—Tons.... 319,615 98.1 102.8 
Soft Coal Output—tons ........ 7,320,000 98.7 87.2 
Oil Refinery Output—Barrels ak et 46,929,000 100.1 101.4 
Electric Output—kKilowatt hours.... 14,278,000,000 100.5 104.1 
Barometer Freight Car Loadings 329,522 99.2 89.6 
Department Store Sales Index .. 140 95.9 89.7 
Stock Market Price Index....... 134.5 100.0 119.1 
U.S. Government Spending 

—Fiscal year to date ............ $83,143,423,000 sees 103.7 
Commercial and Industrial Loans $31,913,000,000 100.6 102.2 
Savings Deposits ................ $27,913,000,000 100.3 100.3 
Used-Car Prices—Average....... ; $1,052 99.1 102.0 
Business Failures ................ 368 92.2 121.1 
Common Common 
Stocks May 17 May 10 1961 Range Stocks May 17 May 10 1961 Range 
AMC....... 19%, 18 21Y%-16% HS es 54%, 52%, 54Y%4-42% 
Chrysler... 44%, 424, 48 -37% Mack...... 47y 46, 48 -32%, 
Ford....... 90% 853%, 9144-635 re 8% 7%, 9Y%,- 7 
| re 48, 46 48-405 White. 57 56%, 573%4-40% 
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Ertley Opens Giant Showroom— 

A showroom building 75 by 300 feet has been opened by David Ertley, Inc. 
(Oldsmobile-Rambler), Kingston, Pa. On display in and around the building are 
300 cars. The well-signed structure, through extensive use of glass, provides an out- 
door atmosphere. 


Stocks Below Average... 


Ford Plans to Hike Output 


ITH Ford Motor Co. dealer 
stocks at a 43-day supply, 
compared to 50 days for the indus- 
try as a whole, the company is 





James O. Wright 


John Dykstra 


alone in scheduling higher produc- 
tion this quarter than in the second 
period of last year, the sharehold- 
ers were told last week in Detroit. 

“At the present improved rate 
of new-car sales,” President John 
Dykstra said, “these stocks do 
not appear to be excessive.” 
Another sign of market strength 
mentioned by Dykstra was the 
slash in dealer used-car stocks. He 
said the used-car inventory totalled 
739,000 at April 30, off 126,000 from 
the year-ago mark. 

“In contrast to last year, dealers 
are now actively soliciting used-car 
supplies,” he added. 

* * * 

AMES O. WRIGHT, vice-presi- 

dent of Ford’s car and truck 
group, said an annual sales rate of 
about six million units “appears 
likely” the rest of the year. The 
first-quarter rate was only 5.3 mil- 
lion units, Wright noted. 

Wright said that while Ford’s 
sales rate declined 11 percent in 
the first four months of 1961 from 
1960, the industry ag a whole lost 
nearly twice that much. 

“If we are able to hold our 
present penetration in what ap- 
pears to be an improving mar- 
ket (28.1 percent),” said Wright, 
“the result will be a very favor- 
able effect on the company’s 
sales for the balance of this 
year.” 

However, he deplored the reduc- 
tion in standard Ford and Mercury 
sales and said efforts are under 
way to reverse the downspin. 

* * x 

yao emphasized Ford’s flex- 

ible approach to market- 
ing changes, pointing out that it 
is necessary “to develop and mar- 
ket a variety of new products, year 
after year, and to increase rapidly 
production of those that meet con- 
sumer acceptance.” 

“We view today’s fragmented 











George W. Walker 
. retires at 65 








market as a once-in-the-lifetime 
opportunity,” he said. “The com- 
pany that can remain flexible 
and strongly competitive, that 
can give better product quality, 
better real value for the consum- 
er’s dollar can run ahead of the 
pack.” 

John S. Bugas, Ford’s interna- 
tional vice-president, said that the 
foreign markets for new cars and 
trucks will surpass the domestic 
market. “within a short period of 
time. 

“Given opportunity to participate 
in free and open competition, we 
are confident of a growing share in 
these markets,” Bugas said. 

Neither Bugas nor other Ford 
executives mentioned the approach- 
ing Cardinal four-seater in their 
prepared remarks. 

* * * 
Rvess unveiled a picture of the 
new Consul 315 by Ford of 
England, which appeared to be a 
luxury version of the Anglia. 

The stockholders overwhelm- 
ingly voted in favor of the man- 
agement position on all matters 
considered. Present directors 
were reelected, the Ford bonus 
plan was put on a worldwide 
basis and two stockholder pro- 
posals to limit executive compen- 
sation were turned down. 

Hourly workers from the Ford 
Rouge plant in Dearborn passed 
out leaflets to those attending the 
meeting. The leaflets questioned a 
number of moves by Ford man- 
agement, charged that the Rouge 
had lost 40,000 jobs in the last 10 
years and promised strong efforts— 
a strike, if necessary—to protect 
the remaining jobs. 

Henry Ford II, chairman of Ford, 
was prevented by influenza from 
attending the shareholders meet- 
ing. 


Bordinat Succeeds 
Walker as Ford 
Styling Director 


DEARBORN.—George W. Walk- 
er will step down as Ford Motor 
Co. vice-president and director of 
styling on May 31, 

The move is in line with a com- 
pany policy of retirement of all 
officers at 65. 

Eugene Bordinat jr., chief stylist 
for Lincoln-Mercury since 1958, 
was named to succeed Walker and 
was elected a vice-president of the 
company. 

Walker will continue to serve the 
company as adviser on styling, de- 
voting all of his efforts to Ford 
products. 

One of the American automotive 
industry’s best-known and most 
colorful executives, Walker is clos- 
ing another chapter in a career 
spanning nearly 40 years. He has 
occupied his present position since 
May, 1955, and was a consultant to 
the company for the previous nine 
years. 

A man of strong opinions who 
never hesitates to express them, 
Walker has offered design con- 
cepts which have broken sharply 
and successfully with industry 
trends. 












7. other day I was chatting 
with a dealer who had served 
his predecessor for five years as 
general manager before taking 
over the dealership. 

“You know,” he said, “this dealer 
20 years ago mortgaged his home 
for $20,000 and borrowed another 
$40,000 in order to get started as a 
dealer. Twelvé years later he left 
an estate of $4 million, and a good 
name, too, 

“Now a dealer has to fight to 
make a dime, and there are many 
of us who haven’t got such a 
good name, either.” 

You'll note that the National Au- 
tomobile Dealers Assn.’s report on 
dealer financial statements for the 
first quarter indicates that many 
dealers aren’t making a dime these 
days—they are losing. 

What happened in the years be- 
tween? 

* * * 


Dealer’s View 


oe JOHNSON, president 
of the Georgia Automobile 
Dealers Assn., sheds light on the 
situation in a report to dealers 
which he made at the end of his 
term in office. Johnson said these 
are the major questions among 
dealers today: 

1. What is wrong with the auto- 
mobile business to cause it to be 
almost non-profitable ? 

2. How much longer can this 
industry use the high rate of fi- 
nance on time sales to cover its 
lack of operating profit? (NADA’s 
report shows the average dealer 


Buffalo Dealers 
Formally Laud 
Yager for Letter 


BUFFALO. — Additional plaudits 
have gone to M. H. Yager, Albany 
Pontiac dealer, for his letter to 
Henry Ford II commenting on 
Time magazine’s recent cover story 
of a Chicago Ford dealer. 

In a formal] resolution, the Buf- 
falo Automobile Dealers Assn. com- 
mended Yager for pointing out to 
the president of Ford Motor Co. 
that “the article brings into sharp 
focus one of the basic troubles with 
the very sick retail automobile in- 
dustry, i.e., the type of dealer that 
the automobile manufacturers have 
elected to appoint in the postwar 
period, and the resultant distribu- 
tion pattern that has evolved from 
that election .. .” 

In the resolution, directors of the 
association asserted that they were 
in “essential agreement” with 
Yager’s analysis of the situation. 

“Be it resolved,” the association’s 
resolution said, “that a letter of 
commendation be sent by this as- 
sociation to Mr. Yager for making 
and placing before Mr. Ford such 
a keen analysis of the results of 
such dealership operations .. .” 

The Time article dealt with Jim 
Moran, president of Courtesy 
Motor Sales, Inc. 
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lost money in the first quarter in 
spite of his finance income.) 


3. What will be the epitaph in 
our cemetery if it tells the truth? 
Johnson made it clear that he 
didn’t claim to have the answers, 
but he offered some interesting 
opinions. He said that failure to 
make a profit on merchandise peo- 
ple wanted indicated either that 
there was something amiss in the 
pricing of the product or its value 
as related to the price. 
* cs * 


How It’s Done 


NWetae that pricing of the prod- 
uct to the public is a dealer 
problem, he said: 

1. We quote a price which is un- 
derstood by the public as higher 
than we are willing to accept. 

2. We start the sale by offering 
a discount or an overallowance, 
and Mr. Public is led into a realm 
of uncertainty as to what is the 
price. 

3. This practice of pricing by 
giving a bargained discount has 
been abandoned by all successful 
merchants within the last 30 or 
more years. They have found that 
the price must be indicative of the 
quality and the sale of quality is a 
test of the price and not a reduc- 
tion in price to argue for quality. 

4. The present generation has 
been trained to pay the price mark- 
ed on the goods or leave it on the 
shelf, until they come to buy an 
automobile or an appliance (and 
the appliance merchants also are 
having profit trouble). 

5. Where is the difference in re- 
tail selling between a suit of 
clothes, a house and that of an 
automobile or an appliance? 

6. Have we argued ourselves 
into a false position when we 
contend that the customer pre- 
fers to spend his dollar in a dif- 
ferent manner for the car than 
for his other needs? 

Why are we asked, so often, this 
question: “What will you sell me a 
ear for straight?” 

eo * * 


On Finance Question 


y= are some of the thoughts 
Johnson offered on the question 
of finance: 

There is pressure on Congress to 
enact a law requiring disclosure of 
finance charges. 

Bad practices prevail in selling 
or trading at low gross profit, when 
a high rate can be used in the fi- 
nance charge to offset the low 
gross. 

The privilege of using finance 
income to effect a profit that 
should have been made on the 
sale is too easy of abuse to ever 
expect this condition to improve; 
it can only become worse and it 
will result in regulations on fi- 
nancing which can conceivably 
eliminate all finance income to 
the dealer. 

Johnson concluded: 

“The third question (regarding 
the epitaph) is raised because it is 
a part of the other two questions. 
Some people give it the name of 
ethics, but it is more correctly 
termed principle. Shall we be call- 
ed ignorant, because we failed to 
recognize the principle of the right 
price for the quality offered for 
sale? Shall we be unprincipled by 
using ignorance as to the cost of 
financing in order to realize a gross 
that should be a part of the sale? 

“These may be called the tricks 
of the trade, but they are causing 
our business to become such that 
each dealer is at variance with 
his fellow dealer and the victory 
is not going to any dealer be- 
cause the battle appears to be 
heading toward an empty victory 
—there may not be any survivors. 
“Emerson said it this way: “The 

value of a principle is the number 
of things it will explain; and there 
is no good theory of a disease 
which does not at once suggest a 
cure.’” 








Referral-Selling Alert 


Sounded in Louisville 


LOUISVILLE. — The Better 
Business Bureau has alerted Lou- 
isville-area consumers to refer- 
ral-selling practices by some auto 
and appliance dealers. 


Leo A, Meagher, managing di- 
rector, warned that people who 
agree to forward prospects’ 
names under the plan usually are 
told they haven’t found enough 
referrals to meet obligations on 
the car or appliance they prob- 
ably unknowingly contracted to 
buy. 








PAA Executive Committee— 


Members of the Pennsylvania Automotive Assn.'s Executive Committee are, seated, 
from left, A. W. Golden, Reading; Forest E. Bowles, York; B. Wayne Beglin; Rochester, 
and Aldo Franconi, Kingston. Standing: John B. White, Philadelphia; Charles S. Frantz, 
Kingston; Paul Ruch, Clearfield; Elmer W. Reiber, New Castle; Harold G. Reslink, Erie, 
and Edwin W. Parkinson, PAA assistant general manager. 





At Pennsylvania Convention . . . 





Dealers Urged to Hit 


Road Back 


By Bob Thomas | 
Staff Correspondent | 
PITTSBURGH. The annual 
meeting of the Pennsylvania Auto- 
motive Assn. (PAA) reemphasized 
for the more than 600 dealers at- 
tending that all’s not well. 
As President Forest E. Bowles 
noted, “I feel very strongly that 
* a * 











Union Election Ordered 
Among L. A. Salesmen 


By Francis J. Gawronski 
Staff Writer 


HE National Labor Relations 

Board has ordered representa- 
tion elections among salesmen at 
33 dealerships in the Log Angeles 
area. 

The election orders are the re- 
sult of 70 petitions 
filed by Local 1056, 
Retail Clerks Inter- 
national Assn., in an 
attempt to organize 
area salesmen. The 
NLRB will rule on the remaining 
petitions in the near future. 

Prime objective of the union 
drive is San Fernando Valley, a 
residential area of Los Angeles, and 
the San Bernardino-Riverside area. 

The NLRB also granted Local 
1056’s request to withdraw its peti- 
tion for an election at Gaplin Mo- 
tors, Inc. (Ford), San Fernando, 
Calif. 

Under NLRB rules in event of 
withdrawals, the union cannot 
ask for another election at the 
dealership before six months. 

Local 1056’s contract objectives 

are said to be improved profes- 
sional standing for salesmen and 
job security. It also is seeking a 
minimum age limit of 21 years and 
certification that auto salesmen 
fully understand auto documenta- 
tion. 

In other dealer-labor news, the 
NLRB has dismissed an unfair 
labor practice charge filed against 
Jones Buick, Cuyahoga Falls, O., 
by RCIA Local 860. 

The union claimed that Jones 
Buick had fired a salesman because 
of union activities. The board 
found there was “insufficient evi- 
dence” to prove the charge. 

Local 860 has launched a cam- 
paign to organize salesmen in the 
Akron area. It has filed petitions 
for representation elections at 
seven dealerships in the area. 

* * * 


LABOR 
FRONT 


N SAN GABRIEL, CALIF., the 
board has ordered a representa- 
tion election among service and 


Chipley, Bulluck Elected 


In Rocky Mount, N. C. 


ROCKY MOUNT, N. C.—Flake 
B. Chipley, of Flake B. Chipley, 
Inc., has been elected president of 
the Rocky Mount Automobile Deal- 
ers Assn. 

Don Bulluck jr., Bel Air Chevro- 
let, was named secretary-treasurer. 











maintenance employes at the Lin- 
coln-Mercury dealership. The 
workers will vote for or against 
the International Assn. of Machin- 
ists. 

In Islip, N. Y., shop employes 
at Babylon Auto Sales, Inc., voted 
13-to-3 for representation by 
Local 259, United Auto Workers 
Union. 

In Fort Worth, shop employes at 
H. B. Ransom Motor Co. (Chrys- 
ler) voted 13-to-5 against repre- 
sentation by IAM Local 1591. 

In Ypsilanti, Mich., 14 employes 
of European Cars Ypsilanti, Inc. 
(Volkswagen), went on strike to 
protest the firing of a man during 
a Teamsters Union organizational 
drive. 

A union spokesman said the 
strikers include all the dealership’s 
hourly-rated employes. The firm’s 
salaried employes and officials de- 
clined to make any statements re- 
garding the strike or firing. 

An election petition for the firm’s 
hourly employes is to be filed with 
the NLRB, while a complaint 
charging unfair labor practices 
against the company has already 
been filed, according to a union 

spokesman. 





vice-president of 
baker), Holyoke, 


our discount to 





* 
Wemhoff 
pay the dealer an added 10 percent. This would limit a dealer’s dis- 
count to 15 percent outside his own territory; no deals lost due to 
someone selling at or near cost” . 
Iowa dealers pleased with results in this year’s state legislative 


battles . . John Bolton 
Clearwater (Fla.) Country Club . 
on drive to add new members .. 
Lakewood, captured 16th annual 
tourney... 

When business is slow, the bad 


On the House... 


Cutting all discounts to 15 percent would help 
correct dealer problems, declares Bob Krumpholm, 


line competition .. . 
his mind on a certain make or model, we dealers 
in that line bid against one another until no profit 
is left. Therefore, 


compacts. Then at the end of each month let our 
district managers check our deliveries and, for 
every car delivered by a dealer in his own territory 
or zone of influence as outlined in our franchise, 


(Buick dealer) 


droves; they want to feed on conditions of the times, say veteran 
admen. The trade field is no exception; Automotive News has turned 
down recently several would-be advertisers who wanted to promote 
questionable products with no protection for readers. 


to Profits 


we can and should get started on 

the road back to profits.” 

Bowles was less of a tire-eater 
than some others, spreading the 
blame for red ink on those dealers 
who attend such meetings, those 
who don’t and the factories. 

Of the latter, he said, “We all 
have factory-dealer relations 
groups by one name or another. 
They were established at our re- 
quest and the idea was and still is 
a great one. But, all too often, we 
run into a term called ‘corporation 
policy’ and this is like hitting a 
solid wall,” 

B. Wayne Beglin, Rochester, 
was elected president, succeeding 
Bowles. 

The following were elected 
vice-presidents: Charles S. 
Frantz, Kingston; Elmer W. Rei- 
ber, New Castle; Paul Ruch, 
Clearfield; Harold G. Reslink, 
Erie, and John B. White, Phila- 
delphia. 

Aldo Franconi, Kingston, was 
named secretary and A. W. Golden, 
Reading, was reelected treasurer. 

Taking part in a panel discussion 
on “Today’s Dealer Problems,” 
PAA Director Ruch heaped the 
blame on the factories for a grow- 
ing problem—“automobile retailing 
without profit.” 

However, he also took a poke 
at the dealers themselves for not 
resisting what he believed were 
unwise factory practices of over- 
production, maldistribution and 
heavy new-car inventories. 

Ruch fired broadsides right and 
left: 

“IT am sure the factories are not 
going to cut down on overproduc- 
tion and they will continue the 
pressure to sell regardless of prof- 

its.” 

“The finance companies and 
banks have more control over 
production than the dealers do.” 
He charged inventory statistics 

are false clues to a dealer’s situa- 
tion. He said a 30-day inventory 
was actually anything but. “The 
average dealer,” he said, “only de- 
livers out of inventory one of every 
three new cars sold. So what you 
think is a 30-day supply may be a 
six-month supply.” 

Ruch suggested four ways to 
ease dealer troubles: 

1. Strengthen the dealer coun- 
cils so they can work with the 
factories in solving common 
problems. 

2. He suggested a 5-percent hold- 
back that “would not cost the fac- 
tories money but would do much to 
restore order to the market.” 

3. From 30- to 90-day billing, ap- 
proved by most of the dealers he 
has had contact with, would “con- 
trol overproduction and raise the 
quality of the dealer body.” 

4. He suggested a factory-dealer 
advisory council on styling with 
“the objective of reviewing styling 
changes before they are locked in.” 









Pickup Motor Co. (Dodge-Stude- 
Mass., “but our biggest evil is in 
After a prospect makes up 








I suggest that manufacturers cut 
15 percent on all cars, including 
















is new golf champ at 
. . Louisiana association putting 
. Ed Barbari (Studebaker-Volvo), 
Southern California dealers golf 








“advertising apples” show up in 








—PeretTe WemMuorr, Editor, 
Automotive News 
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Chevrolet, Ford Soar... 





Year’s Car Sales Pass 
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Two Million Mark 


(Continued from Page 1) 


an estimated 55,520 units, or 33.5 
percent of the total. 

Corporate shares of the market 
in the month’s opening period 
were calculated as follows: Gen- 
eral Motors, 51.0 percent; Ford 
Motor Co., 32.5 percent; Chrysler 
Corp., 9.5 percent; American Mo- 
tors, 5.5 percent, and Studebaker- 
Packard, 1.2 percent. 

GM said its dealers sold more 
cars in the first 10 days of the 
month than in any corresponding 
period since 1956. GM claimed a 
total of 84,752 retail sales, based on 
preliminary reports, although there 
were indications that revisions may 
have lowered that total by about 
340 units. 

Even if that were the case, the 
GM total would still exceed the 
year-ago period. 

* * aa 

i results for the first 10 days 

of May indicate that the im- 
provement in new-car sales which 
started in mid-February is not only 
being well maintained, but is 
strengthening,” said James M. 
Roche, distribution vice-president. 

“As evidence of the upward 
trend, sales for the first 10 days 
of May marked the first time this 
year that sales for any 10-day pe- 
riod exceeded those of a compa- 
rable 1960 period,” Roche said. 

The GM total, of course, was 
bolstered by Chevrolet’s strong 
showing, based on 45,631 standard 
cars and 12,245 Corvairs. 

The Corvair mark was high 
enough to establish the junior 
Chevy solidly in second place in the 
compact field. 

* * * 
S. MCLAUGHLIN, Ford Di- 

*vision general sales manager, 

said Ford sales results for the first 
period of May left no doubt that 
total sales for this month would top 
April by a “substantial margin.” In 
April, the division’s daily car sell- 


Chevy Setting Up 
500 Service Sites 
For Heavy-Duties 


DETROIT.—In line with its ex- 
pansion into the heavy-duty truck 
field, Chevrolet has launched a field 
program to provide a network of 
more than 500 truck centers to meet 
needs of heavy-duty owners for 
quick and efficient service. 

The company has been working 
with more than 500 Chevrolet deal- 
erships in establishing this pro- 
gram. Selected geographically, 
these dealers will cover all major 
freight points and main highways 
throughout the country. 

Participating dealers have pro- 
vided—and will expand if needed— 
the following phases of truck serv- 
ice and repair: 

Facilities: Door widths and 
heights must accommodate heavy- 
duty units; truck-stall space and 
drive-through truck stalls will be 
provided where demand warrants. 

Tools and equipment: Heavy- 
duty hoists and jacks, engine an- 
alyzing equipment, welding equip- 
ment, special wrenches and tow 
trucks will be provided where 
needed. 

Manpower: Hand-picked tech- 
nicians, trained for truck work, 
have been recruited; in many cases, 
night shifts have been instituted to 
assure operators the least possible 
down time. 

Parts: Inventories in the par- 
ticipating dealerships have been 
expanded to cover the number and 
types of trucks in the area, the 
type of operation in which the 
vehicles are engaged and special 
equipment on such units. In addi- 
tion, parts are being stocked to 
assist fleets which maintain their 
own service departments. 

Another phase instituted by the 
company is the opening of a zone 
service representatives school to 
broaden the training of the men 
who counsel dealers in truck serv- 
ice and repair operations. 





ing rate represented the greatest 
increase over March rates in 15 
years, he said. 

Ford put its retail sales at 
28,175 standards and Thunder- 
birds and 15,930 Falcons in the 
first 10 days of the month. 

Sales of Lincoln, Mercury and 
Comet were higher in the first 10 
days than in the year-ago period, 
said Ben D. Mills, general man- 
ager of the Lincoln-Mercury Divi- 
sion. The gain for Lincoln, he said, 
was about 50 percent. 


Retail sales totals were put at 
829 Lincolns, 3,208 Mercurys and 
5,779 Comets, of which about 11 
percent were the new bucket-seat 
S-22. 

* J * 


T OLDSMOBILE, General Man- 

ager J. F. Wolfram said the 
10 days brought retail sales that 
were the highest since last Decem- 
ber. Oldsmobile, with a sales-in- 
centive program in progress, listed 
retail sales of 6,723 standard cars 
and 2,001 F'-85s. 

Contests at Pontiac and Buick 
wound up April 30, a situation 
which doubtless was reflected in 
May 1-10 retail reports. Pontiac 
showed 5,516 standards and 2,384 
Tempests for the period; Buick, 
4,274 standards and 1,651 Specials. 
Cadillac deliveries were estimat- 

ed at 3,990 in the month’s opening 
stanza. 

Rambler reported 9,157 retail de- 
liveries, well ahead of its month- 
earlier total. Sales of AMC’s im- 
ported “Metropolitan amounted to 
305. Studebaker deliveries number- 
ed 1,971. 

Chrysler Corp. reported 15,834 de- 
liveries as May opened, compared 
with 20,219 in the opening period 
of April. 

Sales by the corporation’s makes 
were estimated as follows: Plym- 
outh, 5,110; Dodge, 3,700; Valiant, 
2,980; Chrysler, 2,302; Lancer, 1,422; 
Imperial, 295, and DeSoto, 25. 

* * * 


Egbert Sees Steady Gain 
For Auto Sales in 1960s 


NEW YORK.—The auto industry 
looks for an average annual sales 
increase of 2.8 percent through 
1970, Sherwood H. Egbert, Stude- 
baker-Packard president, told a 
business outlook panel here last 
week. The meeting was sponsored 
by the National Industrial Confer- 
ence Board. 

Egbert said the strongest factor 
favoring increased sales is the 
rapid buildup of replacement de- 
mand. He said this demand cur- 
rently is one million units a year 
more than it was three years ago. 

Looking to the immediate future, 
Egbert said strong indications of a 
general business upturn are ap- 
pearing and that auto makers are 
reporting steadily increasing daily 
order rates. 

He estimated that 1961 registra- 
tions (domestic and imported cars) 
will be about six million, compared 
with 6,576,650 in 1960 and 6,041,275 
in 1959. 





VW Deal Opens in Atlanta— 


* EA... 





Chevrolet Dealers Go After Sales— 


Greatest Deal Since the Wheel is the theme of an eight-week promotion which has 
been launched by the Oakland (Calif.) Zone Chevrolet Dealers’ Assn. It features tele- 
vision and radio spots. Shown with a tie-in window banner developed for the pro- 
gram are members of the association's advertising committee. From ieft are H. B. 
Hatch, Los Altos; Paul Mennenga, San Leandro; Lex Daoust, Marysville, association 
president; H. B. Ward, Porterville, and Ellis Brooks, San Francisco, committee chair- 
man. Ben Celli, Oakland, also is a member of the committee. 





Good-Faith Counterblow 
Struck by Ford Suit 


By Maynard M. Gordon 
News Editor 


ATEST in the series of “Ford 

firsts” is a drastic counterpunch 

in the sensitive area of dealer rela- 
tions. 

For nearly five years, the five 
auto manufacturers have resigned 
themselves to the defendants’ role 
in one dealer good-faith suit after 
another. The Automotive News 
count of all such actions, past and 
pending, is 35. 

Under Public Law 1026, vari- 
ously called the Automobile Deal- 
ers Franchise Act or the good- 
faith law, the factories are per- 
mitted to use lack of good faith 
on a dealer’s part as a defense 
against bad-faith charges in ex- 
ecuting, terminating or not re- 
newing franchises. The law, how- 
ever, is unavailing of any further 
defense mechanisms for the man- 
ufacturers. 

Ford has seized the bull by the 
horns. The company has fired back 
at a plaintiff ex-dealer in New 
York with a conspiracy suit asking 
an injunction and $5 million dam- 
ages. 

Alexander Hammond, named as 
a co-defendant by Ford with Lud- 
wig J. Pariser, a former Hammond 
partner in a Bronx Ford dealer- 
ship, declined comment on the fac- 
tory action last week. Hammond 
said his formal reply to the Ford 
complaint will be filed shortly in 
Federal District Court for the 
Southern District of New York. 

* * * : 


ORD’S countersuit comes at a 
time of unusual] turmoil] in 
dealer ranks, growing out of the 
1960-61 recession. Filings of good- 
faith suits against auto producers 
have risen sharply since the first 
of the year in step with the chang- 
ing franchise picture. 
Students of the dealer legal scene 
are agreed that the time was op- 


portune for a factory to lash back 
at the stampede of litigants. The 
factory’s aims are twofold: To 
serve as a warning to other dealers 
of like mind and to lay the ground- 
work for a vigorous contest in the 
Hammond case. 

Hammond is, or was, an unus- 
ual breed of dealer. He is an 
articulate lawyer who worked his 
way through Columbia Uniyer- 
sity’s law school by selling used 
cars at his father’s lot. He has 
espoused his beefs against Ford 
throughout New York auto rows, 
to the extent that the company 
wants him enjoined by the court 
from acting as counsel for other 
ex-Ford dealers in another good- 
faith action. 

As an “ex-dealer,’ Hammond is 
at an admitted disadvantage in 
advocating dealer rights and privi- 
leges. But as an attorney, he speaks 
with passion of a “mission” to nail 
down the good-faith law as a bul- 
wark of relations between factories 
and dealers. 

Ford’s complaint against Ham- 
mond relates that even before the 
good-faith law was signed by Pres- 
ident Eisenhower in August, 1956, 

(Continued on Page 6, Col, 1) 


N.C. House Kills 
Move to Restore 


Vehicle Checkups 


RALEIGH, N. C.—A bill to set 
up compulsory annual mechanical 
inspections of motor vehicles in 
North Carolina was killed by the 
State House of Representatives by 
a margin of three votes. 


The measure already had been 
passed by the Senate and was 
termed by Motor Vehicles Com- 
missioner Edward Scheidt as “the 
most important single piece of 
legislation before the Legislature.” 

Under the measure, inspections 
would have been required annually 
and a fee of $1 would have been 
charged, with 75 cents going to the 


garage or service station approved |! — 
for such inspections and 25 cents] — 


going to the state to defray the 
cost of the windshield sticker and 


,| the cost of administering the act. 


It was the first time an inspec- 
tion bill had been passed by either 
house since the repeal in 1949 of 
a law which caused a howl because 
of long waits at state-operated 


| lanes. 





Crain-Daly Motors, 1938 Peachtree Rd., N. E., is the second Volkswagen dealership 
to be named in the Atlanta area. Executive offices of the new dealership are at the 
left, with a large showroom to the right of the front door. Entrance to the service de- 
partment is at extreme right, with a second entrance from a side street. Miles F. 
Daly is president and Paul E. Crain is vice-president. 


The House voted 58 to 55 to kill 
the measure after 40 counties mov- 
ed to be excluded from the law. A 
two-thirds vote would be necessary 
to revive the measure, which is 
considered dead until the Legis- 
lature meets again in 1963. 

Included in the proposed inspec- 
tions were brakes, lights, tires, 
horn, steering mechanism, wind- 
Shield wipers and registration 
papers. 








Long Career Ends 


With Cooper Death 


Lung Illness Fatal 
To NADA Chief, 67 


(Continued from Page 1) 
president to die in office. The dealer 
association said Thomas F. Abbott 
jr. will serve as acting president 
until directors meet in Washington 
June 5-8, when the new president 
will be elected. 

Abbott has been NADA first vice- 
president since February. He is a 
Pontiac-Rambler dealer in Fort 
Worth. 

Mr. Cooper was born July 2, 
1893, on a farm near Elizabeth, Ind. 
He attended high school in New 
Albany, Ind., but left after three 
years. 

His early jobs included service 
as conductor on an interurban rail- 
road line, manager of a cafeteria 
and partnership in a music pub- 
lishing firm in Dayton. 

* * * 


gg pe nna! after entering the 
Army in 1918, he contracted 
tuberculosis and was hospitalized 
in Denver. He was discharged from 
the Army in September, 1919, and 
was listed as 100 percent disabled. 

After two years in California, Mr. 
Cooper returned to Denver and 
went to work as an auto salesman. 
He moved to Fort Collins in 1929 
as sales manager of Poudre Chev- 
rolet Co. and took over the dealer- 
ship in 1933. 

The firm later became Cooper- 
Michael Motors, with F. W. 
Michael as the other partner. 

Throughout his 32 years in Fort 
Collins, Mr. Cooper worked tire- 
lessly for the betterment of the 
community. He headed the Fort 
Collins War Council during World 
War II, was a member of the of- 
ficial board of the First Methodist 
Church and was a director of the 
First National Bank. 

He was active in Boy Scout work 
and served as president of Hospi- 
tal Service, Inc.; the Community 
Chest, the Fort Collins Cooperative 
Concert Assn. and the Colorado 

Good Roads Assn. 
* * aa 
7 1952, Mr. Cooper received the 
support of the Larimer County 
Democratic convention for nomina- 
tion as governor of Colorado. 

He was interested in music and 
wrote many songs. Several of them, 
including one titled “Colorado 
Calling,” has his adopted state as 
the theme. 

In an editorial tribute, the Fort 
Collins Coloradoan noted that 

Mr. Cooper recently summed up 
his ideas of a what a good com- 
munity citizen should be and do. 
He said a citizen should always 
be ready for any service he is 
called upon to perform. 

The paper added: “His life was 
an example of his own preachment. 
Many an organization here, want- 
ing a big job done, has called on 
Walt to do it. And Walt did it.” 

Mr. Cooper is survived by his 
wife, Martha; a son, James W., 


who is associated with Cooper- 
Michael Motors, and a daughter, 
Mrs. Keith Perry, of Brush, Colo. 





Pick Your Color— 


“Multi-color tires with eye-catching 
bands of color on their white sidewalls 
have been introduced by Goodyear Tire 
& Rubber Co., Akron. The tires, in the 
Custom Super Cushion line, are being 
made available to the auto industry and 
will also be offered to the replacement 
market on a premium basis as production 
schedules permit. Annette Willis uses an 
artist's palette to show how the multi- 
color tires can harmonize with the color 
schemes of cars, 
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Suit Against Ex-Dealer Is First Since Good-Faith Law .. . 


Ford Strikes a Counterblow 





(Continued from Page 4) 


Hammond Ford was being operat- 
ed as an unbusinesslike dealership. 
* * * 


hose factory plucks the critical 

verbs “coerce and intimidate” 
from the language of the good- 
faith law and accuses Hammond of 
having used his dealership to 
bludgeon the company either to let 
him run a “windfall operation” or 
to cancel him out. 


In other words, the company 


seems to be saying that Hammond | 


was more interested in building up 
a case for his $4.4 million lawsuit 
than he was in running a profitable 
dealership in the east section of the 
Bronx. 

There may be those dealers 
who are in the business as a 
labor of love or out of a love of 
the law, but they are more harm- 
ful to the company than helpful, 
Ford is saying, in effect. 

In Hammond’s instance, the com- 


pany declares, great harm was | 


caused the company’s name and 
business in New York by his con- 
duct. 

“Organization and development 
of the area of sales responsibility 
covered by the sales agreement 
were hampered and delayed,” says 
the Ford complaint, “sales of au- 
tomotive products of Ford were 
lost and Ford’s competitive position 
in said area were obstructed, re- 
sulting in substantial damages to 
Ford.” 

a * * 

HE complaint notes that Ford 

spent a “substantial amount” of 

money in installing Hammond as 
a Ford dealer, and that other large 
sums will be needed to defend 
against his lawsuit, 

An integral part of the com- 
pany’s defense against bad-faith 
charges is a claim that Hammond 
accepted a $77,000 settlement in 
1959, after his dealership was term- 
inated. Hammond is expected to in- 
sist that the settlement does not 
constitute a release of Ford’s legal 
liability under the good-faith law. 

“Prior‘ to the time the Sales 
Agreement was entered into (Feb. 
1, 1955&” the complaint against 
Hammond and Pariser asserts, “the 
defendants had conceived of a 
plan, scheme and conspiracy inten- 
tionally to cause material injury to 
Ford and to injure and interfere 
with the business and goodwill of 
Ford wrongfully and without justi- 
fication or excuse. 

“Said plan, scheme and con- 
spiracy was unlawful, without 
proper or justificable motive, and 
was willful, deliberate, malicious 
and in bad faith...” 

Why should Hammond, or any 
new dealer, for that matter, start 
out with the thought of fouling the 
nest? 

Ford’s complaint merely hints at 
one possible motive—a lawyer-deal- 
er’s inclination to sue rather than 
to sell. 

* * * 
| ipo gue aet of course, disputes 
the notion he was a negative 





Golf Winner— 


Charles F. Jordan, left, president, Jor- 
dan Ford, Inc., San Antonio, accepts win- 
ner's trophy after capturing the Texas 
Automobile Dealers Assn. Golf Tourna- 
ment in San Antonio. Making the pres- 
entation is C. C. Gunn, newly elected as- 
sociation president. Jordan shot a net 66 
to beat Paul Wood, Marshall, and Jake 
Long, Gilmer, by three strokes. Charles 
Clark, McAllen, had low gross of 79. 


AUTOMOTIVE NEWS, MAY 22, 1961 


| dealer. He blames Ford policies of 








quota selling, inventory loading, 
factory radio installations and 
dealer favoritism for causing him 
to lose position on what he con- 
sidered adequate volume in 1957 
and 1958. 

Without going into specifics, ex- 
cept on financing, the factory ac- 
cuses Hammond of failing to main- 
tain adequate facilities or sales 
volume, 

Hammond and Pariser, the com- 
plaint says, lied about the distri- 
bution of stock in Hammond, ‘Inc. 
Shares owned by five unnamed in- 
dividuals were never divulged to 
the company, Ford says. 


In addition, according to the 
complaint, Hammond owned 45 
percent of the stock and Pariser 
only 9 percent, instead of 60 per- 
cent and 40 percent as allegedly 
represented when the pair signed 
their franchise agreement. 

The defendants also made “false” 
promises to keep $150,000 invested 
in Hammond Ford and to provide 
further funds if needed, Ford de- 
clares. 

* * Ed 
F INALLY, the factory charges 
that Hammond, before and 


Associates Sells 


Nolting Fords 


ST. LOUIS—Practically all of 
the 87 cars at the Nolting Ford lot 
were sold at public auction by the 
Associates Discount regional office 
here. 

Seizure of the autos by Associates 
Discount touched off several law- 
suits by the dealership and its per- 
sonnel. 

Some of the cars were bought 
back by the finance company. The 
sale netted about $160,000 and there 
were about 20 different dealers in 
attendance at the lot in suburban 
Ballwin. 








after the filing of his suit against 
Ford last February, 
malicious and injurious statements 
concerning Ford, both orally and 
in writing, to pthers, including 
Ford dealers, former Ford dealers, 
members of the press and a rep- 
resentative of the National Auto- 
mobile Dealers Assn... .” 

No date has been set for pre- 
trial examination in the Hammond- 
Ford suits in the Federal District 
Court New York’s Foley Square 
Court House. 

In other factory-dealer legal de- 
velopments last week, Federal Dis- 
trict Judge John Feikens set June 
5 for a hearing on a General Mo- 
tors motion to dismiss a good-faith 
suit by Gib Bergstrom, former De- 
troit Pontiac dealer who now sells 
Studebakers and Mercedes cars in 
Northville, Mich. : 

Bergstrom has asked $620,000 
damages on grounds that his 
Pontiac franchise was terminated 
on Detroit’s Cass Ave. in 1958 
after he had built up a “sick” 
dealership over a year’s period. 

In South Bend, a fall trial was 
shaping up in the good-faith suit 
of Blenke Brothers Co., Inc., 
former Lincoln-Mercury dealer, 
against Ford. Attorneys report that 
Judge Robert A. Grant has moved 
the pre-trial proceedings quickly, 
although he has not yet ruled on 
a company argument that the 
good-faith law is unconstitutional. 
Blenke Brothers Co. has asked 
$165,000 damages. 
* * * 

so new suits were filed by for- 

mer dealers, each asking $150,- 
000 damages. One plaintiff is Leroy 
Andres, of Sellersburg, Ind., who is 
suing Willys as the result of a 
termination of a franchise in 1958. 

The other complainant is George 
R. Arlington, of Corpus Christi, 
Tex., who held a Studebaker fran- 
chise for four months last year 
and says he was induced to sign 
up on the mistaken assumption he 
would remain the exclusive Lark 
dealer for a three-county area. 


Take Bigger Role in Safety, 
S. Dakota Dealers Urged 


RAPID CITY, S. D—Pride in 
the present and confidence in the 
future was expressed by speakers 
at the South Dakota Automobile 
Dealers Assn. convention here. 
But the dealers were also told 
there are responsibilities and prob- 
lems they must face. 

South Dakota Gov. Archie 
Gubbrud presented one of the 
challenges when he called on 
dealers to assume more respon- 
sibility for highway safety. 

The governor pointed out the in- 
creasing number of deaths and in- 
juries caused by traffic accidents, 
and said auto dealers should use 
their position to promote the use 
of safety belts in all new cars. 

Gubbrud said with the increasing 
number of multilane highways, 
dealers should also promote the in- 
stallation of side mirrors-on cars. 
He also suggested that dealers give 
a copy of the state driver’s manual 
with each new car purchased. 

The dealers elected Paul McKean, 
Sioux Falls, as president to suc- 
ceed L. B. Vidal, Rapid City. Leon 
Miller, Winner, was elected vice- 
president; George Fillbach, Faulk- 
ton, was chosen secretary, and 
William Edwards, Aberdeen, was 
elected treasurer. Al Huber, Free- 
man, and Merv Iverson, Mitchell, 
were elected directors. John C. 
Moore jr., will continue as associa- 
tion manager. 

Two of the problems facing the 
automobile retailers were discussed 
by speakers at business sessions. 
Vince Baker, general sales man- 
ager, W. K. Hurd Pontiac Co., 
Pueblo, Colo., stressed the value of 
good sales techniques in a buyer’s 
market. 

David Reese, president of Dave 
Reese Olds, Inc., Drexel Hill, Pa., 
discussed means of maintaining 
profit in the face of rising costs. 
Reese said business has to reduce 
expenses in order to survive. 

The economic importance of the 


automobile industry to South Da- 
kota was related by Harry Chese- 
brough, general manager of Plym- 
outh. He said the auto industry ac- 
counts for more than one-fourth of 
the total annual retail sales in the 
state; 3 percent more than the na- 
tional average. 

Chesebrough said South Dakota 
auto dealers and their products are 
responsible for employment of 19% 
percent of the total work force in 
the state, own 23% percent of the 
business establishments and pay 42 
percent of the tax revenue collected 
by the state. 

Chesebrough said both dealers 
and the industry have to be flexible 
enough to meet changes in both 
technology and demand. 

A highlight of the convention 
was the presentation of a Satur- 
day Evening Post Benjamin 
Franklin Quality Dealer Award 
to Henry Billion, Sioux Falls, a 
past president of the South Da- 
kota association, and state direc- 
tor of the NADA. 

The first day of the convention 
was devoted to registration, special 
entertainment, informal sessions 
and a reception for the outgoing 
president. 


Late Report... 


“made false, | , 











Plymouth Salesmen in Sales Contest— 


L. J. Jabro, second from right, executive secretary-manager, Plymouth Dealers’ Assn. 
—tlLos Angeles Region, points to some of the prizes to be won by Plymouth salesmen 
in the $25,000 Top Banana Plymouth Sales Contest. Standing in front of the prizes, 
which include the mink stoles on models, are Jack B. Sparkes, Chrysler-Plymouth re- 


gional manager; J. R. Joyce, Chrysler-Plymouth sales promotion manager; Jabro, and 
M. R. Mackaig, association president. More than 100 different prizes, ranging from 
transistor radios to mink stoles, will be won in the contest which ends June 20. Kickoff 
meeting to explain the contest was held in the Coconut Grove with 350 Plymouth deal- 
ers and salesmen attending. Meetings were also held in San Diego, and Phoenix, 


Ariz. The contest is for Plymouth salesmen of the Los Angeles region, consisting of 





Southern California, all of Arizona and part of Nevada. 


Donner Tells Shareholders .. . 


GM Inventories ‘Normal’ 


WILMINGTON, Del.—Stocks of 
new cars in the hands of General 
Motors dealers are at “a level that 
we consider normal in relation to 
current demand 
and the large se- 
lection of cars 
that are offered,” 
Frederic G. Don- 
ner, chairman, 
told the 53rd an- 
nual meeting of 
GM_ shareholders 
last week. 

“If our dealers 
did not have an 
adequate inven- 
tory of cars, they 


EF. G. Donner 
would not be in a position where 
they could effectively compete for 


business in today’s market,” he 
said. 

(GM dealer stocks were estimat- 
ed at a 52-day supply on May 1.) 

Donner saw substantial reasons 
for optimism about continued im- 
provement in business this year 
and said that the auto industry al- 
ready is feeling the first effects of 
the change in economic conditions. 

“Since February,” he said, “the 
trend of retail automobile sales has 
been generally upward.” 

GM dealers delivered about 84,- 
300 cars during the first 10 days 
of May, he said, making it the 
best such period since 1956, and 
deliveries currently are running 
about 26 percent above the aver- 
age 10-day rate for the first quar- 
ter. 

Donner attributed part of the 
rise to the normal seasonal sales 
pattern. “However,” he added, “of 
far greater importance has been 
the change in general economic 
conditions that has been accompa- 
nied by increasing consumer con- 
fidence.” 

Citing increases in industrial pro- 
duction and other indications of an 
economic upturn, he remarked: 
“As we know from past experience, 
ence a rise in economic activity 
begins, it gathers momentum, rein- 
forcing confidence, sales and pro- 
duction.” 

Referring to conflict - of - interest 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $10 last week to $1,052, according to Automotive News’ 


index. 


Every model except ’58s, which went up $12, joined in the down- 
ward movement. Losses amounted to $3 on ’57%s, $5 on ’59s, $11 on 
60s, $11 on ’56s, $14 on ’55s, $20 on ’61s and $30 on ’54s. Despite 
the setbacks, each model held its average above previously estab- 


lished lows. 


At a group of representative auctions last week, the sales ratio 
was 72.6 percent, compared with 69.8 percent the previous week, 
Auction reports begin on Page 28. 








problems, Donner said that since 
1921 GM has had a policy that 
employes should have no conflict- 
ing interests in companies with 
which they do business. 

An analysis of 12,000 question- 
naires sent last year to GM officials 
and employes having procurement 
responsibilities confirmed that the 
policy is being adhered to, he said. 

In regard to Federal antitrust 
suits involving the Electro-Motive 
and GMC Truck & Coach Divi- 
sions, Donner said, “We have 
competed effectively and fairly, 
and some of our troubles appear 
to be the penalty that attaches 
to success,” 

Donner opposed President Ken- 
nedy’s proposal to repeal the 4 per- 
cent dividend credit and the $50 
dividend exclusion in the income 
tax law. He added that if a with- 
holding tax on dividends goes 
through, care should be exercised 
to make it easy for a stockholder 
who is not subject to the tax to 
recoup the amount withheld. 

It was the third GM annual 
meeting over which Donner has 
presided, and it was the first at 
which he did not announce forth- 
coming smaller cars in his pre- 
pared remarks. 

He disclosed plans for the Cor- 
vair in 1959 and confirmed the 
Buick - Oldsmobile - Pontiac com- 
pacts last year. 

President John F. Gordon told 
shareholders that the remark about 
automobiles, “they don’t make ’em 
like they used to,” is perfectly true 
—in a way. 

“The truth is we make. ’em 
much better than we used to— 
very much better,” he said. 

Gordon noted that a San Fran- 

cisco cab driver recently told a 
GM man that he still drives a ’36 
Buick Special and is convinced that 
it is superior to any car on the 
market today. 

Gordon acknowledged that the 
’36 Buick Special was an excellent 
car in its day, but he added: “By 
any standards, it compares unfav- 
orably with the Buick Special of 
today or any other ’61 GM car.” 
Today’s cars, he declared, are far 
superior from such standpoints as 
safety, comfort, power and perfor- 
mance. 


Murphy Buick Adopts 


30,000-Mile Guarantee 

CULVER CITY, Calif—A new- 
car guarantee for 30,000 miles or 
two years has been announced by 
Bill Murphy Buick here. 

Major factor in adopting the 
new policy, said Bud Bryden, 
general manager, was the “mini- 
mum amount of service required 
by the 1961 line, based on a sur- 
vey by our service department 
over the past six months.” 
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Compare notes with this 
Average Rambler Dealer 


When you do, you’ll learn some interesting 
and significant facts that can be important 
to your business future. You'll discover 
that the average Rambler dealer .. . 


e@ Is the volume compact car dealer in 
his town .. . in fact, he sells twice as many 
compact cars as do dealers of most other 
compact makes. 





World Standard 
of Compact Car 
Excellence 


e@ Has profits that are, and have been, 
well above the average made by dealers 
handling other makes. 


@ Sells compact cars exclusively ... no 
hard-to-sell, high-priced big cars. 


@ Has the edge over all the competitive 
dealers in his town because he sells the low- 
est-priced U.S.-built car and has the best 







Wouldn't you like 
to be a 8) 
Rambler Dealer? 


There are still a few 
franchises available in 
select markets. You 
have the opportunity. 


2 







p 


~ 


Rambler Franchises also 
available in Canada and 
important Export Markets. 
In Canada, write to: 
American Motors (Canada) 
Ltd., Brampton, Ontario. 


Director of Dealer Development 

American Motors Sales Corporation 

Detroit 32, Michigan 

Dear Sir: Will you please provide me with more complete 
information about the Rambler franchise. | understand that | 
am under no obligation and my inquiry will be held in the 
strictest confidence. 


NAME saci tie 
ADDRESS. 
OE Ficence 


PHONE NO. 


discount structure in the compact car field. 


We'd like you to compare notes with 
Rambler dealers in many other ways, too. 
Why don’t you allow us to explore the 
opportunity with you? 

We have good reason to believe that as a 
Rambler Dealer you’ll be a much happier— 
and more prosperous man! 


ZONE_ STATE 
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tien Rips Keller Again in 
Dealer Morale Raised 


As Chrysler Issue 


By Maynard M. Gorgon 
: News Editor 
E relations between Chrysler 

Corp. and its 6,300 dealers were 
injected last week into a Sol A. 
Dann proxy-violation suit against 
the company. 

Dann, Detroit attorney who has 
fought Chrysler management for 
more than three years, accused the 
company of misstating and con- 
cealing the state of its dealer rela- 
tionships from shareholders. 

A company spokesman replied 
that this charge, together with 
others in a new broadside filed 
with Federal District Court in 
Detroit, repeats “baseless charges 
lacking in evidence.” 

Chrysler is scheduled to file its 
formal reply to the amended Dann 
complaint this week. Then, Chief 
Federal Judge Theodore Levin will 
decide whether to let Dann proceed 
with his allegations of “false and 
misleading statements” in violation 
of the Securities & Exchange Act. 

In many respects, the new Dann 
charges bring to the Detroit case 

allegations from stockholder’s suits 
pending against Chrysler in New 
York and Delaware courts, The 
eastern suits have stalled to a 
point disconcerting to Dann—a fate 
common for stockholder’s suits. 

ed * * 


HE undaunted Detroit attorney 
has voiced hope that the Detroit 
proxy suit may provide the vehicle 
for a faster resolution of his griev- 
ances against Chrysler. Judge 


Levin has given him some hope in|}. 


this respect by refusing to dismiss 
the complaint, albeit demanding 
proof of his allegations. 

Dann challenged Chrysler Presi- 
dent L. L, Colbert’s claim of im- 
proved marketing facilities with 
these charges in the amended com- 
plaint last week: 

“Dealers were compelled to take 
cars they didn’t order, in order to 
pad Chrysler’s sales and profit fig- 
ures for certain periods. 

“Dealers were compelled to 
purchase parts, products and 
services from favored suppliers 


Kelley, Laughna 
Quit Chrysler 


Executive Posts 


DETROIT.—Two Chrysler Corp. 
vice-presidents have resigned to 
join other Detroit area businesses, 
it was disclosed last week. 

Nicholas Kelley jr., 51, a veteran 





R. P. Laughna 


of 26 years with the company and 
son of one of its original organiz- 
ers, has joined the City National 
Bank as manager of its new office 
in the First Nationa] Building, De- 
troit. 

Robert P. Laughna has assumed 
the presidency of Commercial Car- 
riers, Inc., and Commercial Barge 
Lines, Inc. Laughna, 45, joined 
Chrysler in 1956 after service with 
Ford and Studebaker-Packard. 

Kelley’s last Chrysler assignment 
was in international operations and 
Laughna’s in marketing. No an- 
nouncement of either resignation 
was made by the company. 

Kelley came up through Chrysler 
legal ranks and spent a year as 
vice-president for dealer relations 
before assuming command of the 
export division in 1956. 

Laughna was promoted to mar- 
keting vice-president in December. 
Prior to joining Chrysler, he had 
headed Packard. 

The marketing functions as- 
signed to Laughna have been 
transferred by Chrysler to E. C. 
Quinn, sales vice-president. 


Nick Kelley Jr. 





in which Chrysler officials had an 
interest. 

“Dealers were compelled to make 
payments to various Chrysler offi- 
cials in the form of gifts, benefits, 
etc., in order to obtain, retain or 
maintain their franchises and 
agencies for the sale of Chrysler 
products, 

“Those who complained or re- 
fused to make such gifts or pay- 
ments were discriminated against 
or lost their dealerships. Chrysler 
has lost thousands of dealers — 
about 25 percent—during the last 
few years because of the foregoing 
improper practices.. 

ed * of 
“T)EALERS have become demor- 
alized and Chrysler’s relation- 
ship with its dealers is at its lowest 
ebb. 

“Colbert’s representations to the 
stockholders that Chrysler now has 
improved, effective marketing fa- 
cilities were false and misleading.” 

The pivotal adjectives in this sec- 
tion of the amended Dann com- 
plaint are “false and misleading.” 
The Securities & Exchange Act of 
1934 forbids “false or misleading” 
statements in proxy statements 
sent to shareholders. 

As Judge Levin reminded Dann 
at a court hearing May 8, how- 
ever, the burden of proof is on 
him as plaintiff. Dann is under- 
stood to be prepared to offer 
statements and testimony from 
former Chrysler Corp. dealers 
and executives in support of his 
allegations. 

The new complaint submitted by 
Dann renewed charges of misman- 
agement against the Colbert re- 
gime, which it said was still in- 
fluenced by K. T. Keller, former 
chairman and president. 

“They (the Chrysler manage- 
ment) concealed from, and failed 
to inform the SEC and. stockhold- 
ers of many material facts and 
losses resulting from conflicts of 
interest, nepotism, corruption and 
other acts of misconduct by many 
of its officials and employes that 
seriously affected and concerned 
the welfare of Chrysler,” Dann al- 
leged. 

OK * * 

=e has defended himself 

against similar accusations in 
Dann’s Delaware suit with a for- 
mal declaration that any specific 
wrongs which may have occurred 
at Chrysler took place after he re- 
tired as chairman and director in 
1956. 

Keller has remained a Chrysler 
consultant at an annual fee said 
by Dann to be $75,000 a year, He 
owns more than 22,000 shares of 
company stock in his own name, 
compared to Dann’s 5,100 and Col- 
bert’s 2,544. 

Dann again accused Keller and 
members of his family of ob- 
taining large profits through 
Chrysler supplier deals with Na- 
tional Automotive Fibers (now 
NAF), Electric Autolite, Yale & 
Towne Mfg. and other companies. 


In his earlier reply to the Dann 
allegations, Keller asked the De- 
troit attorney for specific proof of 
wrongful conduct on his part in 
supplier deals. 

Colbert was accused by Dann last 
week of having continued Keller 
policies during the former’s 11-year 
presidency of Chrysler, Dann called 
last year’s expenses for premium 
steel and the Simca tieup of 1958 
examples of mismanagement which 
were concealed from shareholders. 

* * cd 


pea asked Judge Levin to nul- 
lify the actions taken at the 
Chrysler shareholder meeting April 
18, including the election of direc- 
tors and the vote on six resolutions 
from dissidents. He also called for 
a court recount of all ballots cast 
at the annual meeting. 

Judge Levin has served notice 
that he will circumscribe the area 
of exploration to be allowed Dann 
in any “discovery” proceedings in- 
volving Keller, Colbert or Lynn A. 
Townsend, Chrysler administrative 
vice-president. 

“Discovery” is a legal term deal- 
ing with oral quizzing to ascertain 
information. 














Post Honors Dealer— 


M. Brack Wilson, center, B & R Wilson, 
Inc. (Ford), Smithfield, N. C., was honored 
by the Saturday Evening Post during the 
convention of the North Carolina Automo- 
bile Dealers Assn. at Pinehurst, N. C. 
Wilson received the Benjamin Franklin 
Quality Automobile Dealer Award honor- 
ing him for “citizenship, community serv- 
ice and contribution to the automotive 
industry." The award was presented by 
James W. Gavagan, left, Post vehicle mar- 


keting manager, while Mrs. Wilson looks on. 


Banks Report Dip 
In Delinquencies 


On Auto Loans 
NEW YORK.—Delinquencies on 


‘|}auto loans from banks decreased 


during March, a survey by the 
American Bankers Assn. shows. 
Of loang obtained through deal- 
ers, 1.58 percent were delinquent 
on March 31, compared with 1.87 
percent a month earlier and 1.40 


percent a year earlier. 


Of loans obtained directly from 
banks, 1.08 percent were delinquent 
on March 31, compared with 1.21 
percent on a month earlier and 


»| 0.86 percent a year earlier. 


A drop in delinquencies between 
February and March is considered 
normal. Four other classes of 
bank loans to consumers were cov- 
ered in the March survey and all 
showed declines from the Febru- 
ary figures. 

The association said that May 
and June “should decide the fate 
of many automobile dealers” and 
questioned the effect of July- 
August production on the inven- 
tory problem. 

“Continued vigilance and tight 
dealer control are of paramount 
importance,” ABA said. 


Cole Urges New Approach 
To Today’s Auto Market 


SAVANNAH, Ga.—The secret to 
success in today’s highly competi- 
tive automotive market is better 
selling, service and satisfaction, 
Edward N. Cole, 
Chevrolet general 
manager, told the 
Georgia Automo- 
bile Dealers Assn. 
last week. 

Cole said the 
current automo- 
tive market “de- 
fies comparison 
with any other 
selling situation 
we have ever 

E. N. Cole known.” He 

pointed specifically to the record 
variety of products available, the 
intense competition from both do- 
mestic and foreign sources and the 
new personality of the American 
buying public, 

Thomas M, Callaway, Decatur, 
was elected president, succeeding 
Darrell Johnson, Thomson. Hey- 
ward Allen, Athens, was made first 
vice-president with R. H. East, At- 
lanta, second vice-president. James 
H. Morgan, Swainsboro, was chosen 
secretary-treasurer. 

Elected directors were Charles 
Henderson, Savannah; John L, 
Turner, Thomasville; Mark Pitt- 
man, Griffin; Lamar Ferrell, Deca- 
tur; Jimmy Wilson, Gainesville, 
and Julian Harrison jr., Rome. 

Today’s average consumer, Cole 
said, is better educated, more so- 
phisticated and more discriminat- 
ing. “He knows what he wants in 
a car and he expects value for his 
purchase,” Cole declared. “If some- 
thing is wrong with his car, he 
wants it fixed in a prompt, courte- 
ous fashion and at a reasonable 
price. 

“In short, our business is now a 
prime buyer’s market and will 
probably continue to be for a long 
time.” 

Cole said this calls for a new 
type of salesmanship in the auto 
industry, an approach which in- 
volves “selling satisfactory trans- 
portation service—in its broadest 
sense—not just a product alone.” 

While urging dealers to sell ag- 
gressively, Cole warned that the 
“old-style hard sell” is out of fash- 
ion. He recommended “the inform- 
ed, personal, helpful, courteous 
approach—the service type of sales- 
manship.” 

“The only sure path to long- 
range success is through a well- 
rounded program which gives the 
owner continuing satisfaction with 
his product and its performance 
throughout the life of the vehicle,” 
he said. 

Cole predicted “normal years of 
nine million cars and trucks near 
the end of the present decade,” 
with peak years that may go over 
10 million units. This compares 








with 7.5 million cars and trucks 
sold in 1960. 

“It is a promising future, but 
these opportunities are not avail- 
able just for the asking,” he said. 
“The business we secure will have 
to be earned—and against record 
competition.” 


Baltimore Sun 


Gets Dealer Plea 
For Local Rates 


BALTIMORE. —A committee of 
10 Baltimore Chevrolet..dealers has 
asked the publishers of the Balti- 
more Morning Sun, Evening Sun 
and Sunday Sun to accept dealer 
new-car advertising at local linage 
rates. 

At present, the Sunpapers and 
the Hearst News-Post and Sun- 
day American, the city’s only 
dailies, charge national rates for 
such ads. 

The dealers said the Sunpapers’ 
national rate is $1.10 per line, while 
the local rate would be 35 to 40 
cents per line, depending upon vol- 
ume and frequency. 

Attending the meeting were 
William F. Schmick, president of 
the Sunpapers, and George Bertsch, 
general manager. The dealers’ pres- 
entation was prepared by Kapplin 
& Holen Advertising Agency, Inc. 

Gerold Holen, agency president, 
said the committee feels that 
charging auto dealers the national 
rate is “discriminatory and unfair, 
detrimental to the city’s economy 
and harmful to the business inter- 
ests of the Sunpapers.” 

James Kapplin, vice-president 
of the ad firm, said, “To match 
other retailers in size or fre- 
quency of advertising, the auto 
dealer must spend three times as 
much mone y—a sure road to 
bankruptcy in this era of rising 
costs, profit squeezes and stiff 
competition.” 

The committee compared Balti- 
more and Washington (40 miles 
away), where daily papers have 
been accepting dealer new-car ad- 
vertising at loca] rates since 1957. 

The presentation noted that auto 
sales in Washington are 30 to 50 
percent ahead of those in Balti- 
more, even though Washington’s 
population is only 5 percent larger 
than Baltimore’s. 

Dealer members of the commit- 
tee were: H. L. Hosford, A. D. 
Anderson Chevrolet; D. L. Ashley, 
Ashley Chevrolet; Bernie Rubin, 
Belair Road Chevrolet; Charles 
Irish, Charlie Irish Chevrolet, and 
Ed Middleton, City Chevrolet. 

Also, Harry Gladding, Gladding 
Chevrolet; Gerald Stautberg, Gov- 
ans Chevrolet; Jerry Koeppel, Luby 
Chevrolet; Frank Marsden sr, 
Marsden Chevrolet, and Leslie Le- 
gum, Park Circle Motor Co. 



















































HERE'S 


ANOTHER 


GOOD 
REASON 
WHY 
CAR 
BUYERS 
COUNT 
ON 
STEEL 


The advertisement at the right 
is dramatic proof that steel and 
dependability go together. 
Millions of LIFE magazine 
readers will see it in this 
week's issue. They're the 
same people you'll see in 
your showrooms. When they 
come in, use steel as a strong 
selling point. 


Rugged steel for wheels is 
only one of the reasons the 
public prefers steel in auto- 
mobiles. And the ‘Torture” 
story is only one way we're 
getting across the whole story 
of how steel helps make the 
new cars better than ever. 
You'll see the program in 
national magazines, network 
television, outdoor boards, 
even in your own showroom. 
For particulars about how you 
can arm your salesmen with 
the Steel Sales Story, write 
for our free Selling Kit to: U.S. 
Steel, Room 6304, 525 William 
Penn Place, Pittsburgh 30, Pa. 
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“ay This mark tells you a product is made of modern, dependable Steel. 


Torture 


Automakers make better wheels of steel by trying to break them. One way is to drive a test car 
like this in a tight, screeching circle. Three hours of this puts wheels through more torture than 
hundreds of thousands of miles of normal driving. Continuous testing and redesign have made 
steel wheels practically unbreakable—far stronger and built to last 8 times longer than they did 


10 years ago. And they don't weigh one ounce more. For wheels that can take it, count on steel. 


United States Steel 


..It sells for you 








DESIGN FLEXIBILITY. 


Viale 
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Car owners prefer steel for safety and the strength that lets it keep its good looks. Automotive 
designers appreciate its freedom of design, the fact that it permits deeper draws and more 
intricate forming than lighter metals such as aluminum. Production engineers recognize its 
superior fabricating qualities and know that steel polishing costs are far less. 


When it comes to bumpers (or other parts that require strength, design flexibility and low 
manufacturing costs), steel is stronger—looks better longer. Great Lakes Steel Corporation, 
Detroit 29, Michigan. 


GREAT LAKES STEEL iso division or NATIONAL STEEL CORPORATION 


That’s the beauty of § Steel 
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AUTOMOTIVE NEWS PLATFORM 


f |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S, governments, applied to building and maintenance of highways; 
{| 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 








Industry Mourns Cooper 


i yo~w industry mourns Walter B. Cooper, president of the 
National Automobile Dealers Assn., who died last week 
in a Denver hospital following an operation. 

Mr. Cooper knew auto dealing in tough times and good 
times. He began as a dealer in the depths of the depression 
—1933. 

His forthright honesty and ability made him a man on 
whom dealers could count. 


* * * 


Real Aid to Dealers 


& hens dealer counselling service, started by the New York 
State Automobile Dealers Assn., appears to be a real 
step in the right direction. 


Often, we find the mere act of laying out our problems 
to someone else has a therapeutic value. When we keep our 
problems within ourselves, we often get a twisted view. 


Under the New York plan, dealers weighted down with 
problems will have an opportunity to consult in confidence 
with a group of fellow dealers, successful in the auto busi- 
ness and yet blessed, too, with consideration for their 
fellows so that they are willing to give of their time and 
talents to aid others. 


The five areas of consultation: Business management, 
finance and banking, contract termination, industry rela- 
tions and disposal of dealership assets directly or by sur- 
viving spouse, children or partners. 


This is such a natural that we’re inclined to say: “Wish 
we'd thought of that.” 








Coming 
Events 


%& Epiror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used, 


Dealer Conventions 


May 21-23— Oregon Automobile Dealers 
Assn., Eugene, Ore. 


June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 


June 5-8— National Automobile Dealers 
Assn., midyear meeting of board of di- 
rectors, Washington, 


June I1-13— New York State Automobile 
Dealers, Spring Meeting & Golf Tourna- 
ment, Saranac Inn, Saranac Inn Post Of- 
Tice, W.. Y. 


June 15-16—Automobile Dealers Assn. of 
Indiana, Marott Hotel, Indianapolis. 


June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 


June 16-18 — New Hampshire Automobile 
Dealers Assn., Bald Peak Colony Club, 
Melvin Village, N. H. 


Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 


Aug. 20-23—Automobile Dealers Assn. of 
West Virginia, The Greenbrier Hotel, 
White Sulphur Springs. 


Oct. 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 


Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 










"You say you would have bought one a long time ago 
but nobody asked you!!" 















































Atlantic City. 


Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 
N. Y. 


Oct, 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 


Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 


Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 










Letterbox 
Dealer View . 

























used if you so request. 





Printing the News ° 


We, in this dealership have been 
longtime readers and supporters of 
your newspaper. Your position in 
our industry is a most unique and 
responsible one, being the only 
weekly periodical so widely read 
and used by all parties, dealers, 
factory men, finance and banking 
men, and suppliers. 


Your power for good or bad in 
this industry is well known to all 
and, I’m sure, yourselves. There- 
fore your responsibility to exer- 
cise this power in a fair and 
scrupulous manner is indeed 
great, Of this I’m also sure you 
are aware. 


Why, then, do you seem to con- 
tinually publish articles and news 
items which put Chrysler Corp. in a 
bad light or, at least, not in their 
proper place in the industry? 

For instance, in your issue of 
April 17, on Page One a two-column 
article headlined, “U. S. Eyes Other 
Makers, Sues Chrysler on Duals,” 
(in large print) goes on for 251 
lines, while buried on Page Eight 
are two small articles; one entitled 
(in small print), “First Round in 
GM Bus Suit Is Concluded” for 30 
lines and one entitled “GM Loco- 
motives Called Monopoly” for 13 
lines, 

Certainly being sued on an un- 
proved, untried antitrust suit is not 
in the same league with monopoly 
indictments nor does it rate such 
unequal treatment. In my humble 






Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 
Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 
. a5 


Auto Shows 


Nov. I1-18—Philadelphia Auto Show, Phila- 
delphia. 
% Oct. 1418 — Milwaukee Auto Show, 


Arena, Exhibit Hall and Market and 
Mechanics Halls, Milwaukee. 


Oct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 


Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 
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General 
May 22-25—Design Engineering Show & 
Conference, Cobo Hall, Detroit. 


June 5-9—SAE Summer Meeting, Chase- 
Park Plaza, St, Louis. 


Oct, 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, D. C. 












































Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York, 


Oct. 29-Nov. 









| — National Lubricating 
Grease Institute, Rice Hotel, Houston. 


Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 


The Big Stories 


35 Years Ago—1926 


American automotive manufacturers are gradually but firmly ex- 
tending the sale and distribution of their products around the world, 
the Department of Commerce reported ... A hike in the price of 
tank-wagon gasoline brought the average price in 30 cities to 17.908 
cents a gallon. 








20 Years Ago—1941 


Emphasizing the importance of advertising in the national defense 
effort, Paul Garrett, public relations vice-president, General Motors 
Corp., warned that to abolish advertising would be to abolish dealers 
and overthrow the distribution process. 


10 Years Ago—1951 


The National Production Authority announced that steel for car 
production would be cut 35 percent below pre-Korean War levels in 
an effort to conserve materials for the war effort. 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 





























opinion, the position on Page One, 
the size of the headlines and the 
linage used should have been re- 
versed. 

I’ve noticed, as have other Chrys- 
ler Corp. dealers in Buffalo, that 
this procedure seems to be normal 
lately, at least for the last several 
years. I realize the kind of public- 
ity coming out of Chrysler Corp. 
recently is not of the best. How- 
ever, all the releases are not ad- 
verse to the corporation. 

A look at some of the people 
who profess a desire to “clean 
house” is sufficient to doubt their 
true motive. 

When Chrysler lays off workers 
or production drops it makes un- 
seemingly large headlines, when 
Ford or General Motors lays off, 
perhaps two or three times as 
many, a small article might ap- 
pear. When these people are called 
back to Ford or General Motors it 
makes headlines; when called back 
at Chrysler it might not even be 
mentioned. 

Could it be the age-old theory 
of “kick the under dog while he’s 
down?” This policy seems to be 
more than coincidence in your pub- 
lication. I thought at first it was 
just my own opinion, but when 
other dealers think so, too, I must 
come to the conclusion that some 
policy to “knock” Chrysler must be 
at work here. 

Please, in the interest of true 
journalism, ie., the factual report- 
ing of supported facts, let’s be fair 
and not try to hurt Chrysler at a 
time when this corporation, a very 
big part of this very big industry, 
needs good publicity and all the 
help it can get. 

You hurt not only the corpora- 
tion, but its dealers, its stockhold- 
ers, its officers, its business, its 
profits and its products unfairly. 

May we look forward to more 
fair and equitable treatment of 
Chrysler Corp. in the future. I trust 
your sense of fairness will assure 
us of this.—Rosert F. Brost, presi- 
dent, Brost Motors, Inc., Buffalo. 

Eprror’s Note: We assure Read- 
er Brost that our only goal is to 
bring news of the industry to 
our readers. 


* ok *K 
Ex-Dealer Chides Dealers 


Since you asked a question 
(about dealer discounts), here is 
one answer. 

Automobile dealers in one sense 

(Continued on Page 35, Col. 1) 
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REPORT-TO FORD DEALERS 








In this year’s 2,500-mile Mobilgas Economy Run, a 
Falcon with standard shift took first place with a phe- 
nomenal 32.6 miles per gallon... the best gas mileage 
by a6-or8-cylindercarin the 25-year history of the Run! 


And still another win was turned in by a Ford Fairlane— 
taking top place in Class E of the low-price V-8 group 
with 21.3 miles per gallon. Compact or full-size V-8, 
when the talk turns to economy you've got the most 
to talk about—backed by certified proof. 


These victories were doubly important because of the 
grueling test conditions of the Run... and all cars 
were driven by expert drivers who were out to win! 
What others claim, Ford’s got! 


FORD DIVISION backs you best! 
SordMotor Company, 
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New $350,000 Factory for Fred Jones... 


Auto Dealer Expansions 


OKLAHOMA CITY.—Fred Jones, 
observing his 45th anniversary in 
the auto business, has constructed 
a $350,000 factory and warehouse 
to recondition and distribute Ford 


‘parts. 


The public was invited to an 
open house to see the factory in 
full operation, with conducted 
tours and refreshments as part 
of the observance. The factory 
was started during World War 
II in an effort to meet the need 
for dependable parts. It was a 
“backshop” operation, with only 
a few men and limited equipment. 
The plant now serves 900 Ford, 
Lincoln and Mercury dealers in 10 
states from Alabama to Arizona 
with parts guaranteed by Ford 
Motor Co., which conducts regular 
inspections. 

Jones revealed he was under con- 





Field Shakeup Climaxed .. . 


siderable pressure to move at least 
a part of the plant to Dallas when 
he recently acquired the equipment 
and business of similar plants in 
Memphis, Little Rock and New Or- 
leans to “merge and consolidate 
them here.” 

But Jones pointed out that Okla- 
homa City is near the center of the 


Hayes Industries Enters 


Muffler Aftermarket 


JACKSON, Mich. — Hayes Indus- 
tries, Inc., has entered the replace- 
ment market for auto mufflers. G. 
Boyd Vass, president, said they will 
be sold by 2,500 outlets throughout 
the country. 

Hayes also makes original equip- 
ment mufflers, fans, window as- 
semblies and stainless steel trim 
for the auto industry, 





Renault Sets Up Offices 


NEW YORK.—Renault’s distrib- 
utor-takeover program has been 
climaxed by establishment of nine 
regional] offices throughout the 
United States. 

Each regional office will be re- 
sponsible for sales and service op- 
erations in its territory and will 
report directly to Renault head- 
quarters in New York, according to 
Vincent P. Grob, executive vice- 
president of Renault, Inc. 

“Thus we are providing direct 
and continuous contact between 

Renault and its 750 dealers, in- 

suring that the needs of these 

dealers and their customers are 
met,” he explained. “Through our 
regional organization We are con- 
fident that we can provide the 
quality and type of sales and 
service best suited for each geo- 
graphical region in the country.” 

In every case the Renault region- 
al offices are located in cities where 
it has long had field offices, Grob 
said, Staffs at many of these offices 


Titles Revoked 
On Sterling Cars 


SPRINGFIELD, Ill. — Secretary 
of State Charles Carpentier ordered 
the revocation of the titles of 29 
cars of guests at a wedding party 
given in Chicago by Tony Accardo, 
underworld leader. He also issued 
orders for the pickup of licenses for 
11 cars which had plates but no 
titles. 

Checking the cars and license 
numbers, police traced a number of 
the vehicles to Sterling-Harris 
Ford, where about 300 cars disap- 
peared mysteriously March 5-6. The 
firm now is involved in bankruptcy 
proceedings. 

Carpentier’s office said it has 
been checking Sterling-Harris af- 
fairs since some buyers of the 
firm’s cars had sought “hurry-up” 
action on titles. Twenty-nine appli- 
cations “slipped through” during 
the last-minute license-plate rush 
in March, the office said. 


Proud of Employes— 
Nearly half of the employes of Day 


Chevrolet Co., Denver, have been with 
the firm for more than five years. The 
seniority plaque, designed by Arch Wader, 
dealership president, is displayed by 
Warder, Horace Day and Ernie Brncic, who 
has been with the firm for years. Another 
employe has been with the firm 25 years, 
four have been with the firm over 15 
years. Seven employes have between 10 
and 15 years, and 14 have more than five. 





have been enlarged to handle addi- 
tional duties, 


Eight of these offices have been 


incorporated as subsidiary distrib- 
uting companies of Renault, Inc. 


The ninth, headquartered in New 


York, works with three independ- 
ent distributors operating in 11 
mid-Atlantic states. They are: 
Magna Motors, Inc., Dolphin Mo- 
tors, Inc., both of Long Island City, 
N. Y., and Eastern Auto Distrib- 
utors, Inc., Norfolk, Va. Their com- 


bined territories embrace New 


York, New Jersey, Delaware, Mary- 
land, Pennsylvania, Virginia, West 
Virginia, North and South Caro- 
lina, Kentucky, Tennessee and the 
District of Columbia. 


Two other independent distrib- 
utors, Jose J. Figueroa & Sons, 
Inc., in Puerto Rico, and Univer- 
sal Motor Co., Ltd., Hawaii, are 
served directly by Renault, Inc., 
headquarters in New York. 

The eight subsidiary distributing 
companies, their locations, terri- 
tories served and managers are: 


Renault Distributors Corp., Walt- 
ham (Boston), Mass, serving 
Maine, New Hampshire, Vermont, 
Massachusetts, Rhode Island and 
Connecticut. J. D. Watson is man- 
ager, E. J. Begley, sales manager, 
and Frank L, Knowlton, service 
manager. 


Renault Southeast, Inc., Fort 
Lauderdale, Fla., serving Florida, 
Georgia, Alabama and Mississippi. 
Guy de la Roche is manager; Don- 
ald L. Arlen, sales manager, and 
James Griffis, service manager. 

Renault Great Lakes, Inc., Chi- 
cago, serving Illinois, Michigan, 
Ohio, Indiana and Wisconsin. 
Donald A, Dare is manager; 
Peter Wunsch, sales manager, 
and Edwin McGettrick, service 
manager. 

Renault Southwest, Inc., Dallas, 
serving Texas, New Mexico, Okla- 
homa, Louisiana and Arkansas, 
Gordon S. Cummings is manager; 
Ray Pattison, sales manager, and 
James Pierson, service manager. 

Renault of America, Inc., Kansas 
City, Kans., serving Missouri, Kan- 
sas, Nebraska, Colorado, Wyoming, 
Iowa, Minnesota and North and 
South Dakota. Richard T. Dill is 
manager; Clifford Youse, sales 
manager, and Richard A. Allen, 
service manager. 


Renault Western Corp., Seattle, 
serving Washington, Oregon, Mon- 
tana, Idaho and Alaska. James A. 
Quesenberry is manager; J. F. 
Erck, sales manager, and C., F. 
Hurley, service manager. 

Renault Northern California, 
Inc., San Francisco, serving 
northern California, Utah and 
most of Nevada, John Lesinski 
is manager; Charles Bizjack, 
sales manager, and Charles A. 
Snelson, service manager. 


Renault Southern California, Inc., 
Los Angeles, serving southern Cali- 
fornia, Arizona and southern Ne- 
vada. Jack L. Challender is man- 
ager; Alvin E: Hagen, sales 
manager, and Harland L. Curtis, 
service manager. 





territory, that one plant could be 
operated at lower costs—and less 
price to consumers—in a business 
area “where we already had a 
strong foundation and knew the 
people with whom we work.” 

Fred Jones Mfg. Co., which is 
part of the Jones facilities on 
S.W. Second between Robinson 
and Walker, is the largest auto- 
parts reconditioning plant in the 
nation “and is still growing,” 
Jones said. 

It hag the facilities, parking and 
otherwise, for handling the largest 
trucks as well as volumes of ordi- 
nary automobile service, he said. 
There are 200 jobs in the manu- 
facturing plant. 

Jones has served as president of 
the Chamber of Commerce and as 

a $1 a year man in Washington 
during World War II. 
* * * 


New Volkswagen Dealer 


Expands Building 

VALDOSTA, Ga.— Pipkin’s Mo- 
tors, Inc., new Volkswagen dealer- 
ship here, is adding a showroom 
and workshop to its existing 9,000- 
square-foot building. The dealer- 
ship is located on a 32,000-square- 
foot lot. 

The owner of the new outlet is 
Emmet E. Pipkin sr., who has been 
an Oldsmobile dealer here for some 
time. oe 


New Building for Deal 


PHOENIX.—Phoenix Motor Co., 
Ine. (Studebaker), has moved into 
its new building here at 225 W. In- 
dian School. S. H. Bowyer is presi- 
dent of the dealership. 


Ford Dealer Cited— 


Ford Motor Co.'s ‘distinguished achieve- 
ment” award —a plaque and pin — was 
presented to Fred Jones, Ford dealer and 
Operator of a Ford parts-rebuilding plant, 
by Fred Love, right, Ford's Oklahoma City 
district sales manager, at a luncheon ob- 
serving Jones’ 45th anniversary in the 
auto business. He has received the award 
13 consecutive years. 








Insurance Group 
Says Some Firms 


‘|*Con’ Motorists 


NEW YORK.—The Kings County 
Insurance Brokers Assn., lashed out 
at what it termed “a handful of 
unethical auto collision insurance 
companies and their adjusters” for 
“conning the insured motorists.” 

Edward Cirlin, president of the 
brokers’ group, said the companies 
in question make life miserable for 
the insured by unjustly delaying 
adjustment for weeks on end, hold- 
ing out for an unfair adjustment 
and insisting on used parts from 
junked carg in repairing damages. 

Cirlin emphasized that the ma- 
jority of companies are doing a 
“superb” job in being fair with the 
driver. But the culprits, he said, 
through these “tough tactics,” can 
force an insured into an unfair set- 
tlement and in many instances 
leave him with an inferior repair 
job. 

Cirlin appealed to local legisla- 
tors to remedy the situation. He 
also wrote the State Insurance De- 
partment requesting an investiga- 
tion. 





Volvo Details 1961 Plans 
To West Coast Dealers 


By William Carroll 
West Coast Editor 

LOS ANGELES. — “We’re not 
going to ‘distress’ what we have. 
We don’t have enough cars to jus- 
tify a distress program,” Volvo 
Sales Manager David Beesley, 
told AUTOMOTIVE News. 

“We have only a 65-to-70-day 


Hurricane-Hit Imports 


Offered in Midwest Sale 


OMAHA.—When Nathan Novak, 
a partner in Rosen-Novak Automo- 
bile Co. (Chevrolet), heard about 
Hurricane Donna, little did he 
think that a hurricane on the East 
Coast would start a chain of events 
that would culminate in what may 
prove to be “the largest single sale 
of imported cars in the history of 
the Midwest—if not in the entire 


nation.” 


Here is how that possibility came 
about: 

On the docks at New York, at 
the height of that well-publicized 
hurricane, were hundreds of cars 
from the British Motor Corp. The 
storm damaged many of the cars, 
and the insurance company made 
a cash settlement with the dis- 
tributor. 

Novak checked and concluded 
that “a little elbow grease would 
restore the finish on these cars— 
so we bought 965 cars.” 


Then, with weeks of careful prep- 


Auto Sales to Hit 
5.8 Million in ’6l, 
Ford Predicts 


NASHVILLE.—Industrywide auto 
sales this year will total about 5.8 
million, 800,000 under the 1960 fig- 
ure, Henry Ford II predicted at a 
luncheon in connection with the 
formal start of operations in Ford 
Motor Co.’s expanded glass plant 
here. 

He said the market is looking up 
after a disastrous December, Jan- 
uary and February, “but it is noth- 
ing fantastic.” 

Ford lit a gas jet in a new sheet- 
glass furnace, part of the expansion 
program designed to increase ca- 
pacity at the plant to 1,100 tons of 
finished glass a day. 

With the expansion, Ford said, 
the company will be able to make 
all its own glass, plus supplying 
more than 200 other firms with 
glass for architectural purposes. 

“We see a growing market for 
replacement glass, not only for our 
own and competitive automobiles, 
but also for a wide variety of con- 
sumer and industrial uses as well,” 
Ford said. 


aration, Novak arranged for 167 
auto transport trucks to bring the 
cars to Omaha. 

Next, he leased a six-story build- 
ing formerly occupied by Sears, 
Roebuck & Co., located on one of 
the city’s busiest streets. 

Into all six floors went the 965 
cars, representing eight different 
makes and some 20 different body 
styles, ranging from Morris Minor 
sedans to MG roadsters. 


Novak added 40 employes, with 
half going into sales. Rosen- 
Novak plans to maintain com- 
plete service facilities with fac- 
tory-trained mechanics for the 
cars offered in the sale. 

The 965 cars went on sale May 10 
at prices Novak states are “hun- 
dreds of dollars below list price.” 
He stressed that the sale is sepa- 
rate from his company’s present 
new- and used-car operations. 

Two days before the sale was 
open to the general public, the auto 
firm held a party for radio, TV, 
newspaper and trade magazine rep- 
resentatives. 

Novak is in charge of the gigan- 
tic import sale. He is being assisted 
by John Josey, sales manager. 


* * * 





Import Sale— 


Surrounded by cars, Nathan Novak 
holds an estimated $2 million (at list 
prices) in car titles as he awaits the open- 
ing of import sale at Rosen-Novak Auto- 
mobile Co., Omaha. Novak is partner in 
the dealership. 


supply of cars on the West Coast 
at the present 
rate of travel. In 
view of upcoming 
promotions, it 
may well be a 45- 
day supply.” 

Beesley; Sam 
Mitchell, manager 
of Volvo Western 
Distributing, Inc., 
and Robert L. 
Sind, of Volvo’s 
advertising 
agency, held 
dealer meetings in Los Angeles, 
San Francisco, Portland, Phoenix 
and Denver. 

At the meetings, dealers were 
advised of Volvo’s purchase of 
the assets of Auto Imports, Inc., 
former Volvo distributor for the 
13 Western states. 

A new discount policy announced 
by Beesley brings Volvo dealer nets 
close to those of Detroit compact 
cars. He also announced a coordi- 
nated public relations and advertis- 
ing program designed to sell Volvo 
quality. 

Mitchell told the dealers of a 
new salesman’s bonus policy in 
which $50 will be paid for retail 
delivery of 544 models. Dealers 
were advised that orders for six 
units at a time would be delivered 
freight free, if models and colors 
desired were in inventory at the 
nearest Port of Entry. 

A cooperative advertising pro- 
gram announced by Sind includes a 
50 percent reimbursement of ex- 
clusive Volvo advertising, up to $25 
per unit. The new Volvo advertis- 
ing budget, said to be one of the 
heaviest in its history, will put 
nearly 75 percent of its funds in 
radio, Advertising will be targeted 
on individual markets, and directed 
toward dealer promotion. 

Importance of the Pacific area 
was underscored by Sind, who told 
Los Angeles dealers, “Of some 60,- 
000 Volvos registered in the U.S., 
30,000 are on the West Coast.” 

Purchase of Auto Imports, Inc., 
from Eugene Klein is reported to 
have involved some $3 million. 
Included were over $350,000 worth 

of parts and lease contracts on of- 


David Beesley 


'| fice and warehouse properties. Ne- 


gotiations began in April, in New 
York, and were concluded May 1, 
in Los Angeles by Sig Jansson, con- 
troller for Volvo Import, Inc., 
Englewood Cliffs, N. J. 

Klein, said to have retained the 
name Auto Imports, Inc., has made 
no announcement of his future 
plans. 


Dale Heads Sales Managers 
PORTLAND, Ore. — New officers 


of the Portland Automobile Sales 


Managers Assn. includes Ted Dale, 
Roy Burnett Motors, president; 
Clarence W. Singmaster, Braley & 
Graham (Buick), vice-president; 
Jim Sigel, Marv Tonkin Mercury, 
secretary. The retiring president is 
H. Roger Hopkins jr., Francis Ford. 











Motorola was dedicated to the 
advancement of car radio back when 
parking lights stood the night watch 


Remember? They were bright-eyed, charming 
sentinels that rode hood-high, port and star- 
board. 

Like the car radio, they were deluxe fea- 
tures on the car of 1929 vintage. 


MOTOROLA AUTOMOTIVE PRODUCTS INGC., A SUBSIDIARY OF MOTOROLA INC., 9401 W. GRAND AVE., FRANKLIN PARK, ILLINOIS 


But times and parking lights change. Just 
as car radios do. The Motorola car radio was 
bulky big in the Twenties. Today, it’s compact, 
a tenth its original size. Ideas at work made 


it so. 


OSOMOTOROLA 
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TURNINGS ... 


Robbins’ New Race Car 
Ready for Indianapolis 


By Joseph M. Callahan 


Engineering Editor 


IM ROBBINS, engineer, industrialist and dissident Chrys- 
ler Corp. stockholder, has come up with a brand new race 
car with 10 new engineering features. 

And while he was unsuc- 
cessful when t he showdown 
came at the Chrysler stockholders 
meeting, Robbins really feels that 
his new car has 
a good chance to 
win the Indiana- 
polis 500-mile 





hour on the straightaway, although 
he frankly admits the car, which 
he just started last August, is 
largely untried. 

Commenting on the origin of the 
new car, the youthful Meyer said, 
“I guess you could say I built it, 
race next week. although like most of the race cars 

The new car|these days, it was more of an as- 
was built for| sembly job. 

Robbins by Louis “We started with an Offenhaus- 
Meyer jr., son of| er engine, purchased the front 
a three-time “500” | suspension from one outfit and 
winner Lou| had the aluminum body made by 
Meyer. He says| another group, I’m definitely not 
the car is capable| an aluminum beater.” 

of 200 miles an The most unusual feature of the 


JUST QUT. 


Food Products—Coffee, baby foods, canned orange 
juice, frozen orange juice, catsup, tomato juice, rye bread, 
diet bread, white bread, pork sausage, canned Chinese 
food, corned beef hash, cottage cheese, luncheon meats, 
ice cream, powdered milk, fresh milk, yeast, flour, soup 
mixes, cakemix, pancake or waffle mix, peanut butter, 
canned non-carbonated fruit drinks, potato chips, soda 
crackers, salt, frozen complete dinners, frozen vegetables, 
frozen fish sticks, french dressing, salad or cooking oil, 
diet supplement, canned dietetic fruits and vegetables, 
breakfast cereals (hot, cold), gum, peas, wieners or frank- 
furters, hams, bacon, tuna, macaroni, spaghetti, cookies, 
dessert toppings, dog owners, dog food, lamb, cat owners, 
cat food, margarine, all-purpose shortening, sugar, syrup, 
candy bars, packaged or boxed candy, instant potatoes. 


FOODS 


Soaps, Allied Products—Paper towels, wax paper, 
aluminum foil, plastic wrapping paper, paper napkins, 
toilet tissue, scouring cleansers and pads, toilet soap, wa- 
ter softeners, toilet bowl cleaners, soaps and cleaning 
agents for linoleum or tile floors, painted walls or wood- 
work, fine fabrics, hardwood floors, household laundry, 
dishes, rugs and upholstery, all-purpose liquid detergent 
cleaner, powdered bleach, bleaching fluid, floor wax. 


0) Vas 


TOILETRIES 


Drugs, Toiletries—Home permanent waves, hair dress- 
ing (women), hair color rinse, hair spray in pressurized 
cans, shampoos, nail polish, liquid facial make-up, lip- 
stick, facial tissues, safety razors and blades, shaving 
cream in pressurized cans, men’s electric shavers, hair 
tonic or dressing (men), toothbrushes, deodorant, tooth 
paste, cold remedies, headache remedies. 


as 


Home Appliances—Owners and renters of homes, 
washing machines, combination washer-dryers, home 
heating, mattresses, clothes dryers, dishwashers, water 
heaters, television sets, stereo systems, vacuum cleaners, 
FM radios, transistor radios, freezers, refrigerators, toast- 
ers, electric fry pans, electric ranges, gas ranges, food 
mixers, home improvements, painting, power mowers. 


HOMES-APPLIANC 


NOOO) 


Automotive—Gasoline, make and model of car owned, 
tires, snow tires, antifreeze, motor oil, motor oil additives, 
car insurance, gasoline credit cards. 


General—Composition of families, employment and in- 
come, cigars, pipes and pipe tobacco, cigarets, girdles, 
brassieres, stocks and bonds, recreation (summer and win-: 
ter), vacations, life insurance, air line travel, boats, out- 
board motors, nylon hosiery, wrist watches (men), install- 
ment buying. 


GENERAL 


car, which has been officially la- 
belled No. 33, is its reverse torque 
engine whose crankshaft rotates 
clockwise, instead of counter-clock- 
wise, as Indianapolis race-car en- 


gines traditionally do. 
- # * 


7 says this seemingly : 


slight change will be very 
helpful at the left-hand turning 


Indianapolis Speedway because it| } 


will put pressure on the left side of 
the car (apparently improving its 
traction), while reducing wear on 
the right-side tires. 

The latter feature is particularly 
attractive to Robbins because last 
year one of his cars “ran out of 
right front rubber.” 

Although no other racer with 
the reverse-torque feature ever 
has run in the “500,” the car 
which won the race last year will 
have a reverse-torque engine this 
year. 

No. 33 is an extremely low car. 
According to Meyer, its hood, which 
is just 21 inches high, is an inch 
lower than any car previously en- 
tered in the “500,” although there 


Robbins’ No. 33— 


No. 33 is the radically new racer which 
Industrialist Jim Robbins, center, will enter 
in this year’s Indianapolis Speedway Race. 
Robbins is flanked by Eddie Johnson, left, 
who will drive the car, and Dick Rathman, 





driver of another Robbins car, 

cd * cd 
resistance at the Indianapolis 
speeds, was achieved by tilting the 
engine until it’s only 18 degrees 
above the horizontal and by keep- 


may be another car just as low in 
the race this year. 
* * 


* 
Out Goes the ‘Garbage’ 


——" extreme lowness, which is 
very helpful in reducing wind 





and youre 
in it! 


See where your brand stands 
in Milwaukee . . . a million-plus 
metropolitan test market 


This 38th annual report of America’s 
original Consumer Analysis is again con- 
ducted in consultation with the Advertis- 
ing Research Foundation. It presents vital 
automotive market information gathered 
since January 1, 1961, including: 


@ car ownership by make, model, year 
and income, single and multiple owners 


e brands bought of antifreeze, gasoline, 
motor oil, tires and auto insurance 


Consumer Analysis is a complete picture 
of the competitive positions and trends of 
hundreds of brands, consumer choice of 
stores, and comparisons with past years. 
It will give you valuable ready reference 
to consumer buying habit in a metropoli- 
tan market of over a million population. 

If you haven’t received your copy, write 
or call us. 


THE MILWAUKEE JOURNAL 


Member of Million Market Newspapers, Inc. 


NEW YORK e CHICAGO e 


DETROIT e 


LOS ANGELES e SAN FRANCISCO 





ing the design as simple and func- 
tional as possible. 

Or, in Meyer’s words, “We re- 
moved as much ‘garbage’ as we 
possibly could. It’s a real sanitary 
looking car.” 

He added that he doesn’t believe 
it’s practical to build race cars 
much lower than this one, because 
the driver’s body becomes the con- 
trolling factor. This car has four 
inches of ground clearance. The 
tires, which are 34% inches high, 
actually tower over the hood. 

Extra lowness at the front end 
was also achieved by moving the 
engine farther back than in any 
previous front-drive “500” car, put- 
ting more weight on the rear 
wheels and providing better trac- 
tion. 

* *x * 

MOST unusual feature of the 

new car is its automatic level- 
izing unit which keeps it level at 
all times, regardless of the amount 
of fuel in the rear gas tank. In a 
1,665-pound car, such ag this one, 
the degree of levelness is a big 
factor in its performance and han- 
dling. 

Normally, the car will carry 
300 pounds of fuel, or about 45 
gallons, although the tank can 
hold 51 gallons. Incidentally, one 
of the many chores that must 
be done before starting Indiana- 
polis cars is to pressurize the 
tank to prime the fuel pump, 


Another feature that is potential- 
ly important although seemingly 
minute, is a water heater which 
keeps the car’s water temperature 
at a constant 180 degrees. Thus, 
Robbins’ car will be the only one 
not starting with a cold engine, 
since Speedway regulations prevent 
all cars from running for two 
hours before the race. 


An important “first” for No. 33 
is that it’s the only Indianapolis 
car that ever has had complete 
power steering. This is expected to 
reduce driver fatigue and eliminate 
the shock from the steering wheel. 
The steering works quite easily 
even when the power is off. 

+ * * 


Engine on Left Side 
DISTINCTIVE feature of this 
racer is that its engine pro- 

jects out of the left side of the car, 

creating a strange-looking bulge. 

This helps keep as much weight 

as possible on the left side of the 

car. 

The engine placement is an ex- 
tension of the placement scheme 
employed on cars built by A. J. 
Watson, an extremely successful 
Indianapolis-car builder whose cars 
finished in the first five positions 
last year. 

A new feature in No, 33 is the 
use of plastic steering balls de- 
veloped by Jim Robbing Co. to 
eliminate wheel shake from the 
front wheels and to help promote 
plastic, the primary product of 
Robbins’ industrial compiex. 

Other new features are a high- 

pressure oiling system for the 

camshaft; lightweight, aircraft 
type brake parts of stainless steel 
and neoprene and chrome-plated 
steel brake disks. 

* * * 

[pave the performance 
expected of the new racer, 

Meyer said it will produce 420 

horsepower at 6,800 revolutions per 

minute. 

The engine has run at 7,000 
RPM but efficiency declines rap- 
idly. One of Meyer’s biggest con- 
cerns is the mileage the car will 
deliver which is a factor in de- 
termining the number of pit 
stops. 

When Robbins recently showed 
his new car to friends at his golf 
course in suburban Detroit, one ob- 
server noted that he now knows 
the derivation of the word “ear- 
splitting” as this is precisely what 
No. 33 seemed to be doing to every- 
one within earshot, 


British Motor Industry 
Issues Canadian Guide 
TORONTO.—British Motor In- 
dustry in Canada has published its 
1961 Year Book and Directory, the 
second such guide dealing with the 


10 firms whose managements make 
up BMIC. 


The 48-page booklet includes sta- 
tistical tables, specifications and 
pictures, feature stories and a di- 
rectory of the firms involved and 
their officials. A. J. Coventry, vice- 
president of S. Smith & Sons (Ca- 
nada), Ltd., is chairman of BMIC. 
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Sales Conditions in Various Areas... 


Auto Market Reports — 





- Cleveland 


New-car registrations totalled| 
6,083 in April in Cleveland, com- | 
pared with 6,950 in March and 8,985 
in April a year ago. 

By makes, registrations were: 
Chevrolet, 1,215; Ford, 971; Pon- 
tiac, 455; Falcon, 398; Comet, 380; 
Buick, 376; Corvair, 339; Oldsmo- 
bile, 336; Rambler, 293; Dodge, 270; 
Plymouth, 215; Mercury, 181; Val- 
iant, 182; Cadillac, 124; Volks- 
wagen, 110; Chrysler, 76, and Stude- 
baker, 60. 

Lincoln, 27; Renault, 16; Mer- 
cedes-Benz, 12; Austin, 10; Fiat, 
10; Volvo, 10; Triumph, 9; Simca, 
6; Imperial, 5; Metropolitan, 5; 
Hillman, 4; MG, 4; Opel, 4; 
Checker, 3; English Ford, 3; 
Saab, 3; Sunbeam, 3; Vauxhall, 
8; Auto Union, 2; Morgan, 2; 
Morris, 2; Peugeot, 2; Porsche, 2, 
and miscellaneous, 4. 

Used-car sales totalled 25,234 in 
April, compared with 34,722 a 
month earlier and 31,285 a year 
earlier. 

New-truck registrations totalled 
316 in April, compared with 455 in 
March and 476 in April, 1960. By 





makes: Ford, 75; Chevrolet, 67; 
International, 67; GMC, 37; Cor- 
vair, 17; Falcon, 16; White, 14; 


Dodge, 10; Willys, 9; Mack, 2; 
Studebaker, 2, and Volkswagen, 1. 

Used-truck transactions number- 
ed 1,038, compared with 1,891 a 
month earlier and 1,298 a year 
earlier. 

—SaNForRD MARKEY 
* * * 


Miami 

New-car registration figures for 
April were disappointing to Miami 
new-car dealers. 

The total of 2,686 was off sharply 
from the previous month’s 2,961 
and were well below last year’s 
3,433. 

By makes, registrations were: 
Chevrolet, 528; Ford, 293; Falcon, 
287; Rambler, 207; Corvair, 189; 
Volkswagen, 120; Oldsmobile, 116; 
Buick, 108; Pontiac, 107; Cadil- 
lac, 96; Comet, 92; Valiant, 64; 
Simea, 52; Plymouth, 49; Tem- 
pest, 49; Dodge, 47; Mercury, 36; 
Special, 36; Lancer, 33; F-85, 25; 
Lincoln, 22; Chrysler, 20; Eng- 
lish Ford, 17; MG, 14; Stude- 
baker, 12; Metropolitan, 11; Fiat, 
9; Morris, 7; Austin, 5; Mercedes- 
Benz, 5; Renault, 5; Hillman, 4; 
Imperial, 4; Jaguar, 4; Triumph, 
3; Porsche, 3; Opel, 2, and mis- 
cellaneous, 5. 

New-truck registrations totalled 
277, compared with 282 a month 

earlier and 319 a year earlier. By 
makes: Chevrolet, 107; Ford, 101; 
International, 23; GMC, 21; Mack, 
8; Willys, 8; Dodge, 3; White, 3; 
Volkswagen, 2, and Brockway, 1. 
—TreEscoTt GOODE 
* * * 


Washington, D. C. 

New-car sales in the National 
Capital area in March totalled 
2,464, compared with 1,087 in Feb- 
ruary and 2,400 in March a year 
ago. 

By makes, registrations were: 
Chevrolet, 508; Ford, 291; Falcon, 
194; Corvair, 147; Pontiac, 112; 
Plymouth, 110; Oldsmobile, 106; 
Rambler, 104; Volkswagen, 88; 
Dodge, 74; Cadillac, 71; Comet, 
69; Valiant, 68; Tempest, 49; 
Buick, 47; Mercury, 46; Chrysler, 
44; Lancer, 44; F-85, 42; Stude- 
baker, 34, and Lincoln, 30. 
Renault, 28; Buick Special, 27; 
Mercedes-Benz, 19; Fiat, 14; Eng- 
lish Ford, 12; Volvo, 10; MG, 7; 
Sunbeam, 6; Simca, 5; Austin-Hea- 
ley, 4; Datsun, 4; Imperial, 4; Met- 
ropolitan, 4; Morris, 4; Peugeot, 4; 
Triumph, 4; Jaguar, 3; Porsche, 3; 
Saab, 3; Austin, 2; Singer, 2, and 
miscellaneous, 17. 

New-truck registrations totalled 
216, compared with 112 a month 
earlier and 268 a year earlier. By 
makes, they were: Ford, 61; Chev- 
rolet, 44; GMC, 34; International, 
24; Mack, 16; Dodge, 8; Willys, &; 
Diveo, 3; White, 2, and miscellane- 


ous, 16, 
* ea o* 


Portland, Ore. 
New-car registration figures for 
Multnomah County and Portland, 
Ore., just released for February, 





totalled 1,613, down from 1,793 the|outh, 20; Volkswagen, 20; Mercury, 


previous month. 

Chevrolet led with 816. Ford 
counted 434 to move back into 
second, after having been dis- 
placed by Rambler in the runner- 
up spot a month earlier. Rambler 
scored 357 in February, 


Registrations of other leading 
makes for the month: Falcon, 335; 
Corvair, 264; Pontiac, 226; Volks- 
wagen, 198; Oldsmobile, 184; Buick, 
160; Studebaker, 157; Dodge, 135, 
and Plymouth, 107. 


—ERNEST W. PETERSON 
* * * 


Birmingham, Ala. 

Sales of new cars in Birmingham, 
Ala., totalled 1,104 in April, down 
from the 1,323 recorded in March. 

Sales by makes were: Chevrolet, 
264; Ford, 180; Falcon, 114; Pon- 
tiac, 91; Corvair, 74; Oldsmobile, 
70; Buick, 67; Rambler, 38; Comet, 
31; Dodge, 30; Cadillac, 22; Plym- 
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17; Studebaker, 13; Chrysler, 12; | 


* * * 


Columbus, O. 


April new-car registrations in 
Franklin County (Columbus), O., 
totalled 2,258, compared with 2,671 
in March and 3,011 in April, 1960. 

By makes, registrations were: 
Chevrolet, 427; Ford, 367; Falcon, 
236; Plymouth, 209; Corvair, 143; 
Pontiac, 140; Dodge, 102; Oldsmo- 
bile, 98; Buick, 87; Comet, 84; 


Rambler, 84; Volkswagen, 62; 
Chrysler, 44; Cadillac, 38; Mer- 
cury, 31; Studebaker, 24; Renault, 
17; Simca, 17; Mercedes-Benz, 7; 
Lincoln, 6; Triumph, 5; Imperial, 
4; Metropolitan, 4; Fiat, 3; Hill- 
man, 3; MG, 3; Saab, 3; Sunbeam, 
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3; Alfa Romeo, 2; English’ Ford, | earlier. By makes: Chevrolet, 289; 


2, and miscellaneous, 6. 
New-truck registrations totalled 


Ford, 264; International, 62; Dodge, 
38; GMC, 27; Volkswagen, 9; Mack, 


276 in April, compared with 262 a|7; White, 5; Autocar, 3; Diamond 
month earlier and 217 a year ear-| T, 3; Studebaker, 3; Willys, 3; 
lier. | Peterbilt, 1, and miscellaneous, 1. 
e. 9 * RvusBy FENOGLIO 
Houston | i ee 
Akron 


New-car registrations totalled 3,- 
640 in Houston during April, com- 
pared with 3,956 the previous 


| Lincoln, 8; Renault, 6; Austin-Hea- | month 
ley, 4; Metropolitan, 4; Imperial, 3; 3 ‘ 5 
Simca, 3; DeSoto, 2; MG 2; Opel, By makes, registrations were: 
2, and miscellaneous, 7. ’ | Chevrolet, 988; Ford, 524; Falcon, 
—Sruart Rwpie 381; Pontiac, 184; Oldsmobile, 168; 
Corvair, 162; Buick, 135; Comet, 


129; Volkswagen, 125; Rambler, 
100; Plymouth, 86; Cadillac, 79; 
Tempest, 61; Chrysler, 58; Mercury, 
58; Valiant, 52; Dodge, 42; F-85, 41; 
Hillman, 41; Buick Special, 39, and 


Lancer, 29. 


Studebaker, 29; Lincoln, 16; 
Imperial, 11; Volvo, 11; Fiat, 10; 
Austin-Healey, 9; Renault, 8; 
Willys, 8; Datsun, 7; MG, 7; Peu- 
geot, 6; Mercedes-Benz, 5; Ja- 
guar, 3; Metropolitan, 3; English 
Ford, 3; Opel, 3; Triumph, 3; 
Vauxhall, 3; BMW, 2; Porsche, 2; 
Simca, 2; Sunbeam, 2; Vespa, 2, 
and miscellaneous, 3. 

New-truck registrations totalled 
715, compared with 681 a month 





After registering a sizeable gain 
in March, new-car sales in Summit 
County (Akron) fell 8.5 percent in 
April. 

April registrations totalled 2,040, 
compared with 2,230 the preceding 
month. 

Demand for foreign-made ve- 
hicles continues its steady de- 
cline. Import registrations total- 
led 249 in the first four months, 
which was 3.6 percent of all sales. 
Last year imports accounted for 
4.2 percent of all registrations 
and in 1959 they amounted to 7 
percent. 

Chevrolet widened its lead among 
individual makes in April and top- 
ped Ford 1,976 to 1,438 for the first 
four months of the year. Mercury 
had 518; Plymouth, 418; Pontiac, 
416; Buick, 385; Oldsmobile, 355; 
Rambler, 340; Dodge, 301, and Cad- 
illac, 148. 

—Jor KUEBLER 








AUTOMOTIVE DIVISIONS 


THOMPSON PRODUCTS THOMPSON PRODUCTS THOMPSON PRODUCTS 
Yo MICHIGAN DIVISION VALVE DIVISION 


1961 LINCOLN CONTINENTAL 
USES THOMPSON ROTOCOIL... 
FIRST PASSENGER CAR WITH 


POSITIVE VALVE ROTATION 


Behind Lincoln’s two year, 24,000 mile warranty lies three years 

of intensive effort to design, engineer, and produce an engine which will 
pass the most rigid performance and endurance tests. Lincoln 
engineers specified Thompson Rotocoils for the exhaust valves, because 
only through positive valve rotation can you be sure to: 


e Increase valve life many times 
e@ Keep valve faces and stems clean 
e@ Prevent local hot spots 
e Reduce valve stem and guide wear 


We are proud of our contribution to this fine American prestige car. 


If you are interested in longer valve life and better engine performance, 
specify Thompson Positive Valve Rotators. 






THOMPSON PRODUCTS 
RAMCO DIVISION 


THOMPSON PRODUCTS VALVE DIVISION 
Thompson Ramo Wooldridge Inc. « 1455 East 185th Street 


Cleveland 10, Ohio 






THOMPSON PRODUCTS 
MOTOR EQUIPMENT 
MANUFACTURING DIVISION 
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A Word from a Veteran... 





Used Cars with a Soft Sell 


By Robert M. Lienert 
Associate Editor 
ETROIT.— Just about the last 
thing an auto dealer needs is a 
factory hotshot laying down the 
law on how to conduct his busi- 
ness. 

That’s the view 
of Harry E, Car- 
doze jr., national 
used-car manager 
for American Mo- 
tors, who prefers 
to take a more 
subtle approach. 

Under the Car- 
doze soft-sell, 
Rambler dealers 
F 4 are nudged and 
H, E. Cardoze jr. joshed onto the 
paths of righteousness in their 
used-car operations. 

No screaming. But if the deal- 
ers listen carefully, they find 
they’re getting sound advice on 
used-car management, promotion, 
inventory control, trading, penny- 
watching and every other aspect 
of one of the most ticklish de- 








partments in a dealership opera- 
tion. 

Of his 62 years, Cardoze has 
spent 45 in the automobile business, 
including a stint as a dealership 
used-car manager, He joined Nash 
in 1946 after associations with Gen- 
eral Motors and Packard and was 
named national used-car manager 
of American Motors at the time of 
the Nash-Hudson merger in May, 
1954. 

He understandably takes the sea- 
soned veteran’s calm approach to 
the job. 

* * od 
N IDEA of the Cardoze tech- 
nique can be gained from his 
introduction to a current program 
of dealership management guid- 
ance. In this promotion, a series of 
“White Glove” builetins composed 


Woodcock & Son Folds 
CORVALLIS, Ore.—Woodcock & 
Son (Cadillac-Buick), one of Ore- 
gon’s oldest auto companies, has re- 
linquished its franchises and closed 
out remaining stocks, 





by AMC’s used-car chief tells deal- 
ers: 

“We're inviting you to ‘inspect’ 
some management aspect of your 
operation — to take a long, hard 
look at some of the gauges that 
can spell the difference between 
profit and loss .. We'll include. . 
a few soul-searching questions 
about some one phase of your op- 
eration. 

“Answer them in the privacy 
of your own mind and you'll gain 
an idea of how you stand and 
where you can improve... 

“Rate yourself ... If you rate 
OK, buy yourself a congratulatory 
sarsaparilla. If not, provide a 
course of corrective action — then 
see that it’s carried out.” 

Dealers in subsequent weeks are 
finding Cardoze questioning them 
on: 

1. Comparison with other Ram- 
bler dealers. (“Nobody wants to be 
just average, because that’s only 
half way between good and bad.’’) 

2. Age of inventories. (“There 
may not be a lemon on your lot, 











but your stock is just as perishable 
as the neighborhood fruit ven- 
dor’s.”’) 

3. Policy on loaners. (“Have 
enough new-car demonstrators 
available . . . don’t carry them as 
used cars in inventory ... the 
used-car department has enough 
legitimate expense to absorb 
without paying for ... free-load- 
ing friends.”) 

4. Quick preparation of tradeins. 
(“Every day some cold, hard cash 
melts out of the used-car inventory 


‘| and runs down the nearest sewer, 


Don’t let the tradein stand there 
leaking dollars, Get it ready. Get it 
sold. Now.”) 

5. Decisions on used-car handling 
tradeins. (“Nobody can be right in 
all his decisions, but if you make 
them promptly and thoughtfully, 
then stay with them, you'll be right 
more often than if you keep chang- 
ing your mind.) 

6. Handling of appraisals, (“You 
might as well have a good apprais- 
er on the program, because if you 
don’t you’re going to pay for it 
anyway.”) 

Other points of used-car man- 
agement will be touched on from 
now until the current program is 
concluded July 10. 

Despite the fact that this man- 
agement counselling is aimed pri- 


Some tires don’t need to be nylon—yours do! 


In football practice, one tire is as good as another. But on the highway—where safety 
is the prime consideration—only the best will do. And nylon cord tires deliver the 
maximum in durability, safety and blow-out protection. Why? Because nylon’s superior 
resistance to major causes of tire damage—flex breaks, heat, moisture—means tires 
better conditioned to withstand the grueling effects of repeated road impacts. For safer, 
longer-wearing tires, the answer is in cords of Allied Chemical’s Golden Caprolan® nylon. 











Fiber Marketing Department, 261 Madison Avenue, New York 16,N. Y. 


GOLDEN 


caprolan 


NYLON FOR THE 60's 














marily at the franchise holder, 
Cardoze says, “One of our great- 
est needs is to get our dealers to 
hire competent used-car man- 
agers—and give them authority 
to manage. 

“To a large extent, our dealers 
have grown in size and volume, 
but too many of them don’t realize 
they can’t run everything now like 
they did when their operation was 
smaller.” 

In discussing his job, Cardoze 
says, “We probably operate differ- 
ently from anyone else. That’s be- 
cause we’re small and we have a 
smal] staff.” 

In just one area of operating 
“differently,” Cardoze says, AMC 
has no used-car reconditioning 
clinic. He explains: 

“It’s costly for the company, cost- 
ly for dealers. We feel that if the 
dealer has a desire to improve his 
reconditioning process, he’ll find 
out how to do it without anyone 
telling him how.” 

Just the same, Cardoze provided 
dealers with a number of detailed 
reconditioning tips in the original 
White Glove promotion last year. 

Among them: Replace bad light 
bulbs, clean fire walls, clean 
battery cables and box, replace 
pedal pads and remove old lube 
stickers, These, of course, are in 
addition to usual reconditioning 
procedure. 

All bear the Cardoze stamp in 
that they cost a minimum amount 
to be carried out, are important 
enough to make or break a used- 
car sale and yet are so simple that 
they are frequently overlooked. 

Cardoze advises his dealers that 
if the entire appearance recondi- 
tioning job is going to cost more 
than $10 it should be sent to an 
outside specialist. 

“We promote mechanical recon- 
ditioning work on Ramblers in our 
own dealerships,” Cardoze says, 
“but we encourage our dealers to 
send other cars to ‘home’ dealers 
on heavy work because they are 
better equipped to handle that par- 
ticular make. 

“All dealers have a shortage of 
mechanics, cleanup men and 
space, and we’d rather have our 
men and space devoted to paid 
customer service.” 

Cardoze also advises his dealers 
to shoot for a 30-day turnover on 
the used-car lot. 

“People who claim a 15-to-20-day 
turnover on used cars are plain 
crazy,” he says. “They’re not get- 
ting it.” 

Justifying the 30-day target, he 
says, “This is 12 turnovers a year, 
and that will keep you in good 
shape. But any car that stays 
around more than 30 days should 
have its value on the books reduced 
by $27 per $1,000.” 

That, he says, is the average 
monthly decline in wholesale value 
on any given car. 

Cardoze says that watching 
wholesale book value is of extreme 
importance because the average 
Rambler dealer last year grossed 
no more than $66 on every used-car 
sale. At year’s end, he said, the 
average Rambler dealer’s used-car 
inventory represented 32.5 percent 
of his net working capital. 

Rambler dealers, he said, sell 
1.4 used cars for every new car 
sold—a ratio he terms somewhat 
lower than the industry average. 
On the other hand, 25 percent of 
Rambler new-car sales are clean 
deals, compared with a 20-per- 
cent average for the industry, he 
said. 

About once each year, used-car 
conferences are held at the zone 
level among dealers and their used- 
car Managers, zone personnel and 
occasionally Cardoze himself. 

But Cardoze, the automotive vet- 
eran, continues with his own ap- 
proach. 

As he said to dealers in a bulle- 
tin advising them to consider the 
state of their operation: “This one 
requires no assistance, You don’t 
even need to leave your office, Just 
close the door, avoid interruption 
and prepare to do some deep think- 
ing.” 

Dealer Unit Reorganized 

PLANT CITY, Fla.—The Plant 
City Automobile Dealers Assn. has 
been reorganized with B. M. Smith 
jr., B. M. Smith Motors (Rambler), 
as president. Other officers are 
Alvin Dollar, R. M. Fletcher Mo- 
tors, Inc. (Ford-Mercury), vice- 
president, and Sim C. Sparkman, 
Transportation Sales (Oldsmobile- 
GMC-Jeep), secretary-treasurer. 


“+ 


—— 


How They're Pushing Sales... 


Dealer Ad Ideas 


Brost Cashes In on Award 


=o. you are fortunate enough 
to win an important national 
award, merchandise it to the hilt. 

That’s the philosophy of Brost 
Motors, Inc. (Dodge), Buffalo, 
which won a “Certificate of Dis- 
tinction” in the Brand Names 
Foundation contest. Brost compet- 
ed against 40,000 auto dealers. 


Robert F. Brost, president, used 
the award as a springboard for a 
spring promotion. He sent a letter 
to all Brost-customers informing 
them of the award and featuring 
the following “bonuses” to regular 
customers during the week: 

1. New-Car Department “Retailer 
of the Year” special, a Lancer at 
$1,979 complete. 

2. Used-Car Department “Retail- 
er of the Year” specials in 80 guar- 
anteed used cars. 

3. Service Department “Retailer 
of the Year” special—Free lube, 
car wash or brake adjustment with 
every oil change on any car or 
light truck. New low prices on muf- 
fler, spring or shock replacements 


and brake relines. 
* a + 


‘Come in for Proof’ 
a satisfaction gets top 
priority at Union Chevrolet” 

said an ad in the Memphis Press- 
Scimitar which carried a reproduc- 
tion of a memo to employes as 
proof of the importance of this 
policy. 

In the memo, Tom C. Bell said: 

“All of us share a vital job in 
common—that of keeping our cus- 
tomers completely satisfied with 
their Chevrolet products and our 
company. This is what retains their 
loyalty, and their loyalty is what 
assures our success in business, 

“The fact that we have so many 
regular customers returning here 
for normal service of their cars 1S 
proof we are pleasing them with 
professional workmanship and rea- 
sonable prices.” 

Motorists were invited to “come 
in for proof that your satisfaction 
is our business.” — 


* 

$100 for List of Prospects 

USS BRAMBLET FORD found 

that giving away $100 worth of 
merchandise each month was so 
successful that it plans to continue 
the program. Lawn and garden 
equipment worth $100 were given 
in March and April. The May give- 
away featured $100 worth of gaso- 
line at the filling station of the 
winner’s choice. 

Harold Smoot, sales manager, 
said up to 1,500 people register each 
month. “A lot of good feeling is 
created by giving a person some- 
thing like this,” he said. “One win- 
ner receives the total prize. Any- 
one who comes in can fill out a 
registration blank.” 

This gives Russ Bramblet Ford 
an up-to-date list of car prospects 
and information, On the registra- 
tion blank each person lists the 
make and year of his present car. 

* a 


Dealership Vows 
To Keep the View 


Of Customers 


EANE BUICK CoO., 5225 E. Col- 

fax, Denver, has been doing 
some unusual newspaper advertis- 
ing. A recent ad from this firm, 
four columns wide was entitled 
“IF.” The ad read: 

“Mr. Rudyard Kipling once wrote 
a poem called ‘Tf,’ in which a couple 
of lines went like this: ‘If we can 
walk with crowds and not lose our 
virtue, if we can walk with kings 
nor lose the common touch.’ 

“We imagine that a doctor or 
lawyer, used to professional termi- 
nology, might sometimes find it 
difficult to explain a course of ac- 
tion in terms the average person 
can understand. So, losing the com- 
mon touch is not an uncommon 
thing. 

“And we in the automobile busi- 
ness must be always on guard 
not to lose the other fellow’s 
viewpoint. Not to forget that you 
as an automobile buyer are not 
just buying an automobile. You 
are buying a car that you will 








use for a few years—bring it 
back and trade it for another 
car—which you use for a few 
years, trade it, and so on. 

“Thus, you are not buying the 
end product of an automobile. You 
are buying the use of a car and 
use implies service. Perhaps Mr. 
Kipling had all this in mind when 
he wrote of walking with kings 
and not losing the common touch. 
As an example, maybe we have 
forgotten how irritating it is for 
a customer to bring a car into the 
service department with five items 
that need to be repaired; get only 
three of them corrected—and have 
to return twice more to correct the 
other two items. 

“We weren’t the first to figure 





Resnick Motors Moves 
MANCHESTER, N. H.—Resnick 
Motors, Inc., formerly located at 
560 Elm St., has moved to 1569 
Elm St. The firm sells BMC lines, 
Rover and used Cars. 
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this out; but we do know that it 
shall be our obligation to walk 
with you and not lose your view- 
point about this automobile busi- 
ness. It is our aim and ambition 
to have our dealership 
and in tune with your wishes as 


a customer .. .” 
* * * 


Guessing Game 


5 WIL in St. Louis help-|; 


ed Carson Pontiac figure out a 
feature attraction to celebrate its 
first anniversary. 

The radio station came up with 
a “Count-Up” contest in which a 
new Tempest was painted from 
rooftop to the floor with WIL call 
letters. Even the radio antenna was 
painted with the call letters. 

The contest closed April 29 with 
the awarding of a portable televis- 
ion to the person who gave the 
most accurate estimates of the 
number of times WIL appeared on 
the car. During the contest, which 
lasted two weeks, the Tempest was 


on display at the Carson showroom. 
+ * * 


Idea Really Big 
A PERFORMING elephant and 


in touch| | 





Lead Lincoln-Mercury Dealers— 
At its annual meeting held in New York, the New York District Lincoln-Mercury 


free ice cream and cold drinks | Dealers Assn. elected the above as officers. From left are M. M. West, Newburgh, N. Y., 


helped build lot traffic for Dub) secretary; James J. Clarkeson, Schenectady, N. Y., president; Nat Gordon, Brooklyn, 
Shaw, an independent dealer in| vice-president, and John Lotz, Morristown, N. J., treasurer, The association represents 


Fort Worth. 


130 L-M dealers in New York, New Jersey and Connecticut. 





BMC 


CRANDALL-HICKS COMPANY, Located at 230 Worcester Turnpike, Wellesley 
Hills 81, Massachusetts, distributor for products of the British Motor Corpo- 
ration in the states of Massachusetts, Maine, New Hampshire and Vermont. 
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TOP QUALITY MEANS TOP SALES! 


There are more of these BMC sports cars on 


U.S. highways than those of all other makers combined. 





AUSTIN HEALEY 








PAST... 
PRESENT... 
FUTURE! 


British Motor Corporation 
products have been handled 
by Crandall-Hicks Company 
continuously since 1935 dur- 
ing which time the closest 
cooperation has been main- 
tained in retaining the high- 
est possible ethical standards 
towards business and prod- 
uct craftsmanship. 


The past 26 years have been 
of great satisfaction to us, 
as distributor for Maine, 
Massachusetts, New Hamp- 
shire, and Vermont, to assist many a small dealer on the 
road to success, and looking around one can see with 
pride, perfect examples of dealers who have achieved 
respect in their community due to the quality of the 
automobiles produced by British Motor Corporation. 





Our policy of developing new dealers will be main- 
tained and every endeavour to assist in promoting 
good business ethics, good profit, and a legitimate re- 
turn for their investment. 


The expansion programs both by ourselves and many 
of our dealers is evidence of the ever increasing profit 
potential and faith shown towards the franchise. The 
account has recently been streamlined enabling one 
and all to concentrate their efforts on the Big Three 
made by BMC, namely the three fastest selling sports 
cars in America (shown below) plus the Morris ‘1000’ 
and the Austin 850. This is a specialized market which 
in no way conflicts with the American manufactured 
automobiles, and it is with pride and confidence that 
we guide new dealers and our own organization into 
the prosperous future, 


G. M. DAVENPORT 
Vice-President 
CRANDALL-HICKS CO. 

230 Worcester Turnpike 
Wellesley Hills 81, Mass. 


SPRITE 


Brighten Your Future with a BMC Franchise 
Distributors in the United States for products of The British Motor Corporation, Ltd.— 


S. H. ARNOLT, INC., 2130 North Lincoln Ave., Chicago 14, Illinois * BRITISH MOTOR CAR DISTRIBUTORS, LTD., 
1200 Van Ness Ave., San Francisco 9, California * CONTINENTAL CARS DISTRIBUTORS, INC., 5615 Pershing 
Ave., St. Louis 12, Missouri * CRANDALL-HICKS COMPANY, 226 Worcester Turnpike, Wellesley Hills, Massa- 
chusetts * FALVEY MOTOR SALES CO., 22600 Woodward Avenue, Detroit 20, Michigan *« HAMBRO AUTOMO- 
TIVE CORPORATION, 5009 Xerxes Avenue South, Minneapolis, Minnesota « J. S. INSKIP, INC., 304 East 64th 
Street, New York 21, N. Y. * OVERSEAS MOTORS CORPORATION, 2824 White Settlement Road, Fort Worth, Texas « 
ROYSTON DISTRIBUTORS, INC., 1601 Vine Street, Philadelphia, Pennsylvania * SHELLY MOTORS, 1017 Kapiolani, 
Honolulu, Hawaii * SHIP and SHORE MOTORS, 701 South Flagler Drive, West Palm Beach, Florida 
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In Parts and Accessory Distribution 





Rebuilders Group 
Adds 2 Members 


LOS ANGELES. — The Western 
Engine Rebuilders Assn. approved 
two new members at its semi- 
annual meeting in Morro Bay, 
Calif. The new members are Fed- 
eral-Mogul Service Division, De- 
troit, and Crowder-Sullivan Co., 
San Lorenzo, Calif. 

Thomas G. Turk, WERA presi- 
dent, announced that the group’s 
annual meeting will be held Oct. 
12-13 at the Riviera Hotel, Palm 
Springs. 

The one-day semiannual meet- 
ing, attended by representatives of 
45 members, was highlighted by a 
talk by Ralph Buscarello, man- 
ager, Balancing Division, Stewart- 
Warner Corp., Chicago. 

. * * 


Advance Notice Requested 


By ASIA on Price Changes 


CHICAGO.—Directorg of the Au- 
tomotive Service Industry Assn. 
have appealed to manufacturers to 
give wholesaler and warehouse dis- 
tributor customers advance notice 
of price changes and provide ade- 
quate copies for immediate internal 
use. 

J. L. Wiggins, ASIA executive 
vice-president, said omission of 
proper notification by some manu- 
facturers often results in a signifi- 
cant decrease in the wholesaler’s 
profit structure, 

a * oK 
Grey-Lock Is Expanding 
Brake-Lining Facilities 

MANHEIM, Pa.—Grey-Rock Di- 

vision, Raybestos-Manhattan, Inc., 











has started construction of a 35,000- 
square-foot addition to its facilities 
for the production of Grey-Rock 
Balanced Braksets and lined brake 
shoes. 

The unit is the first section of 
what is planned to be a _ 75,000- 
square-foot addition to be devoted 
exclusively to increased production 
of brake lining, the firm said, 


Repair Charges 
In California 
Are Under Fire 


SACRAMENTO, Calif. — Charges 
that owners of motor vehicles in- 
volved in accidents are being bilk- 
ed by repair shops in collusion with 
insurance companies highlighted 
a hearing conducted by the com- 
mittee on business and professions 
of the California Senate on a Dill 
to prohibit rebates and discounts 
by repair shops if they tend to 
destroy competition. 

The measure was referred to an 
interim committee for study and a 
report to the 1963 California Legis- 
lature. 

Henry Sorensen, president of the 
Independent Garage Owners of 
California, said the Measure was 
directed at garages and repair 
shops which sacrifice good work- 
manship in order to get business. 

“Practically all automobile acci- 
dent repair work,” he said, “is 
under the control of insurance 
companies. Some dictate the prices 
they will pay and garages, in order 
to be on the preferred list of the 
insurance companies, must give 
discounts. 

“They must accept the bid of the 


WHAT CAN YOU TELL 
CAR OWNERS WHO 
COMPLAIN 


that their shock absorbers 
wear out too fast? 








insurance adjuster rather than 
their own. The insurance compa- 
nies fix the prices of labor and 
parts. It is a form of payola and 
the ones who suffer are the car 
owners. 

“The car owner is denied the 
right to have his car repaired at 
the garage of his choice,” Sorensen 
added. 

Richard R. Garrod, representing 
the Farmers Insurance Group, said 
the insurance firms must provide 
good repair work or policyholders 
will not stay with them. “This leg- 
islation,” he said, “would work a 
hardship on insurance companies 
and would cause a 10 to 15 percent 
increase in collision insurance 


rates.” 
aE * * 


Highway Adds Service Qutlet 


EDGERTON, Wis. Peoria 
Spring Co., Peoria, Ill., has been 
appointed a parts and service deal- 
er for Highway.Trailer Industries, 
Inc. Wesley C. Heppard is presi- 
dent and owner of Peoria Spring. 

* * * 


AWDA Reference Guide 


Lists Warehouse Distributors 


MILWAUKEE. — “AWDA 1961,” 
is the title of the new 1961 refer- 
ence guide released by the Auto- 
motive WarehousSe Distributors 
Assn., according to Robert S. 
Weber, president. 

Extensive space is devoted to the 
listing of 129 warehouse distributor 
outlets, their personnel and the 
products which they warehouse; to 
the listing of 117 manufacturer af- 
filates. A geographical] listing of 
distributors makes it easy to find 
the nearest warehouse distributor. 





even at today’s 


lower pressure 












MOOG Shocks never fade, never weaken 
when the going’s rough. 


SAFETY RESERVOIR locks in air bubbles, 
prevents them from mixing with shock ab- 
sorber fluid to assure steady performance 
throughout today’s longer trips. 


EXTRA-LARGE OPERATING BORE in both 
MOOG shocks. . 
competitively-priced shocks. This means 


shock mileage for today’s driving. 


TWIN SEALS provide double protection 
against fluid loss. 


TRIPLE-WELDED MOUNTS are 50% stronger 
than conventional welds. 


You can prove that no other shock will 
take him farther, faster, safer and more 
comfortably. Tell your customer there is 
one better shock and sell him Moog. You’ll 
be glad you did. 


TYY UMN? 





Ford Parts Managers Meet— 
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Members of the National Ford Parts Sales Manager Council and Ford Division offi- 
cials convened in Dearborn to discuss recommendations previously developed at area 
meetings for Ford dealer parts sales managers throughout the country. The council 
will meet again this fall. Front row, from left, are Lloyd Hubbard, Piqua, O.; Howard 
Thompson, Rochester, N. Y.; Ivor de Kirby, San Diego, representative, National Ford 
Dealer Council; R. B. Thomas, Oklahoma City; Aubrey Harrison, Jasper, Tex.; John 
Forrestier, Jennings, La.; Art Armagost, Freeport, Ill. Back row: F. Leon Carnahan, 
Hagerstown, Md.; J. H. Fisher, Columbus, O., representative, Authorized Reconditioner 
Council; Leroy Young, Camden, N. J., chairman; William Rippey, Stockton, Callif.; 
Robert Hanes, San Diego, dealer council representative; E. J. Tiehen, Lincoln, Neb.; 
George Sandell, Minneapolis; Mike Gappa, Colorado Springs; William Lake, Walla 
Walla, Wash., and Francis W. Holland, Salem, Mass. 





‘7’ Frank Marks 
25th Anniversary 
As Chevy Dealer 


CHICAGO.—Z. S. Frank, presi- 
dent of “Z’ Frank Chevrolet, has 
observed his 25th anniversary as 
an auto dealer. Throughout the 
quarter-century, the dealership has 
been located at 6116 North Western 
Ave. 

Frank noted that in 1936 he sold 
86 new cars and 30 used and “prob- 
ably was the smallest dealer in 
Chicago.” He now claims to be 


THE FLUID’S ON THE FRAME where it gets 
the same smooth ride as the passengers, 
instead of the severe shaking of the axle. 
Minimizes fluid agitation and fluid foaming, 


higher speeds! That’s why 


. a full 44” larger than 


and less wear... extra 


Licensed by DeCarbon 































America’s largest Chevrolet dealer. 
The firm occupies one million 
square feet of space and has 226 
employes. 

Frank noted that he never has 
operated in the red for any year 
and added, “Needless to say, we en- 
joy a very wonderful relationship 
with Chevrolet. Our record proves 
that there is still great opportunity 
in America for those interested in 
the retailing of automobiles.” 

As a surprise, a group of Frank’s 
friends placed an advertisement in 
the Chicago Sun-Times to honor 
him on his anniversary. The ad 
wished him “25 more years of suc- 
cess, happiness and good luck.” 


You don’t want to tell him all shocks are about 
the same, because it just isn’t so. You can show 
him that a MOOG shock is totally different... all 


the way through. 


TWO GREAT 


NEW MOOG SHOCKS 


COMMANDER 


(standard) 


SHOCK-BUOY 


(premium duty) 












FREE SILVER-PLATED DINNERWARE 
with each MOOG Shock Assortment #44. 
Build up a complete service. Contact your 
MOOG jobber or distributor today! 







MOOG INDUSTRIES, INC. + St. Louis 33, Mo. 


paiaeeiianeauihalhs MOOG MEANS MORE UNDER-CAR BUSINESS 














you'd ink the choir came with your new Chevy 


(when your new Chevy comes with a genuine Chevrolet Radio!) 


Did you know that the only radio really made to fit a Chevy is a transistor-powered genuine doesn't get all mixed up with the news and vice versa. To make sure you get the real thing in 

Chevrolet Radio? your new Chevrolet or Chevy Corvair, just be sure to tell your dealer you want the genuine 
ice ; General Motors built radio for your General Motors built car. Why take a chance? 

Oh, other radios will fill the space for one in a Chevy’s dashboard. There’s no trick to that. What 

we mean is that a genuine Chevrolet Radio is the only one made to fit the car’s acoustical needs. 


It’s actually sound-engineered for Chevrolets. And it’s tested right along with the car on Chevy’s 
own proving grounds, to make certain sound floats through faithfully and flawlessly, clear and 
lifelike wherever you go. In-Person Sound, we call it. 


— one 
1} aeeneemenill — 7 


Genuine Chevrolet Radios are styled just right to go with a Chevy’s dashboard, too. They blend 
in beautifully—don’t look tacked on. And, with razor-sharp, Straight-Line Tuning (all stations 
evenly spaced on the dial), you never have trouble separating one station from another. Music 


I] 
tc 
: 
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Division of General Motors, 


Rest BNBINS OPE meee tELCO FRADIO ee ee Look for C-H-E-V-Y on the push buttons or the Chevrolet trademark 


on the dial. 





‘ 


MORE SUPPORT FOR YOU IN MAY FROM DELCO RADIO! 
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Held Solution to N. Y. Dealers’ High-Rent, Storage Problems. . . 
Make-Ready Is Firm’s Specialty 


By Ed Brown 
Staff Correspondent 


NEW YORK.—The metropolitan 
dealer’s high-rent problems and 
shortage of space have spawned a 
new business—the make-ready spe- 
cialist. 

Dealers who find it unprofitable 
to devote personnel and space to 
such nonproductive work as get- 
ready have been farming out this 
operation to Car Service, Inc., in 
nearby Fairview, N. J. 

This frees valuable space in the 
dealerships for the more profitable 
lines of service without risking the 
wrath of customers who might 
otherwise feel they were getting 
the short end on predelivery serv- 
ice. 

“We take the get-ready problem 
out of the dealers’ hands entirely, 
freeing his service department for 
full concentration on customer 
complaints and problems,” said 
Howard C. Calhoun, Car Service 
official. 

“We take care of his trailer ship- 
ments, store his cars, install acces- 
sories and store them, and we even 
will make swaps between dealers.” 

All trailer shipments from the 
factory to a Car Service dealer- 
client are unloaded in Fairview, 
Calhoun said, and each car is 
checked for in-transit damages 
or shortages before the shipment 
is accepted. 

“Upon our acceptance,” he con- 
tinued, “the cars are placed in a 


space allotted to the dealer. They 
remain in storage until the dealer 
releases one or more for predeliv- 
ery service. 

“If we do the make-ready, there 
is no storage charge for the first 
90 days. If a dealer requests the 
release of a car without get-ready 
service, say for a swap, there is a 
small charge for checking it in and 
out and a 25-cents-a-day storage 
fee from the time the car was re- 
ceived from the factory.” 

If a vehicle is in storage more 
than 30 days, the dealer pays 25 
cents a day, which is cheap con- 
sidering the storage-space _ short- 
age here and the high rates charg- 
ed for that which can be found. 

Calhoun said his firm’s make- 
ready specialists are trained to do 
the work according to factory spe- 
cifications. 

“All of them work on a piece- 
time basis,” he added, “and if 
anything should go wrong with 
the operation for which they are 
responsible, the job is returned to 
them for correction at their own 
expense.” 

When the predelivery work is 
done, each car is road-tested on a 
turnpike near the Car Service 
plant. Then the vehicle is turned 
over to a driver who either deliv- 
ers it to the dealer or to the buyer’s 
home. 

Calhoun said the 90-day storage 
and predelivery service cost the 
dealer about $23 per car. The aver- 


In Ford Distribution Setup .. . 


Autolite Councils Planned 





DEARBORN. — Motorcraft Divi- 
sion of Ford Motor Co. plans to 
set up regional and national Auto- 
lite distributor councils, according 
to John S. French, Motorcraft gen- 
eral manager. 

French mentioned the council 
program in a letter to Autolite 
outlets. Ford last month purchas- 
ed a spark plug plant, a battery 
plant and rights to the Autolite 
trade name from Electric Auto- 
lite Co., Toledo. 

French told the Autolite dealers 
that a Ford Motor representative 
will call on them soon. 

“You will be pleased to note,” he 
said, “that this representative will 
be a member of the experienced 
sales organization that previously 
served Electric Autolite. We are 
happy to inform you that the vast 
majority of such personnel have 
become a part of our organization.” 

French said that Ford has as- 
sumed all of Electric Autolite’s 


obligations under its adjustment 
policies relating to Autolite prod- 
ucts. 

“We have no plans to make 
changes at this time,” he said. “If 
a need for a change is indicated 
in the future, policies will be de- 
veloped after consideration of your 
needs to compete effectively. 

“Meanwhile, we have taken ap- 
propriate steps to assure that 
business will be conducted on a 
normal and orderly basis during 
the transition period.” 

Behind the Ford-Autolite deal, 
French said, was Ford’s realization 
that more and more automotive re- 
pair services are performed by 
other than new-car dealers. 

To participate more effectively in 
this market, he said, Ford recog- 
nized the desirability of: 

1. A full line of high-volume 
service parts for all car makes. 

2. A nationwide distribution or- 
ganization directed toward this 
market. 

3. A nationally known and re- 
spected brand name. 

In Toledo, Robert H. Davies, 
Electric Autolite president, wrote 
to customers “to clarify the posi- 
tion of our automotive and indus- 
trial business” in the light of the 
Ford transaction. 

“We will continue to supply all 
the products we did before the 
transaction and on a more flexible 
basis,” Davies said. 

“The company has in the United 
States five battery plants, four 


a '|electrical products plants, four 





Final Feat— 


Dr. Ray P. Dinsmore retired last week 
as research and development vice-presi- 
dent of Goodyear Tire & Rubber Co., Ak- 
ron. Dr. Dinsmore examines a model of 
an isoprene molecule, building block of 
Goodyear’s synthetic-natural rubber, Nat- 
syn, to be manufactured in the firm's new 
Beaumont (Tex.) plant. Development of the 
duplicate of natural rubber is one of the 
final accomplishments of Goodyear re- 
search under Dr. Dinsmore'’s guidance. 
With Goodyear since 1914, Dr. Dinsmore 
has been a vice-president since 1943 and 
a director since 1960. 


other plants that produce automo- 
tive products and a new spark plug 
facility that will be in operation 
this year.” 

The new spark plug plant will be 
in Bay City, Mich. It is being set 
up under the direction of Vice- 
President Robert Twells. It will 
make plugs for the replacement 
market and for other original 


equipment accounts, as well as for |i 


Ford. 

In his letter to customers, 
Davies also noted that his com- 
pany will continue to be respon- 
sible for the delivery, quality and 
performance on all products that 
may be supplied from one of the 
Ford-purchased plants on any 
orders placed with Electric Auto- 
lite. 

Ford bought from Autolite a 
spark plug plant in Fostoria, O., 
and a battery plant in Owosso, 
Mich. Ford’s rights to the Autolite 
trade name do not include Canada, 
Brazil and Venezuela. 


age dealer can’t possibly run his 
own make-ready department and 


store car for anything near that @ 


figure, he added. Charges for in- @ 


stallation of accessories and options 
are based on the factory flat rate 
and time-study manuals, Calhoun 
said. The Car Service labor rate is 
$4.50 an hour. 

+ * * 


Storage-Prep Depot 


To Open at Tampa 


TAMPA, Fla.—A concern to store 
new automobiles and prepare them 
for delivery to new-car dealers in 
the Tampa-St. Petersburg area is 
being Opened. Located on a 14-acre 
site in the West Hillsborough 
Terminal industrial park, the ware- 
housing facility will have a 2,500- 
car capacity. 

Headed by Charles H. Myers, a 
former Chevrolet executive, the 
firm will be known as C & E Myers 











Make-Ready Specialists at Work— 


Make-ready employes of Car Service, Inc., Fairview, N. J., prepare a car for 
delivery to a customer of a Metropolitan New York dealer. Car Service specializes in 
new-car preparation for dealers plagued by high rents and shortage of space, which 


make this type of unproductive work unprofitable for them. 
* * 


* 


be geared to unload both motor 
freight transport shipments and 
piggyback rail deliveries. Plans in- 
clude a 600-foot railroad spur, a 


Warehousing Corp. Equipment will| cleanup building where cars will be 


Chrysler Dealers Hit 


By William Carroll 
West Coast Editor 


LOS ANGELES.—Going back to 
school can be embarrassing, as 16 
Chrysler Corp. dealers and this re- 
porter discovered while attending a 
business management conference 
at Chrysler’s Anaheim Training 
Center. 

In short, we found that none 
of us knew as much about the 
automobile business as we 
thought we did. 


Prosperous dealers couldn’t read 
their profit and loss statements. 
Low-volume operators happily fig- 
ured school-paper profits in mil- 
lions. Service-minded dealers dis- 
covered used cars could be profit- 
able, too. This reporter earned a 
healthy respect for training, during 
the five-day session. 

“Our greatest need is communi- 
cation,” said Dave Copeland of the 
Chrysler Training Center. “Some 
dealers are sure factory people 
don’t know their hip pocket from 
an onion, 

“There are dealers who couldn’t 
spare a man for training. We want 
them all to come just one day. If 
they don’t find it helpful, they don’t 
have to come back.” 

Which was challenge enough for 
AvuTOMOTIVE News to go to school. 

Bud Parker, dealership man- 
agement specialist called the 
class meeting (20 dealers and 
Carroll) to order, 

“Gentlemen,” he said, “I’m here 
to teach you. We start on time, so 
be on time. Stay awake because 
there’s no time in our 40-hour 
course to repeat. Ask questions and 
don’t assume. If you do, you’ll make 


* * * 


an ‘ass’ out of ‘u’ and ‘me.’ (ass-u- 
me.)” 

Forty hours later we knew he 
wasn’t kidding. Four dealers of the 
original 20 dropped out, The other 
16 complained of homework, strug- 
gled with tests, bit pencils and 
finally appeared for graduation day 
wearing grins and hoping they had 
passed the final exams. 

They had learned methods and 
techniques of reading a profit-and- 
loss: statement. How to turn figures 
into action that would improve 
weak spots and take advantage of 
strong departments. How to apply 
the latest tested techniques of im- 
proving the turnover of their capi- 
tal investment. 

(Carroll learned that dealers 
make more money than reporters. 
But reporters have fewer wor- 
ries.) 

Later, Automotive News _ inter- 
viewed dealers in the class. Here’s 
what they had to say about returns 
on their investment of 40 hours in 
going back to school: 

“I believe I learned more during 
the conference than any similar 40- 


hour period of my 46 years in the 


auto business,” said John W. Veale, 
of Wegge Motors, Monrovia, Calif. 

“Since then I’ve been able to cut 
fixed expenses by $1,500, by apply- 
ing things taught me.” 

Bill Dewey, of Bob Smith Dodge, 
Glendale, said, “It was very en- 
lightening and gave us a lot of 
ideas on controlling expenses.” 

“It was so helpful I sent my 
wife to take the Chrysler account- 
ing course,” said Richard Green- 
wald, of Newcastle Dodge, Hermo- 
sa Beach. 

“One thing that made the bus- 


* * * 





At Chrysler Dealer Management Parley— 


Participating in a dealership management conference at the Chrysler Corp. training 
center in Anaheim, Calif., were, from left: Herb Reis, Bob Keefer Plymouth, Haw- 


thorne; Art McCarroll, former Chrysler public relations representative; William F. 
Smith, Pack Motors, Whittier; Carl D. Ruff, Whipple & Ruff Plymouth, Ventura; Richard 
Greenwald, Newcastle Dodge, Hermosa Beach; William Carroll, Automotive News 
West Coast editor; Robert J. Greenwald, Newcastle Dodge; Howard E. Smyth, Dodge 
Towne, Pomona; Robert A. Smith and William A, Dewey, both of Bob Smith Dodge, 
Glendale; Jack E. Bowman, Glenn's Plymouth Center, San Bernardino; Ed Barbari, 
Ed Barbari Plymouth, Lakewood; R. L. Savageau, Savageau Dodge, Yuma, Ariz.; 
Sam T. Cannata, Mashak Motors, Van Nuys; John W. Veale, Wegge Motors, Monrovia; 
Ben Laughton, Johnson Motor Co., Colton; Harry G. Moock jr., former manager of the 
training center, and Bud Parker, conference leader. 


* * * 


washed and fitted out for delivery 
and general offices. 

Construction timetable for the 
$100,000 operation calls for its open- 
ing between June 15 and July 1. 


the Books 


iness management conference so 
great was instructor Bud Parker. 
He really put it across.” 

Herb Reis, of Bob Keefer Plym- 
outh, Hawthorne, said he makes 
greater use of his daily operating 
control and has been able to watch 
operating expenses more closely. 

(Carroll now claims he can bal- 
ance his check book, The bank dis- 
agrees with him.) 

Dave Copeland, West Coast sales 
representative for Chrysler, is in 
charge of the school. Nearly 20,000 
hours of training were given 1,050 
students during 1960. The first four 
months of 1961 recorded another 
7,000 hours of training. 

The 14-acre Anaheim center in- 
cludes four conference rooms and 
three mechanical training areas. 
Investment in equipment is esti- 
mated at $100,000. 

Training staff specialists in- 
clude Parker, who teaches busi- 
ness management, and Robert 
Ferguson and William Kennedy, 
instructors in retail selling. 

Service training for dealer me- 
chanics is coordinated by Bill 
Clark, with John Schmidt and Al 
Wilson as technical service special- 

ists. 


Most Executives 
Found Optimistic 
By D&B Survey 


NEW YORK.—Perhaps influenc- 
ed by numerous optimistic reports 
that the recession had come to an 
end and that a recovery would soon 
get under way, a majority of 67 
percent of the 1,537 executives in- 
terviewed in late April expected 
their sales to be higher in the third 
quarter of this year than they were 
a year earlier. 

More than half also expected 
profits to increase. The data was 
collected in a Dun & Bradstreet 
survey. 

Apparently the businessmen ex- 
pect to achieve higher sales levels 
without building up their inven- 
tories, since those anticipating sales 
gains outnumbered by almost three 
to one those expecting their stocks 
to be higher. This was true of all 
three of the broad groups, manu- 
facturers, wholesalers and retailers. 

This may imply that the execu- 
tives look forward to a really 
marked rise in consumer buying, 
which would keep inventory levels 
from rising. Whatever their rea- 
soning, they do not expect the cur- 
rent rate of decumulation to re- 
verse itself sufficiently by the third 
quarter to show increases over the 
similar 1960 period. 


Most of the businessmen also ex- 
pect to post gains in dollar volume 
in the coming quarter without add- 
ing to their workforces or raising 
prices. Eighty-three percent foresee 
no change from a year earlier in 
their selling prices and 82 percent 
are of this opinion about their em- 
ployment levels. 

















Highways & Safety... 
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‘Emergency’ Brakes 
Called Inadequate 


By Jules Larochelle 
Staff Correspondent 

The seventh conference of the 
Canadian Highway Safety Council 
was told that so-called emergency 
brakes are totally inadequate. 

Andrew J. White, South Lee, 
N. H., automotive and braking 
authority, said emergency brak- 
ing systems on North American 
cars are a sad commentary on 
engineers. - 

“You might just as well put your 
foot out to try to stop,” he said. 
Manufacturers now refer to such 
systems as parking brakes, not 
emergency, he added. 

Several members of the six-man 
group called for manufacturers to 
put in a secondary emergency- 
braking system that could start 
operating immediately through the 
foot pedal if the regular brakes 
failed. 

They said this could be done for 
about $5 to $10. 

White said car owners should 
have their braking systems check- 
ed by experts once a year during 
the first two years of a car’s life, 
every six months in the third year 
and every three months after that. 

William Winegard, professor of 
metallurgy at the University of 
Toronto, said even trained me- 
chanics cannot be relied on to 
check braking systems properly 
unless they have received special 
instruction. 

The Montreal conference also was 
told that millions of gallons of in- 
ferior and potentially dangerous 
brake fluid are being sold to car 
owners in North America. 

A panel discussion on brakes 
brought a resolution calling for 
government action to stop such 
sales, 

Roy Haeusler, automotive safety 





9 States Increase 
Limits on Weight, 
Size of Vehicles 


WASHINGTON. — Motor-vehicle 
size and weight limits have been 
increased this year in nine states 
and 12 more are considering raises, 
a National Highway Users Confer- 
ence survey shows. 

A height limit of 13 feet 6 inches 
has been approved in South Da- 
kota, and Missouri is considering 
comparable legislation. Similar in- 
creases were vetoed in New Mex- 
ico and New York. The New York 
increase, however, would have ap- 
plied to auto transporters only. 

A new law in Colorado allows a 
length of 65 feet for three-unit 
combinations on designated high- 
ways while Wyoming increased the 
length for all combinations. to 65 
feet. A California proposal would 
legalize 65-foot combinations on all 
roads. 

South Dakota increased the 
length to 60 feet for tractor semi- 
trailers. In Maine, a House-passed 
bill would allow 55-foot combina- 
tions and Pennsylvania is consider- 
ing removing the 35-foot limit on 
trailers and semitrailers. 

A new Indiana law allows auto- 
transport combinations a length of 
60 feet. Similar legislation is pend- 
ing in Illinois, Iowa, Michigan, 
Texas and Wisconsin. But a Min- 
nesota bill died in the Senate. 

Idaho, Nevada and Utah raised 
the gross weight for certain ve- 
hicles by amending the table of 
axle spacings. The Oregon Legis- 
lature has passed a bill to increase 
gross weights, while such legisla- 
tion is pending in California. 

Kansas increased maximum gross 
weight to 73,280 pounds and West 
Virginia granted authority to the 
State Road Commissioner to raise 
the limit to 70,000 pounds on cer- 
tain highways. 

A bill awaiting the governor’s 
signature in Maine would increase 
the maximum to 70,550 pounds. 
Other weight-increase proposals 
are pending in Massachusetts 
(73,000 pounds), Missouri, (73,280 
pounds) and Vermont (69,000 
pounds), 


engineer with Chrysler Corp. of 
Canada, said that although the So- 
ciety of Automotive Engineers has 
drawn up standards for brake 
fluids, many motorists are buying 
substandard fluid because it is 
cheaper. 

At another session, delegates 
were told that parents are not 
qualified to teach their children 
to drive and that this job should 





be left to qualified high school 
teachers. 

Jack Chivers, Montreal, president 
of the Quebec F'ederation of Protes- 
tant Home and School Assns., said 
properly trained teachers could 
make sure students do not pick up 
the faulty driving habits of their 
parents. 

Dr. Fred W. Lundell, lecturer in 
psychiatry at McGill University, 
said traffic officials should adopt 
personality tests to help judge the 
emotional maturity of a driving 
prospect as well as his physical 
limitations. 

ca Kk 


Highway Construction Costs 


Drop in First Quarter 

The cost of highway construction 
in the first quarter of 1961 dropped 
12 percent below the previous 
quarter, Federal Highway Admin- 








President Proclaims 


National Highway Week 


President Kennedy has desig- 
nated May 21-27 as National 
Highway Week. He urged state 
governors to issue similar procla- 
mations. 

Mr. Kennedy said the public 
should be reminded of the im- 
portance of completing the inter- 
state highway system on schedule 
in 1972, and he noted that the 
system promises a sharp reduc- 
tion in the annual waste of hu- 
man and economic resources due 
to outmoded highways, 





istrator Rex M, Whitton announc- 
ed. 

THe decrease in the bid price 
index in the first quarter of 1961 
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followed a 1.2 percent decrease in 
the previous quarter, The small 
fluctuations of the past several 
years, together with the latest 
change, indicate continuance of a 
trend of stabilization in prices, 
Whitton said. 

* 


* * 
Black Named General Counsel 


For Public Roads Bureau 


Secretary of Commerce Luther 
H. Hodges has announced the ap- 
pointment of David S. Black, Olym- 
pia, Wash. attorney, as general 
counsel of the Bureau of Public 
Roads. 

Black was assistant state attor- 
ney general from Feb., 1957, until 
he accepted appointment to the 
federal position. In his former as- 
signment he was counsel to the 
Washington Public Service Com- 
mission, 


THE ALT Gor LINE 


... Your Guarantee 


Rings, pistons, pins, bearings, valve 
train parts, water pumps, chassis 
parts? All parts in the McQuay- 
Norris line—designed and manu- 
factured to the same high standards 
of quality and precision—are known 
for uniform performance and 


McQUAY-NORRIS MANUFACTURING CO., ST. LOUIS» TORONTO 


© 1961 MCQUAY-NORRIS MANUFACTURING CO. 
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POERTFEGT 


MATCHED-PERFORMANCE 


_.. McQUAY 





longer service. Your McQuay- 
Norris Wholesaler is “replacement 
parts headquarters” to mechanics 
all over the country who have 
experienced the satisfaction of 
working with the McQuay-Norris 
line. Use them on your next job. 
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1936. First Rotunda 
display features Ford 
passenger cars and the 
newly introduced Lincoln 
Zephyr. This was the Ford 
“family” of twenty-five 
years ago. 


1961. Rotunda today 
shows dramatic progress in 
display techniques and a 
Ford Family of Fine Cars 
that now totals six 
American passenger car 
lines and scores of models! 


FORD FAMILY OF FINE CARS CLEARINGHOUSE e¢ NO. 239 OF A SERIES 


FORD ROTUNDA 

CELEBRATES 

25 YEARS AS 

A NATIONAL 

“SHOWROOM” 
OR YOU 


Ford Rotunda was originally built in 1933 to house Ford product displays at the 
Chicago World’s Fair. So attractive and unusual was the Rotunda that after the Fair, 
Ford Motor Company moved it to its present site in Dearborn, and opened it to the 


public in 1936. 
During the past 25 years 16,500,000 guests—people from every walk of life, every 


state in the union and 89 foreign countries—have visited the building. 


In the Rotunda, Ford Motor Company dealers coast-to-coast have a top tourist attrac- 
tion working for them . . . certainly the best prestige-builder ever established by 
any U.S. manufacturer and certainly unique in the automobile industry. 


Unique, too, is the mile-long test track on the Rotunda grounds: a miniature version 
of the full-size tracks used for Ford Motor Company’s automobile endurance tests. 
At this test track, visitors may choose any one of the Ford Family of Fine Cars from a 
17-car fleet and experience the performance of the product under controlled conditions. 


This is but a brief view of the Rotunda at work for you. Invite your customers and 
prospects to visit this interesting and informative “showroom” when they’re vaca- 
tioning this summer. It’s an appealing promotion that has worked for 25 years to 
pre-sell Ford Motor Company products for you! 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 


ROTUNDA SUMMER SHOW VISITING HOURS 
June 1 thru September 1 
Monday thru Friday, 8:30 a.m. to 9:00 p.m. 
Saturdays, Sundays and holidays, 1:00 p.m. to 9:00 p.m. 


Admission Free. Ample Parking. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY ¢ Ford e Falcone 

Thunderbird e Comete Mercury @e Lincoln Continental e English Ford Line e 

Ford Truckse Industrial Engines e Farm and Industrial Tractors and Equipment e 

Special Military Vehicles e Aeronutronic— Products for the Space Agee 

Ford Motor Credit Companye The American Road Insurance Companye MOTOR COMPANY 


The American Road, Dearborn, Michigan 
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Dealers Discuss Market Trends— 


J. E. Trevellyan sr., second from right, San Diego Oldsmobile dealer, and his son, 
James E., second from left, attended the recent Oldsmobile zone meeting in Burbank, 


Calif., where they brought factory officials up-to-date on San Diego marketing trends. 
Al right is Emmett P. Feely, Oldsmobile general manager, who conducted the meeting 
of 250 dealer executives from Arizona, Nevada and Southern California. At left is 
E. D. Ruth, Oldsmobile Pacific regional manager. 


Economy Engines Foreseen 


By Louis Alexander 
Staff Correspondent 


HOUSTON. — An increase of 
about 50 percent in gasoline mile- 
age is likely to be the next major 
technical change in autos, Victor 
G. Raviolo, ex- 
ecutive director of 
Ford Motor Co.’s 
engineering staff, 
said during a 
meeting of the 
American Petro- 
leum Institute 
Refining Division. 

The gains will 
come from a new 
combustion proc- 

ee ess which Raviolo 

V. G. Raviolo described as the 
“stratified charge.” It may change 
the combustion chambers of con- 
ventional engines or May come in 
diesel engines “in a new form, not 
as you have known it,” he said. 

In either case, Raviolo expects, 
production of cars containing the 
improvement will come “no sooner 
than five years and no later than 
10 years. 

“Tt ig under study in many labor- 
atories, in virtually every company 
in this country and abroad that is 
interested in automotive engines,” 
he added. 

Purpose of the research is to get 
More power out of the combustion 
process. In effect (and possibly 
oversimplified), a richer mixture or 
a stronger spark will accomplish 
this. One company (Texaco) has 
reported separating the charge (of 
gasoline and air) within the com- 
bustion chamber so that part of it 
is richer than the rest. 

An English researcher has re- 
ported injecting the fuel so that the 


Used-Car Dealers 
In Arizona Adopt 
Code of Ethics 








PHOENIX.—A code of ethics and|_ 


good practices has been adopted by 
the Arizona Used Car Dealers Assn. 

Arizona is the first state to have 
such a code, said L. A. Van Fleet, 
association president. It is also the 
first to inaugurate a_ self-policing 
action, he said. Members who vio- 
late the code will be expelled from 
the association, he said. 

The code restricts the dealer 
from using false or misleading ad- 
vertising; from misrepresenting the 
mechanical condition of his cars, 
and from the use of inferior mate- 
rials in the repair of vehicles be- 
fore or after sales. 

It also requires that all contracts 
and agreements be fully filled out 
before the buyer signs. 

Dealers who subscribe to the code 
will be identified by an “Approved 
Dealer” sign on their premises. 





Walter-Williams Clos 


THE DALLAS, Ore.—Oregon’s 
fourth oldest dealership, Walter- 
Williams Motors (Dodge), has gone 
out of business. E. M. Williams 
and W. E. Walter started selling 
cars in 1900 as part of their farm- 
machinery business. 


top level is richer than the bottom, 
and the spark excites the mixture 
where it is richest. In whatever 
form it becomes commercially fea- 
sible, Raviolo said, it will lead to 
“a new class of engines.” 

Raviolo said various laboratory 
studies have indicated “we can 
come up with gains of 40 to 50 
percent on mileage per gallon of 
fuel.” He reminded that the gains 


Dealer Describes 
3 Keys to Success 


With Land Rover 


BANGOR, Me.—In 1956 Myron 
B. Foster sold his first Land Rover, 
the first such vehicle sold in New 
England. Five years and some 200 
Rovers later, Foster revealed the 
three keys that brought him suc- 
cess with this British car. They 
are: 

1. Don’t push, Foster said he was 
willing to give the car time so that 
it would be accepted. Since Rover 
engineering qualities are suited to 
rugged New England terrain, it 
wasn’t long before these qualities 
were recognized, he said. 

Foster, a 46-year veteran of the 
automotive field, said “most of my 
customers are sportsmen and tim- 
berland owners.” 

2. No gaudy advertising, Accord- 
ing to Foster, a good car will sell 
itself. Because his clientele leans 
toward conservatism—doctors rep- 
resent a large percentage of his 
customers—Foster toned down his 
advertising. He uses direct mail, 
but considers word of mouth his 
best advertising media. 

3. Service is the greatest factor. 
Foster said he invested extensively 
in service equipment particular to 
Land Rover. Only Rover-trained 
mechanics handle repairs, he said. 





Across the Nation... 





Dawson Motor Sold 


Jay Dawson. 
ok Cd of 


Kearns Willys Opens 


Motor Co. 


+ * * 


Change by Hornquist 


MILACA, Minn.—James M. Horn- 
quist has taken over operation of 
(Chevrolet- 
which formerly was 
owned by his father, and has added 


Hornquist Motor Co. 
Oldsmobile), 


will vary with the size of engine 
and the usage made of the car. 


First application will be in taxi 
fleets, bakery fleets, delivery fieets 
and other groups which can make 
“real capital of the mileage gain,” 
Raviolo said. To these groups, he 
pointed out, the increased cost will 
be worth it, and they will be able 


to make overall. savings. 


It will probably start as an op- 
tion, on family cars, he expects, 
until both the factory and the pub- 
lic can see how and where they 
eventually 
spreading over a large part of the 


would like to use it; 


production. 


Another technical change on the 
way is the introduction of power 
packages — engine, transmission 
and drive in one package—in front- 
whee] drive cars, Raviolo said. He 
expects to see the package powered 
by a V-4 or V-6 engine, according 


to the application. 

Cars weighing 3,000 pounds and 
less will have the power package, 
Raviolo said. The larger cars are 
likely to stay with the V-8 en- 
gines. Power packages (which 
can also be worked out on rear 
engines, which would be flat as in 
the Volkswagen and Corvair) 
will come very slowly to large 
ears, Raviolo expects. 

In his talk, Raviolo said he ex- 
pects that car design in the United 
States “will settle down somewhere 
between the 2,200 and 3,000-pound 
auto, the minimum six-passenger 
to normal maximum six-passenger 
car. 

“There is a growing market in 
Europe for the minimum six-pas- 
senger car,” he said, “but physical 
limitations, particularly the widths 
of streets, will always limit them to 
smaller cars than in the United 
States. The top of their market— 
the minimum six passenger—will 
be the bottom of ours. The big sales 
volume in Europe will remain in 
the four-passenger car.” 





EL PASO, Tex.—Lone Star Mo- 
tors, Inc. (Chevrolet-Cadillac), has 
announced the purchase of Dawson 
Motor Sales, Inc. (Plymouth), from 


DENVER. — Jack Kearns Motor 
Co, (Willys), has been opened at 
3211 S. Broadway. The space was 
formerly occupied by Davidson 








Auto Dealer Changes 


Pontiac to his lines. His father, 
Millard Hornquist, has bought Cen- 
tral Motor Co., Inc. (Chevrolet- 
Buick-Oldsmobile-O pel), at Mora, 
Minn., formerly owned by Ben 
Krawiecki, and has renamed it 
Millard’s Motors. 
* 
























* * 


Budd Unit Names Norton 


Roy C. Norton jr. has been ap- 
pointed executive engineer—cus- 
tomer service, Automotive Division 
of Budd Co. 


* * 


Biddulph Takes Rambler 


LAS VEGAS.—Biddulph Rambler 
(Rambler-Jeep) has been opened 
here at 1731 Fremont by Herb 
Biddulph, former owner of Bid- 
dulph Ford Co., Boulder City, Nev. 

od * * 


Butler Appoints Son 


NEWBERG, Ore.—Howard But- 
ler has been named general man- 
ager of Butler Chevrolet Co. Carl 
Butler, his father, is president. 

* * * 


Peterson Sells Out to Dull 


ROSEBURG, Ore.—Wesley W. 
Peterson has sold his interest in 
Peterson-Dull Motors (Mercury- 
Lincoln-Comet-English Ford) to his 
partner, Howard Dull. 

* * * 


Moody Acquires Ford Deal 


INDEPENDENCE, Ore.—Robert 
Moody has acquired Hart Motor 
Co, (Ford). He had been with Floyd 
Githens (Ford) at Cottage Grove, 
Ore. 


* * * 


Economy VW Moves 


MICHIGAN CITY, Ind.—Econ- 
omy Autos, Ltd. (Volkswagen), has 
moved to larger quarters on US-421 
near US-20. Thomas J. Smith is the 
owner. 


Three Deals Sold 
In Upper Midwest 


MINNEAPOLIS. — Three dealer- 
ship sales, a franchise appointment 
and resignation have been an- 
nounced in the Upper Midwest, 

Albert J, Lange has sold Lange 
Ford, Inc., Little Falls, Minn., to 
Ted Thielen, former Ford dealer in 
Pierz, Minn. William Peck has ac- 
quired Wieland Motor Sales (Ford- 
Mercury), LeSueur, Minn., from 
Leonard Wieland. Frosaker Motor 
Co. (Chevrolet), Minot, N. D., has 
been sold to Carmen L. Johnson by 
Ole G. and Gailen H. Frosaker and 
Edgar L. Moe. 

Schultz Motor Sales, Mayville, 
Wis., headed by David Schultz, has 
been appointed a Ford dealer. 
Schommer Nash, Devils Lake, N. D., 
has resigned his Rambler franchise 
and sold his parts and equipment 
to Lake Supply Co., the commu- 


nity’s only Rambler outlet. 
* * * 


Stewart Opens VW Deal 


ERIE, Pa.—Scott Stewart, Inc., 
is the new Volkswagen dealership 
here. The firm is headed by Scott 
Stewart, former advertising and 
public relations manager for Volks- 
wagen of America, ine. 

* * 


Collins Ford Opens 
DALLAS.—Carrol Collins Ford 
has opened at 9407 Garland Rd. 
Carrol Collins is president. 
* * * 


Vespa Deal Names Officers 


PORTLAND, Ore. — Fred W. 
Sparks has been named president 
and Gale E, Gooch, vice-president, 
of Italian Motors, Ltd. (Vespa), 
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disclosed. Calvin G. MacPherson 
will carry on the operations. Black 
moved his operations from Alberta 
to British Columbia in 1947 and 
was one of the largest Mercury- 
Meteor-Lincoln dealers in Canada. 

cs * * 


Moriarty Adds Willys 
MANCHESTER, Conn.—Moriarty 
Bros, (Lincoln-Mercury), automo- 
bile dealership for 28 years, has 
been franchised to handle Willys. 
* * * 


Studebaker for Allen 


SUFFIELD, Conn.—Allen Motors 
has received a Studebaker fran- 
chise. The firm is headed by Allen 
Sweig. 





* 


* ok 
Dobbs Buys Deal 

CALDWELL, Id.—Leo J. Mason 
Motor Co. (Buick), 604 Arthur St., 
has been purchased by Howard E. 
Dobbs, who has been associated 
with his brothers, Evert and Cecil 
Dobbs, in the automobile business 
|! at Nampa, Id. 
* 


* * 


Hagen Holds Open House 


WALNUT CREEK, Calif. — Gene 
Hagen, 30, former University of 
Iowa football player, held grand 
opening of his new Buick dealer- 
ship here. He formerly was a dealer 


in Carroll, Ia. 
* + * 


From Renault to Buick 


ASBURY PARK, N. J. — Victor 
Contessa, president of Cavalier Mo- 
tors, Inc. (Renault), has been ap- 
pointed a Buick dealer here. The 
name has been changed to Cavalier 
Buick, Inc. 

* * * 


Dallas Branch Opens 


DALLAS.—Overseas Motor Corp. 
has opened a branch at 808 N. Har- 
wood. The dealership handles Jag- 
uar, Rolls-Royce, Bentley, MG, 
Austin-Healey and Morris. Dick 
Johns heads the branch. 

* ok Ed 


Renault Leases Building 


HOUSTON.—Renault of Houston 
has leased a _ 12,500-square-foot 
building at 340 S. 66th St., for use 
as a sales and service building. 

* * * 


Hebebrand Joins Goodwin 


DAYTON.—John Hebebrand, 
Columbus, has purchased control- 
ling interest in Goodwin Brothers, 
Inc. (Dodge). Hebebrand has been 
with Spitzer Dodge dealerships in 
Elyria and Columbus. 

* * * 


Deal Changes Name 


SALEM, Ore.—Valley Motors 
(Ford) has been changed to Sky- 
line Ford, according to Eugene 
Wagner, president. Wagner pur- 
chased the dealership from Leslie 
E. Davis last November. 

* * * 


Lemke in New Location 


WARREN, O.—Jack Lemke Ford 
Sales has had its grand opening 


at 444 E. Market St. Lemke for- 
merly was a Ford dealer in Hud- 


son, O. 


e 





S-P's Management Consultants Meet— 


Establishment of a dealer management department, with a trained management con- 
sultant in each of its 15 sales zones, has been announced by Studebaker-Packard 
Corp., South Bend. Objective of this service is to offer dealer management counsel to 
S-P dealers. This will include a consulting service on methods for improving new and 
used-car sales, parts and service sales, expense control and related means of increas- 
ing profits for the dealer. The consultants will work under the supervision of C. Han- 
well jr., Eastern divisional manager, South Bend, and R. C. Hume, Western divisional 
manager, San Francisco. From left, front row, are A. R. Martin, Atlanta; L. W. Russell, 
Philadelphia; M. Corricelli, New York; J. F. Sharp, Chicago; W. F. Armstrong, S-P deal- 
er management representative; J. H. Brenner, S-P assistant general sales manager— 
dealer relations; R. K. Hebb, Los Angeles; T. S. Callaghan, Portland; B. L. Peterson, 
Minneapolis. Back row: A. W. Morris, Cincinnati; F. R. Nelson, Boston; T. G. Meyers, 
Detroit; J. C. Fuhrer, Pittsburgh; Hanwell; W. Blake, business management manager, 


here. 
ae ok * 


Crouch Adds IH Line 


BOULDER, Colo.—Crouch Motor 
Co., 1001 Pearl St. (Plymouth), has 
been named dealer for Internation- 
al Harvester trucks. The firm is 
headed by Paul and William 


Crouch. 
x Oo” o* 


Black Retires in Canada 

VANCOUVER, B. C. — George 
Black has retired as president of 
Black Motors, Ltd., and hag sold 
his interest in the company which 


S-P Canadian division; W. F. Turner, dealer management department; Hume; J. A.| he has headed for 33 years. Names 


Dorrian, Kansas City, and LeRoy Johanning, San Francisco. 


of the purchasers have not been 





A Good ‘Sideline’ — 


In the spring of 1958, A. W. Eubank, 
an Indianapolis used-car dealer, became 
a dealer for Nimrod camping trailers be- 
cause “it would be a good sideline for 
his used-car business." Now, four seasons 
and three years later, he's considered one 
of the top camping trailer dealers in the 
country. Eubank sold 10 Nimrods in 1958, 
60 in 1959, 83 in 1960, and his goal for 
1961 is 150 units. ‘The basic retail price 
is $595 and, when you consider the acces- 
sories often sold with each unit, an in- 
dividual sale is higher than many used- 
car deals,"’ Eubank contends. 
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Big Three Leads Top 100... 





Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

General Motors, Chrysler Corp. 
and Ford Motor Co. ran first, sec- 
ond and third, respectively, among 
the Top 100 users of magazine: ad- 
vertising in 1960, according to fig- 
ures released by the Magazine Ad- 
vertising Bureau of the Magazine 
Publishers Assn, 

Altogether, the Top 100 adver- 
tisers spent $393,727,714 in maga- 
zines in 1960, a 10.3 percent gain 
over the $356,880,516 spent in 
1959. 

GM was on top with an expendi- 
ture of $39,118,874 and far ahead 
of second-place Chrysler, which 
spent $12,991,794. In third place was 
Ford with $11,736,280, 

Studebaker-Packard finished in 
49th place with an expenditure of 
$2,753,711; American Motors Corp. 
was 5lst with $2,709,080, and Re- 
nault, the only imported car manu- 
facturer among the Top 100 adver- 
tisers, was 96th with magazine 
expenditures totalling $1,539,342 in 
1960. 

Among the suppliers to the auto- 
motive industry were Genera] Elec- 
tric, sixth with $9,780,345; Good- 

year, 14th with $6,197,684; duPont, 
18th with $5,523,961; B. F. Goodrich, 
20th with $5,102,752; Firestone, 28th 
with $3,949,618; Standard Oil of 
New Jersey, 43rd with $3,126,197; 
U. S. Rubber, 53rd with $2,681,102; 
U. S. Steel, 55th with $2,536,781; 
Dow Chemical, 57th with $2,487,631; 
American Cyanamid, 58th with 
$2,454,391. 

Westinghouse, 63rd with $2,350,- 
518; Alcoa, 70th with $2,133,603; 
Union Carbide, 76th with $1,953,645; 
Champion Spark Plug, 81st with 
$1,862,025; Minnesota Mining, 84th 
with $1,812,383; General Tire, 93rd 
with $1,580,819, and Shell Oil, 94th 
with $1,571,975. 

* 


* * 


Dodge Is Photogenic 


Dodge cars are becoming old 
hands when it comes to movie and 
television appearances. 

Recently on the Pete and Gladys 
show, a number of Dodges got 
good exposure in a gasoline station 
story. 

Thriller TV show Malibu Run, 
formerly the Aquanauts, uses 
Dodge police cars and a Dodge con- 
vertible has been in the show. 

Lockup, another syndicated 

mystery show, has been using a 
Dodge convertible quite frequent- 
ly. Another syndicated show, 
Brothers Brannagan, which is on 
the air but out of production for 
the last few months, uses an 
older model Dodge convertible. 

Dodge’s convertibles seem to be 
a popular car star in television- 
movie circles. There’s also one on 
Assignment Underwater. 

As for motion pictures, Wild in 
the Country, 20th Century Fox’s 
picture starring Elvis Presley, has 
a Dodge police car as well as a 
Dodge truck. 

A Dodge truck, not a current 
model, also appears in The Misfits. 
Dodges also appear in Where The 
Boys Are, 

The Paramount picture, Break- 
fast at Tiffany’s, which will be re- 
leased soon, also has a new Dodge 
pickup and a Dart. 

The car’s newest starring role is 
in Fox’s Ada. 

* * * 


Neuberger Fight Continued 


Fight against a “billboard jun- 
gle,” started by the late Senator 
Richard Neuberger, is being car- 
ried on by his wife, Senator Mau- 
rine Neuberger, Oregon Democrat. 

She and three other senators 
have introduced a bill to extend for 
four years the period within which 
the Federal government may enter 
into agreements with the states for 
controlling outdoor advertising 
along the interstate system. It 
also would increase from one-half 
to one percent the incentive pay- 
ment under such agreements, 

Only one state has fully qualified 
for the bonus under the present 
law. Eight others have passed laws 
which may qualify them for par- 
ticipation. Mrs. Neuberger points 
out that although there are pend- 
ing bills before a number of states, 
“it now appears that 3 states or 
more will not have acted” by July 
1—the date by which the several 








states and the Secretary of Com- 
merce must conclude agreements 
so that states will receive their 
one-half percent bonus. 

St 


‘Advertising—A World Force’ 


“Advertising, as such, is not an 
American marvel, but the concept 
with which the American advertiser 
and American advertising agency 
has approached advertising in mod- 
ern times has made it a powerful 
force in our economic growth,” 
Norman H. Strouse, president of 
J. Walter Thompson Co. advertis- 
ing agency, told the Economic Club 
of Detroit. 

However, “this singularly differ- 
ent conceptual approach in adver- 
tising is an American marvel and 
potentially a world force of very 
great proportions and significance,” 
Strouse said. 

The day is gone when a major 
American company can confine 
itself complacently to the domes- 

tic market, Strouse said. “Just as 
major marketers move in _ this 


country from local, to regional, 
and then to national distribution, 
many have recognized they must 
move outside the U. S. to other 
free world markets if they are to 
realize their ultimate potential as 
fully matured industrial organ- 
isms. 

“And as they have moved into 
these far-flung markets, the chal- 
lenge to American business has 
been to bring to these markets 
those products, services and con- 
cepts which contributed to the 
growth of the American economy. 

“Contributions that American 
business can make are of several 
kinds: New products, product in- 
novation, technological ingenuity, 
new marketing concepts and a 
highly developed skill in the use of 
advertising techniques to reduce 
the time lag in creating a volume 


market,” Strouse said. 
* * + 


Lark Back with Mr. Ed 


Studebaker, which has been spon- 
soring the half-hour comedy series, 
“Mr. Ed,” in about 120 markets on 
a spot schedule, will move it to 
CBS-TV this fall. 

The Filmways show will be aired 
Sundays at 6:30 p.m. (EST). 


* * * 


Carr Ligget Named 
Carr Ligget Advertising has been 





named to handle advertising for all 
divisions of Weatherhead Co. 

The company advertising previ- 
ously was split among three agen- 
cies: Stoetzel & Associates, Chi- 
cago; Bayles-Kerr, Cleveland, and 
Carlson & Co., Indianapolis. 

* * * 


NSE Honors Schruth 


Peter E. Schruth, advertising di- 
rector of the Saturday Evening 
Post, has become the 12th top sales 
and marketing executive to be 
chosen as “sales 
executive of the 
year” by Nation- 
al Sales Execu- 


tives — Interna- 
tional. 
The award, 


highest honor in 
the sales man- 
agement field, 
was made by 
NSE’s President 
Fred Emerson at 

P. E. Schruth a luncheon cli- 
maxing the organization’s 26th an- 
nual convention in San Francisco. 


Established in 1950 to provide 
recognition for outstanding leaders 
in selling and marketing, the ac- 
colade is given each year to the 
sales executive “who, through ex- 
emplifying the spirit of confident 
selling, has contributed to and in- 
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spired others in raising standards 
of living throughout the Free 
World.” 


* * * 


Personnel Changes 

Eugene F. Shaw from Chrysler 
Corp. to vice-president in charge 
of Industrial and Special Events 
Division of Sedan Associates, De- 
troit . . . Arthur A. Cerre from 
president of Cerre Co., national 
sales promotion and merchandising 
firm, to newly created post of vice- 
president and director of sales for 
Walker & Co., Michigan’s largest 
outdoor advertising firm . . . Fred 
H. Geyer from sales manager to 
public relations manager of C. E. 
Niehoff & Co., Chicago. 

William F. Toomey from regional 
advertising manager of American 
Aviation Publications to Western 
advertising manager for two Ziff- 
Davis publications, Car and Driver 
and Popular Photography ... 
William O. Merritt from manager 
of the Los Angeles regional adver- 
tising staff of U. S. Industries, Inc., 
to advertising and sales promotion 
manager for Clayton Mfg. Co., El 
Monte, Calif....J. A. Lawson 
from special assistant to the vice- 
president, sales divisions to direc- 
tor of sales promotion for Chrysler 
and Imperial. 








From left to right: Milton Cross, the “Voice of Opera” 
— and announcer for Texaco’s Metropolitan Opera 
Broadcasts; Chet Huntley, famous newscaster of the 
Texaco Huntley-Brinkley Report ; MarionJ.Epley,Jr., 


Senior Vice President of Texaco Inc., at the luncheon 
meeting of the Radio and Television Executives Soci- 
ety of New York, April 18, 1961—when presentations 
were made of the highly coveted Peabody Awards. 


Texaco News and Opera programs win Peabody Awards! 


BOTH the Texaco Huntley-Brinkley Report (TV) 
and Texaco’s Metropolitan Opera Broadcasts 
(radio) receive the coveted George Foster Peabody 
Awards! This is the first time that two regularly- 
scheduled programs, sponsored by the same organi- 
zation, have been winners in the same year. 

Chet Huntley, shown above, accepts the Peabody 
Award for the best television news program of 
1960. Mr. Epley of Texaco accepts the Peabody 
Award for the Texaco-Metropolitan Opera Radio 


Network — for outstanding public service — 1960. 
Administered by the University of Georgia, the 


Peabody Awards are widely 


considered the most 


significant of all citations for excellence in the 


broadcasting industry. 


We are proud to be the sponsor of two award- 
winning programs. But even more satisfying is the 
fact that both programs are remarkably successful 
in building more friends and more sales for Deal- 


ers, Consignees and Distributors of TEX ACO 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of ’61s added and ’53s dropped in November, 1960. Prices of ’60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * * 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of May 10, Market 
shows very little signs of weakening. De- 
mand remains strong. Sold 175 cars from 
270 consignments. 

BUICK—’60 Electra 225 4-dr. hardtop, $2,- 
670* (ps); Invicta 4-dr., $2,405* (ps); 
Electra 4-dr. hardtop, $2,400* (ps); 
LeSabre conv., $2,355*; 2-dr. hardtop, 
$2,250* (ps). 

’59 LeSabre 4-dr., $1,420* (ps), $1,295*; 

2-dr. hardtop, $1,410* (ps). 

’58 Century 4-dr. Riviera, $850* (ps); 4- 

dr., $790*, 

’57 Special 2-dr., $690* (ps), $655*; 4- 

dr., $680*, $575*. 

’56 Special 4-dr., $500* (ps). 

’53 Special 4-dr., $100*. 


CADILLAC—’59 de Ville 4-dr. hardtop, $2,- j 


875* (ps). 
’5S (62) Coupe de Ville, $1,650* (ps). 
’B7 (62) 4-dr., $1,570* (ps). 


CHEVROLET—’61 Impala (8) 4-dr. hard- 
top, $2,375* (ps); Corvair 700 (6) 2- 
dr., $1,750. 

60 Corvette (8) conv., $2,830*; Impala 
(8) conv., $2,280* (ps), $2,255* (ps), 
$2,200* (ps), $2,165*, $2,040*; Brook- 
wood (8) 4-dr., $2,000* (ps), $1,745*; 
Brookwood (6) 4-dr., $1,650; Kings- 
wood (8) 4-dr., $1,990*; Bel Air (8) 


2-dr. hardtop, $1,990* (ps); 4-dr., $1,- 
745* (ps), $1,550*; 4-dr, hardtop, $1,- 
715*; Bel Air (6) 2-dr., $1,620*; Bis- 
cayne (6) 4-dr., $1,605, $1,550*; 2-dr., 
$1.550; Monza (6) 2-dr., $1,665, $1,- 
605; Corvair 700 (6) 2-dr., $1,540*, 
$1,350*. 

’59 Impala (8) conv., $1,625* (ps); Im- 
pala (6) 2-dr., $1,475*; Nomad (8) 4- 
dr., $1,600* (ps); Parkwood (8) 4-dr., 
$1,470* (ps); Parkwood (6) 4-dr., $1,- 
360*, $1,295; Bel Air (6) 4-dr., $1,290, 
$1,260*; Bel Air (8) 4-dr., $1,270*, $1,- 
090*; 4-dr. hardtop, $1,110*; 2-dr., $1,- 
230*; Brookwood (6) 4-dr,, $1,275, $1,- 
090*; Biscayne (6) 2-dr., $1,030, $975. 

’58 Impala (8) conv., $1,170*; Nomad (8) 
4-dr., $1,165* (ps); Bel Air (8) 4-dr., 
$1,060*, $825* (ps); Biscayne (6) 4- 
dr., $950*, $865*, $800*; 2-dr., $900*, 
$790; Biscayne (8) 4-dr., $940*. 

’57 Bel Air (8) station wagon 4-dr., 
$905*; 4-dr., $800*; 2-dr., $600*; Two- 


ten (8) station wagon 4-dr., $745*, 
$725; Two-ten (6) 2-dr., $700, 
°56 Bel Air (8) 2-dr., $625* (ps); 4-dr. 


hardtop, $575*; Two-ten (8) 2-dr., 
$440*; 4-dr., $200*. 

’55 Two-ten (6) 4-dr., $465*, $215; Two- 
ten (8) 4-dr., $185*; Bel Air (8) 4-dr., 
$215*, $200*. 

DODGE—'60 Dart 
310. 

’BS Sierra (8) 4-dr., $675* (ps); Coronet 
(6) 4-dr., $665. 

’57 Coronet (8) 2-dr. hardtop, $715*; 2- 
dr., $415, 

’56 Royal (8) 4-dr., $145. 

’55 Coronet (8) 4-dr., $220; 2-dr. 
top, $130*. 

EDSEL—’58 Corsair 2-dr. 

FORD—’61 Thunderbird (8) 2-dr. 
$3,575* (ps); Fairlane 500 (6) 
$1,740. 

’60 Galaxie (8) conv., $2,075* (ps); 2-dr., 
$1,855*; 4-dr., $1,830* (ps), $1,615* 
(ps); starliner, $1,750* (ps); Galaxie 
(6) 2-dr., $1,550; Fairlane (8) 4-dr., 
$1,390* (ps); Fairlane (6) 2-dr., $1,- 
230, $1,080; Falcon (6) 4-dr., $1,380; 
2-dr., $1,300. 

’59 Galaxie (8) 2-dr., $1,455* (ps); 2-dr. 
Victoria, $1,445*, $1,400*; 4-dr., $1,- 
280* (ps); Fairlane 500 (8) 2-dr., $1,- 
375* (ps); Fairlane (8) 2-dr., $1,115*; 
Ranch Wagon (8) 2-dr., $1,110*; Ranch 


(6) Seneca 4-dr., $1,- 


hard- 


hardtop, $455*. 
hardtop, 
2-dr., 


Wagon (6) 2-dr., $1,080*; Custom 300 
(6) 2-dr., $1,080*; Custom 300 (8) 2- 
dr., $1,040*. 


’5S Fairlane (8) 2-dr., $720; 4-dr., $640*; 
Country Sedan (8) 4-dr., $700*; Custom 
300 (8) 2-dr., $695. 

’57 Custom (6) 2-dr., $575* (ps); Fair- 
lane 500 (8) 2-dr. Victoria, $550*. 

56 Thunderbird (8) conv., $1,450* (ps); 
Fairlane (8) 2-dr. Victoria, $335*, 

’55 Custom (8) 2-dr., $150*. 

’22 Model T 2-dr., $500. 

LINCOLN—’57 Premiere 2-dr., $900* (ps). 

’55 Capri 2-dr. hardtop, $180* (ps). 


MERCURY—’60 Colony Park 4-dr., $2,250* 
(ps). 
59 Montclair 4-dr., $1,435* (ps); Mon- 
terey 2-dr., $1,025*. 


’58 Turnpike Cruiser 4-dr, hardtop, $855 


(ps); Park Lane 2-dr. hardtop, $800* 
(ps). 

’57 Monterey 4-dr., $550*; 2-dr,, $420* 
(ps). 


’55 Monterey 2-dr. hardtop, $190*. 








OLDSMOBILE — ’61 (98) 2-dr., $3,150* 
(ps); (88) 4-dr, Holiday, $2,565* (ps). 
60 (88) conv., $2,450* (ps); 4-dr. Holi- 
day, $2,330* (ps). 
°59 (88) 4-dr., $1,700* (ps). 
’58 (88) 2-dr. Holiday, $1,145* (ps); 4- 
dr., $1,055* (ps). 
’57 (88) 4-dr., $715*, $495* (ps), $375*; 
(88) Super 4-dr. Holiday, $680* (ps). 
’56 (88) Super 2-dr., $610* (ps). 
’55 (88) Super 2-dr, Holiday, $255*. 
PLYMOUTH—’59 Fury (8) 4-dr., $950* 


(ps). 

’5S Belvedere (8) 2-dr, hardtop, $700* 
(ps). 

’57 Belvedere (8) 4-dr., $365*; Savoy (8) 
4-dr., $295*. 

’56 Belvedere (8) 4-dr., $400* (ps); 
Plaza (6) 4-dr., $255*. 

PONTIAC—’61 Tempest (4) Safari 4-dr., 

$1,960. 

’60 Bonneville conv., $2,650* (ps), $2,- 


605* (ps); sport coupe, $2,490* (ps); 
Catalina 4-dr, Vista, $2,240* (ps), $2,- 
205* (ps), $2,100* (ps); sport coupe, 
$2,180* (ps), $2,065. 

’59 Bonneville conv., $1,950* (ps); 4-dr. 
Vista, $1,800* (ps); Star Chief 4-dr., 
$1,690* (ps); Catalina 4-dr, Vista, $1,- 
665* (ps). 


‘57 Chieftain 4-dr., $665* (ps); Star 
Chief 4-dr., $615* (ps). 
56 Star Chief 4-dr., $295* (ps); Chief- 


tain 2-dr., $200*, 
RAMBLER—’60 Super (6) station wagon 
4-dr., $1,555*. 
’59 Super (6) station wagon 4-dr., 
160*. 
’5S Super (6) station wagon 4-dr., $750. 
MISCELLANEOUS — ’58 Chevrolet %-ton 
stake, $665. 


ALBANY 


Tim Anspach Dealer’s Auto Auction, Sale 
every Monday. Prices are for sale of May 
8. Top grade cars and clean Chevrolets led 
the parade at our car auction here today. 
Seedy looking and not ready to sell units 
remained unsold. Sold 126 cars from 154 
consignments. 


BUICK—’58 Special 
$1,000*. 

’57 Super 4-dr. Riviera, $750* (ps); Spe- 
cial 4-dr. Riviera, $670*; 2-dr., $350. 

’56 Super 4-dr., $510* (ps); 2-dr. Rivi- 
era, $400* (ps); 4-dr. Riviera, $300* 
(ps); Special 2-dr., $460*. 

’55 Century 4-dr, Riviera, $490*. 

’53 Special conv., $200*. 

CADILLAC—’58 (62) Sedan de Ville, $1,- 
925* (ps). 
’55 (60) Special 4-dr., $575* (ps), 
CHEVROLET—’61 Corvair 900 (6) 
$2,050*. 

’60 Impala (8) sport coupe, $2,100* (ps), 
$2,050*; Bel Air (8) 4-dr., $1,600*; Bis- 
cayne (6) 4-dr., $1,360*. 

’59 Impala (6) 4-dr., $1,410*; Impala (8) 
4-dr., $1,285* (ps); Bel Air (8) 4-dr., 
$1,360*, $1,200*, $1,175*; Bel Air (6) 
4-dr., $1,120; 2-dr., $1,075; Parkwood 
(6) 4-dr., $1,275*; Biscayne (6) 4-dr., 
$1,140. 

’58 Brookwood (8) 4-dr. (9 pass.), $1,- 
110*; Nomad (8) 4-dr., $1,100* (ps); 
Bel Air (8) 2-dr., $1,050*, $1,030*; 
Delray (6) 2-dr., $635. 

’57 Two-ten (6) station wagon 4-dr., 
$940; sport coupe, $925*; 4-dr., $810*; 
2-dr., $680, $525*; Two-ten (8) station 
wagon 4-dr., $890*; 4-dr., $785; sport 
sedan, $690*; Bel Air (8) 4-dr., $680* 
(ps); One-fifty (8) 2-dr., $575. 

’56 Bel Air (8) sport sedan, $685* (ps); 
conv., $610*; 4-dr., $570*; Bel Air (6) 
2-dr., $600*; Two-ten (6) 2-dr., $625*, 
$485, $440*, $250*; sport sedan, $520; 
station wagon 4-dr., $310; Two-ten (8) 
station wagon 4-dr., $530*. 

’55 Two-ten (6) 4-dr., $460*; 2-dr., $360; 
Two-ten (8) 4-dr., $170*; Bel Air (8) 
2-dr., $390, 

’54 Two-ten 2-dr., $310, $285. 

’53 Two-ten 2-dr., $190*. 

CHRYSLER—’57 Windsor 2-dr., $535*; 4- 
dr., $400* (ps). 

’54 Windsor Deluxe (6) 4-dr., $160*, 

DeSOTO—’56 Firedome 4-dr. hardtop, $190* 
(ps). 
DODGE—’57 Coronet (6) 4-dr., $340. 
’56 Custom Royal (8) 4-dr., $380*. 
’55 Royal (8) 2-dr. hardtop, $420*. 
FORD—’60 Galaxie (8) 4-dr., $1,790* (ps); 
starliner, $1,650* (ps), 

’59 Custom 300 (8) 4-dr., 
lane (8) 4-dr., $975. 

’58 Country Squire (8) 4-dr., $900* (ps); 


$1,- 


2-dr., $1,010* (ps), 


2-dr., 


$1,125; Fair- 


Fairlane 500 (8) 2-dr., $840*, $800*. 
’57 Fairlane (8) 2-dr. Victoria, $725* 
(ps); 2-dr., $360*; Custom 300 (8) 4- 
dr., $575*; 2-dr., $540*. 
’56 Country Squire (8) 4-dr., $510*; Fair- 


lane (8) 4-dr., $460* (ps); Custom (8) 
2-dr., $450* (ps), $325*; 2-dr. Victoria, 
$380*; Ranch Wagon (8) 2-dr., $400. 

’55 Ranch Wagon (8) 2-dr., $300*; Main 
(6) 2-dr., $240. 

’54 Crest 4-dr., $160. 

’53 Custom 4-dr., $160*. 

LINCOLN — '56 Premiere 

$625* (ps). 


2-dr. hardtop, 


MERCURY—’59 Park Lane conv., $1,560* 
(ps). 
’58 Monterey 2-dr., $625. 
’57 Montclair 2-dr. hardtop, $550* 
’56 Monterey 4-dr., $380* (ps). 
’55 Monterey 2-dr. hardtop, $110*. 
OLDSMOBILE—’59 (88) 2-dr., $1,550*. 
’5S8 (88) 2-dr. Holiday, $1,160* (ps). 
’57 (98) 4-dr. Holiday, $750* (ps). 
’56 (88) 4-dr., $260*. 
PLYMOUTH—’60 Fury (8) 4-dr., 
(ps); Valiant (6) 4-dr., $1,210. 
59 Suburban (8) Custom 4-dr., 
(ps); Savoy (8) 4-dr., $900. 
’58 Savoy (8) 2-dr., $585*. 
’57 Belvedere (8) 4-dr., $410*; Suburban 
(8) Custom 4-dr., $380*. 
’55 Belvedere (6) 4-dr., $350*; Plaza (8) 
Suburban 4-dr., $285*, 
PONTIAC — ’58 Chieftain 2-dr, 
$1,010*. 
’56 Star Chief conv., $525*. 
’55 Chieftain 4-dr., $280*. 
RAMBLER—’59 Ambassador Super (8) 4- 
dr., $1,250* (ps); Super (6) 4-dr., $1,- 
200*. 
’57 Deluxe (6) 4-dr., $370. 


(ps). 





$1,650* 
$1,450* 


Catalina, 
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ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-7821 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our I5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 





Frequency Rates: Listing (maximum: three lines of 
column—maximum 
Automotive News, Detroit 7, Michigan. 


@ 1961, by Automotive News 





’56 Super (6) 4-dr., $360*. 

’55 Custom 4-dr., $260*. 

’54 Super 4-dr., $120. 
MISCELLANEOUS—’59 Ford 

up, $900. 

’58 Ford %-ton pickup, $550. 

’52 Chevrolet %-ton pickup, $220, 

’38 LaSalle 4-dr., $110. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of May 10. 


BUICK—’60 LeSabre 4-dr., $1,950*; 

$1,600*. 

’59 LeSabre 4-dr., $1,750*; Electra 4-dr. 
hardtop, $1,730* (ps). 

5S RM 2-dr. Riviera, $1,280* (ps); Spe- 
cial conv., $1,190* (ps), 

’56 Special 2-dr., $400*. 

’55 Special 2-dr., $250*. 


%-ton pick- 


2-dr., 


CADILLAC — ’59 de Ville 2-dr. hardtop, 
$3,050* (ps). 
’58 (60) Special 4-dr. hardtop, $2,125* 
(ps). 


’56 (62) 2-dr. hardtop, $795* (ps). 
"55 (62) 2-dr. hardtop, $685* (ps). 








CHEVROLET—’60 Impala (8) conv., $2,- 
275*, $2,150*, $2,035* (ps); $1,950, 
sport sedan, $1,995*; Parkwood (8) 4- 


dr., $1,835*, $1,800* (ps), $1,775*; Bel 
Air (8) sport sedan, $1,630* (ps); Bel 
Air (6) 4-dr., $1,490*; Biscayne (6) 4- 
dr., $1,465*; Corvair (6) 4-dr., 2 at 
$1,325. 

’59 Impala (8) sport sedan, $1,575*; sport 
coupe, $1,515*, $1,375*; Brookwood (8) 
4-dr., $1,370*, $1,275*; Bel Air (8) 4- 
dr., $1,270*; 2-dr., $950*; Biscayne (6) 
2-dr., $1,130*; Biscayne (8) 2-dr., 
$960*. 

’58 Impala (8) conv., $1,275* (ps), $1,- 
200* (ps); sport coupe, $1,130* (ps); 
Brookwood (8) 4-dr., $975*, $870*; Bel 
Air (8) sport coupe, $970* (ps); Bis- 
cayne (8) 2-dr., $850*; Delray (6) 2- 
dr., $770; Delray (8) 2-dr., $750. 

’57 Bel Air (8) conv., $950* (ps); sport 
sedan, $890*, $750* (ps), $735*; 4-dr., 
$750*; 2-dr., $700*; Bel Air (6) 4-dr., 
$875*; Two-ten (6) 2-dr., $725*; Two- 
ten (8) station wagon 4-dr., $710*; 4- 
dt., $700*. 

’56 Bel Air (8) 4-dr., $600*; Bel Air (6) 
4-dr., $285; Two-ten (6) 2-dr., $455. 

’55 Two-ten (8) 2-dr., $210. 

DeSOTO-—~’57 Firedome 2-dr. hardtop, $635* 
(ps); Fireflite 2-dr. hardtop, $565* 
(ps). 

DODGE—’'60 Polara (8) 4-dr. hardtop, $1,- 
880*; Matador (8) station wagon 4-dr., 


$1,815*; Dart (8) Pioneer 2-dr., $1,- 
665*. 
FORD—’'61 Thunderbird (8) 2-dr. hardtop, 


$3,460* (ps); Galaxie (8) starliner, $2,- 
335* (ps); Fairlane (8) 2-dr., $1,800*. 
’60 Thunderbird (8) conv., $2,890* (ps), 
$2,850*; Galaxie (8) conv., 2 at $2,- 
150*, 2 at $2,125*; 4-dr. Victoria, $1,- 
875*; 4-dr., $1,800*, $1,640*; starliner, 
$1,775*, $1,660* (ps); Fairlane 500 (8) 
4-dr., $1,650* (ps); Country Sedan (6) 


4-dr., $1,600; Custom 300 (8) 4-dr., 
$1,350; Falcon (6) 2-dr., $1,300, $1,- 
250. 

’59 Thunderbird (8) 2-dr, hardtop, $2,- 
210*; Galaxie (8) 2-dr., $2,175*, $1,- 
120*; conv., $1,625* (ps), $1,575* (ps), 
$1,430*; 2-dr. Victoria, $1,450 (ps), 
$1,420*, $1,375*; 4-dr. Victoria, $1,- 


440*; 4-dr., $1,330*; Fairlane (8) 2-dr., 
$1,090*; 4-dr., $1,070*; Custom 300 (6) 
4-dr., $1,000*. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
850; Fairlane 500 (8) 4-dr., $745* (ps); 
Custom 300 (8) 4-dr., $700, $635*; 2- 
dr., $625*. 

’57 Fairlane (8) 2-dr. Victoria, $600*; 
Fairlane 500 (8) 4-dr., $460*; Custom 
300 (8) 4-dr., $280*. 

’55 Fairlane (8) 4-dr., $330* (ps); Ranch 
Wagon (8) 2-dr., $180*, 

’54 Crest (8) 4-dr., $390*. 

LINCOLN—’59 Continental Mark IV 2-dr. 
hardtop, $2,325* (ps). 
$1,- 


’58 Continental Mark VIII conv., 
750* (ps). 

MERCURY—’60 Colony Park (8) 4-dr., $2,- 

(Continued on Page 29, Col, 1) 
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}—$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Dis- 
inches on 2 columns.) For display Rates contact Want Ad 






MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


Aptco 
DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


NEW JERSEY 


N-A-D-E 
0 
OVER 


YMG 


EVERY WEEK WN TS) 

yn of Penna. and N. J. Turnpikes 
Bordentown, N. J 

pike » AXminster 8-3400 








For buying, selling, trading ANY- 
THING automotive, Automotive 
News Want Ads get quick results! 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. 














NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 





NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 


Albany 5, N. Y. 


Every Monday — II O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 
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000* (ps); Montclair 2-dr. hardtop, 


$1,750*. 
°659 Par Lane 2-dr. hardtop, $1,550* 
(ps); onterey 2-dr. hardtop, $1,285*. 


°58 Park Lane 2-dr, hardtop, $765* (ps). 

’57 Monterey 2-dr. hardtop, $620*, 

’56 Montclair 4-dr, hardtop, $650*. 
NASH—’56 Statesman (6) 4-dr., $175*. 
OLDSMOBILE—’ 60 (88) 4-dr. Holiday, $2,- 

215*; Fiesta 4-dr., $2,200* . 

’59 (88) 4-dr. Holiday, $1,630*. 

58 (88) Super 4-dr., $1,125* (ps); 4-dr. 
Holiday, $950* (ps); (88) 4-dr., $1,- 
075* (ps); 2-dr, Holiday, $985*. 

’57 (88) 4-dr. Holiday, $775* (ps); 2-dr. 
Holiday, $625*, 

’56 (98) conv., $560* (ps). 

PLYMOUTH—’59 Savoy (6) 4-dr., $700. 

’57 Belvedere (8) 4-dr., $445* (ps); 
Plaza (6) 2-dr., $280; Savoy (8) 4-dr., 
$280*. 

PONTIAC—’60 Bonneville sport coupe, $2,- 
475*; conv., $2,310* (ps); Ventura 4-dr. 
Vista, $2,230* (ps); sport coupe, §$2,- 
205* (ps); Catalina 4-dr. Vista, $2,210* 
(ps). 

59 Bonneville 4-dr. Vista, $1,835* (ps); 
Star Chief 4-dr., $1,750*; Catalina 4- 
dr., $1,725*; 2-dr., $1,385*. 

’58 Chieftain 2-dr. Catalina, $1,025*. 

RAMBLER—’59 Custom (6) 4-dr., $1,190*; 
Rebel (8) Custom 4-dr., $1,090* (ps), 
$950; Super (6) Cross Country 4-dr., 
$1,075. 

’58 Super (6) 4-dr., $615*. 
MISCELLANEOUS — ’60 Ford Ranchero 

pickup, $1,075. 

58 Chevrolet Apache pickup, $720. 

’57 Ford Ranchero pickup, $735, 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are for 
sale of May 9. 

BUICK—’61 Invicta 4-dr. hardtop, $3,100* 
(ps). 

’60 Invicta 2-dr. hardtop, $2,175* 
4-dr., $2,160* (ps). 

’59 Invicta conv., $1,910* (ps); 4-dr. 
hardtop, $1,775* (ps); 2-dr. hardtop, 
$1,710* (ps); Electra 4-dr. hardtop, 
$1,835* (ps); LeSabre 2-dr., $1,680* 
(ps); 4-dr., $1,535 *(ps). 

’58 Super 2-dr. Riviera, $1,150* (ps). 

_’57 Century Estate Wagon, $930* (ps); 
RM 4-dr. Riviera, $730* (ps); Special 
2-dr. Riviera, $700* (ps), $600*; Super 
2-dt. Riviera, $620* (ps). 

56 Super 4-dr. Riviera, $450* (ps). 

°55 Century Estate Wagon, $495* (ps); 
4-dr. Riviera, $445*; Special 2-dr. Rivi- 
era, $360*. 

CADILLAC—’60 de Ville 4-dr. hardtop, $4,- 
275* (ps), $3,810* (ps); 2-dr. hardtop, 
$4,060* (ps); (62) 2-dr. hardtop, $3,- 
800* (ps); 4-dr., $3,750* (ps). 

"59 de Ville 4-dr. hardtop, $3,465* (ps), 
$3,400* (ps), $3,375* (ps); (62) 4-dr., 
$3,190* (ps), $2,775* (ps); 2-dr. hard- 
top, $3,000* (ps), $2,985* (ps). 

*58 (62) 2-dr. hardtop, $2,450* (ps); Se- 
dan de Ville, $2,365* (ps); (60) Special 
4-dr. hardtop, $2,300* (ps). 

’57 (62) Coupe de Ville, $1,775* (ps), $1,- 
765* (ps); conv., $1,710* (ps), $1,605* 
(ps); Sedan de Ville, $1,525* (ps); 4- 


(ps) ; 


dr., $1,490* (ps); 2-dr. hardtop, $1,- 
490* (ps). 
"56 (62) Sedan de Ville, $1,175; 2-dr. 


hardtop, $1,130* (ps); Coupe de Ville, 
$1,010; Eldorad@ Seville, $1,150. 

’55 (62) 2-dr. hardtop, $925, $845; conv., 
$740; (60) Special 4-dr., $850, $750. 

CHEVROLET—’61 Corvair Monza (6) 2- 
dr., $2,210; Biscayne (6) 2-dr., $2,- 
100*. 

°60 Impala (8) sport coupe, $2,200* (ps), 
$2,145, $2,085*, $2,050*, $2,025* (ps); 
conv., $2,130* (ps), $2,110* (ps), $2,- 
085 (ps), $2,080* (ps), $2,075* (ps); 
sport sedan, 2 at $2,100* (ps); Park- 
wood (8) 4-dr., $2,150* (ps), $1,900; 
Brookwood (8) 4-dr., $1,885; Biscayne 
(6) 2-dr., 2 at $1,485* (ps); Corvair 
500 (6) 4-dr., $1,350. 

’*59 Impala (8) sport coupe, $1,810, $1,- 
770* (ps), $1,740* (ps), $1,735* (ps), 
$1,685* (ps), $1,680* (ps); sport sedan, 
$1,735* (ps), $1,725* (ps), $1,545* 
(ps); 4-dr., $1,385* (ps); conv., $1,- 
285* (ps); Impala (6) conv., $1,535*; 
Parkwood (8) 4-dr., $1,695*, $1,585; 
Brookwood (8) 4-dr., $1,485*; Bel Air 


(8) 4-dr., $1,440*, $1,420*, $1,385* 
(ps); 2-dr., $1,385* (ps); Biscayne (8) 
4-dr., $1,290* (ps), $1,155*; Biscayne 


(6) 2-dr., $1,100, $1,060. 

’58 Corvette (8) conv., $2,050, $1,890; 
Impala (8) sport coupe, $1,415* (ps), 
$1,335* (ps), $1,230* (ps), $1,200*, 
$990*; conv., $1,100* (ps); Impala (6) 
conv., $1,060; Brookwood (6) 4-dr., $1,- 
100*; Yeoman (6) 2-dr., $1,075*; Bel 
Air (8) 4-dr., $935*; Biscayne (6) 4- 
dr., $785; Delray (6) utility sedan, 
$710*. 

’5bT Bel Air (8) station wagon, $1,050*; 
conv., $980; sport coupe, $975*; 4-dr., 
$760*, $700* (ps); Two-ten (8) sport 
coupe, $955; One-fifty (8) 4-dr., $755; 
One-fifty (6) 2-dr., $600. 

56 Bel Air (6) sport coupe, $775*; Bel 
Air (8) sport sedan, $735*, $725*; 
sport coupe, $735*; 4-dr., $720*, $685*; 
conv., $690* (ps); Two-ten (8) 2-dr., 
$745; 4-dr., $700 (ps), $535; Delray, 
$655; Nomad (8) 4-dr., $735*; One-fifty 
(8) 2-dr., $635. 

’55 Bel Air (8) sport coupe, $560*; 2-dr., 
$540; station wagon, $515* (ps); 4-dr., 
$510*, $435* (ps); conv., $490*; Bel 
Air (6) 4-dr., $460*, $420*; Two-ten 
(8) station wagon, $535*, $525*; 2-dr., 
$500; Delray, $475*; 4-dr., $435* (ps); 
Two-ten (6) station wagon, $465; Del- 
ray, $460; 4-dr., $435*. 

CHRYSLER—’59 Saratoga 4-dr. 
$1,600* (ps). 

*58 (300) 2-dr. hardtop, $1,785* (ps). 

°57 NY 2-dr. hardtop, $1,140* (ps); Sara- 
toga 2-dr. hardtop, $925* (ps); Wind- 
sor 2-dr. hardtop, $750*, $735*. 

’56 Windsor 4-dr., $615* (ps), $400* (ps); 
NY 2-dr. hardtop, $605* (ps). 

’55 Windsor 4-dr., $170*. 

COMET — ’60 Comet 2-dr., 
$1,630. 

DeSOTO—’57 Fireflite 2-dr. hardtop, $750* 
(ps); Firedome 4-dr., $575* (ps). 

DODGE—’59 Coronet (8) 4-dr., $1,375* 


hardtop, 


$1,650; 4-dr., 


(ps). 

*58 Custom Royal (8) 2-dr. hardtop, $1,- 
100*; Coronet (8) conv., $750* (ps). 
57 Custom Royal (8) 4-dr., $705* (ps); 
Sierra (8) 4-dr., $670; Coronet (8) 4- 

dr. hardtop, $585* (ps). 


(ps); Royal (8) 2-dr. hardtop, $420*; 
’56 Custom Royal (8) 2-dr. hardtop, $490* 
Coronet (8) 2-dr., $390*. 
’55 Royal (8) Sierra 4-dr., $445*; 2-dr. 
hardtop, $425*; Coronet (8) 4-dr., 


$200*. 

EDSEL—’58 Roundup (8) 2-dr., $810*; 
Pacer 4-dr., $780* (ps); Ranger 2-dr. 
hardtop, $780* (ps); Citation conv., 
$710* (ps). 

FORD—’61 Thunderbird (8 ) 2-dr. hardtop, 
$4,350* (ps), $3,875* (ps), $3,775* 


(ps); Galaxie (8) 2-dr., $2,300. 

’60 Thunderbird (8) 2-dr. hardtop, $3,- 
050* (ps), $2,935* (ps); conv., $2,990* 
(ps), $2,955* (ps); Country Sedan (8) 
4-dr. (9 pass.), $1,935* (ps), $1,920*; 
Country Sedan (6) 4-dr., $1,635* (ps); 
Ranch Wagon (8) 4-dr., $1,730*, $1,- 
615; Galaxie (8) starliner, $1,710; Fal- 
con (6) station wagon 2-dr., $1,675*; 
2-dr., $1,350; Fairlane 500 (8) 4-dr., 
$1,410. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
510* (ps), $2,310* (ps), $2,300* (ps); 
conv., $2,500* (ps); Country Sedan (8) 
4-dr., $1,575* (ps); Country Squire (8) 
4-dr., $1,560* (ps); Galaxie (8) 2-dr. 
Victoria, $1,485* (ps), $1,435* (ps); 4- 
dr. Victoria, $1,425* (ps); Fairlane 500 
(8) 2-dr. Victoria, $1,425* (ps), $1,- 
eS (ps); Custom 300 (6) 2-dr., $1,- 
085. 

’58 Thunderbird (8) 2-dr. hardtop, $2,- 
100* (ps), $2,035* (ps); Country Sedan 
(8) 4-dr. (9 pass.), $1,410* (ps); Fair- 
lane 500 (8) skyliner, $1,150* (ps); 4- 
dr. Victoria, $1,035* (ps); conv., $995* 
(ps); 2-dr., $940*; 2-dr. Victoria, $885* 
(ps); Custom 300 (8) 2-dr., $665*. 

’57 Fairlane 500 (8) skyliner, $985* (ps); 
4-dr. Victoria, $865* (ps); Country 
Squire (8) 4-dr., $970* (ps); Country 
Sedan (8) 4-dr., $865* (ps), $840* 
(ps), $785*, $710*; Ranch Wagon (8) 
2-dr., $690*, $660*; Custom (8) 2-dr., 
$610; Custom 300 (8) 4-dr., $460. 

’56 Thunderbird (8) conv., $1,415; Coun- 
try Sedan (8) 4-dr., $400; Custom (8) 
4-dr., $380*; Fairlane (8) 2-dr., $360*. 

’55 Thunderbird (8) conv., $1,200* (ps); 
Fairlane (8) 2-dr. Victoria, $490*, 
$250*; 2-dr., $400*; Country Sedan (8) 
4-dr. (9 pass.), $405*; (6 pass.), $380*; 
Main (6) 2-dr., $205. 

IMPERIAL—’58 Crown 4-dr., $2,030*. 

LINCOLN—’59 Continental Mark IV conv., 
$2,835*; Premiere 4-dr. hardtop, $2,- 
470*, $2,300* (ps). 

’54 Capri 4-dr., $275* 
dr., $215* (ps). 

MERCURY—’59 Park Lane 4-dr. hardtop, 
$1,680* (ps); Commuter 4-dr. (9 
pass.), $1,600*; Monterey 4-dr. hard- 
top, $1,535* (ps). 

’58 Commuter 2-dr., $950* (ps); Monterey 
2-dr., $900*. 

’57 Montclair 2-dr. hardtop, $880*; 4-dr. 
hardtop, $700* (ps); Commuter 4-dr., 
$785* (ps); Monterey 2-dr., $680*, $625. 

’56 Monterey 2-dr. hardtop, $500*, $445* 
(ps); station wagon, $450* (ps); 4-dr., 
$435*; Montclair 2-dr. hardtop, $450*; 
conv., $400* (ps); Custom 2-dr., $325* 
(ps). 

’55 Monterey 2-dr. hardtop, $380*, $300*, 
$285*; 4-dr., $295*; Montclair conv., 
$310* (ps). 

’54 Monterey 4-dr., $245*. 

OLDSMOBILE—’61 F-85 4-dr., $2,375*. 

60 (88) Super conv., $2,650* (ps); (98) 
2-dr. Scenic, $2,605* (ps); (88) conv., 
$2,400* (ps). 

’59 (88) Super 2-dr. Scenic, $2,070* (ps), 
$2,015* (ps), $1,710* (ps); conv., $1,- 
905* (ps); (98) conv., $1,895* (ps); 
(88) 4-dr. Holiday, $1,800* (ps). 

"58 (88) Super 2-dr. Holiday, $1,370* 
(ps); (98) 2-dr. Holiday, $1,235* (ps), 
$800* (ps); (88) 4-dr., $1,015* (ps). 

"57 (98) 2-dr. Holiday, $950* (ps); (88) 
Fiesta 4-dr., $930* (ps); 2-dr. Holiday, 
$685* (ps); 4-dr., $610*; (88) Super 
4-dr. Holiday, $700* (ps). 

’56 (88) Super 2-dr. Holiday, $655* (ps); 
4-dr. Holiday, $620* (ps); (88) 2-dr., 
$485* (ps); 2-dr. Holiday, $455* (ps); 
4-dr., $385* (ps). 

’55 (88) 4-dr. Holiday, $355* (ps); (88) 
Super 4-dr, Holiday, $290* (ps); 4-dr., 


$285. 
PLYMOUTH — ’61 Valiant 200 (6) 4-dr., 
$1,805*. 

60 Valiant 200 (6) Suburban, $1,800*; 
Valiant 100 (6) Suburban, $1,595*; 
Savoy (6) 2-dr., $1,160. 

’59 Sport Fury (8) 2-dr, hardtop, §$1,- 
485* (ps); Belvedere (8) 2-dr. hardtop, 
$1,320* (ps); 4-dr., $1,150* (ps); 2-dr., 
$1,150* (ps); Suburban (8) 2-dr., $1,- 
080; Savoy (6) 2-dr., $870, 

’58 Suburban (8) Custom 4-dr., $725* 
(ps); Suburban (6) Custom 4-dr., 
$615*. 

’57 Suburban (8) Custom 4-dr., $860* 
(ps); Suburban (6) Custom 2-dr., $600; 
Belvedere (8) 2-dr. hardtop, $635* (ps); 
Savoy (8) 2-dr. hardtop, $510*; 4-dr., 
$485*; Savoy (6) 2-dr., $435*. 

’56 Belvedere (8) 2-dr., $450*; Suburban 
(8) 2-dr., $425*; Plaza (6) 2-dr., $400; 
Savoy (8) 4-dr., $315*. 

’55 Belvedere (8) 4-dr., $300*; Plaza (8) 
4-dr., $280; Plaza (6) 2-dr., $255. 

’53 Suburban 2-dr., $275. 

PONTIAC—’61 Catalina conv., 





(ps); Custom 2- 


$2,825* 


(ps). 

60 Bonneville sport coupe, $2,750* (ps), 
$2,650* (ps); conv., $2,600* (ps); Ca- 
talina Safari 4-dr., $2,490* (ps). 

’59 Bonneville conv., $2,275* (ps), $2,- 
095* (ps); 4-dr. Vista, $2,075* (ps); 
sport coupe, $1,960* (ps); Catalina 
conv., $2,000* (ps), $1,695*; sport 
coupe, $1,825* (ps); Star Chief 4-dr. 
Vista, $1,965* (ps). 

’58 Chieftain 4-dr., $940* (ps). 

’57 Super Chief 4-dr, Catalina, $855* 
(ps); 2-dr. Catalina, $775; Chieftain 
2-dr. Catalina, $760*, 

’56 Star Chief 4-dr. Catalina, $550* (ps), 
$485*; Chieftain 4-dr. Catalina, $535*, 
$355* (ps); 2-dr. Catalina, $460*; Sa- 
fari 4-dr., $435; 2-dr., $325, $225*. 

’55 Chieftain Safari 4-dr., $400*; 2-dr. 
Catalina, $335*; 2-dr., $290*; Star 
Chief 2-dr. Catalina,, $325* (ps). 

RAMBLER—’59 Super (6) 4-dr., $1,215, 
$1,195*; American (6) station wagon, 
$965. 

’58 Ambassador (8) Super Cross Country, 
$1,135; Super (6) 4-dr., $785. 


STUDEBAKER—’60 Lark (8) station wag- 


on, $1,475*; Lark (6) 4-dr., $750*, 
$630*. 

’59 Lark (6) station wagon, $965*; 2-dr., 
$850. 


’5S Scotsman (6) station wagon 2-dr., 
2: 


$285. 

MISCELLANEOUS—’59 Chevrolet (8) El 
Camino, $1,495, $1,450*; Ford (8) 
Ranchero, $1,435*, $1,360* (ps), $1,- 
135, $980*; (6) %-ton pickup, $1,025, 
$950, $735. 

’58 Ford (8) %-ton pickup, $970. 

’57 Chevrolet (8) %-ton pickup, $835*; 
(6) %-ton pickup, $765, $700; GMC (8) 
%-ton pickup, $835*. 

’56 Chevrolet (6) %-ton pickup, $550; 
Ford (8) %-ton pickup, $470. 

’55 Chevrolet (6) %-ton pickup, $710; 
(6) %-ton pickup, $495; Ford (8) %- 
ton pickup, $565; GMC (8) %-ton pick- 
up, $525*. 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of May 9. Market 
is strong. Prices are firm. Sharp cars in 
short supply. Sold 206 cars from 257 con- 
signments. 

BUICK—’59 Electra 4-dr. hardtop, $1,600* 
(ps); conv., $1,600* (ps); Invicta 4-dr. 
hardtop, $1,550*; LeSabre 4-dr., $1,- 
170* (ps). 

’57 Century 4-dr., $670* (ps). 

’56 Super 4-dr. Riviera, $475* (ps); Spe- 
cial 2-dr. Riviera, $410*. 

55 Century 2-dr., $200* (ps); 4-dr., 
$125* (ps); Super 2-dr., $170* (ps); 
4-dr., $150* (ps); RM 2-dr. Riviera, 
$145* (ps). 

CADILLAC—’61 (62) conv., $5,100* (ps). 

’59 (75) limousine, $4,225* (ps); (62) 
conv., $3,100* (ps), $2,700* (ps); 2-dr. 
hardtop, $2,815* (ps); 4-dr. hardtop, 
$2,700* (ps); (60) Special 4-dr. hard- 
top, $3,000* (ps); de Ville 4-dr. hard- 
top, $2,735* (ps). 

"58 (62) Coupe de Ville, $2,000* (ps); 
4-dr. hardtop, $1,880* (ps); 4-dr., $1,- 
760* (ps). 

’57 (62) 4-dr. hardtop, $1,425* (ps). 

’56 (62) conv., $720* (ps). 

’55 (62) Coupe de Ville, $355* (ps). 
CHEVROLET—’61 Corvair 700 (6) 4-dr., 


$1,890*, 

’60 Bel Air (8) 4-dr., $1,600*, $1,570*, 
$1,560*, $1,545*, $1,520*, $1,455, $1,- 
450*, $1,425. 

59 Impala (8) 2-dr. hardtop, $1,485*, 
$1,460* (ps); Bel Air (8) 4-dr., $1,- 
210*, $1,175*, $1,170*, $1,165*, $1,- 
155*, 3 at $1,150*; Bel Afr (6) 4-dr., 
$1,135*, $1,130%, $1,125", 2 at §1,- 


050; Biscayne (8) 2-dr., $600*. 

’58 Brookwood (6) 4-dr., $950*; Biscayne 
(8) 2-dr., $800*, $800. 

’57 Bel Air (8) conv., $935*; 2-dr. hard- 
top, $880*; Two-ten (6) 4-dr., $750*; 
Two-ten (8) station wagon 4-dr., $635. 

’56 Bel Air (8) 4-dr., $490*, $475*; conv., 
$445*; Bel Air (6) 4-dr., $300*. 

’55 Two-ten (6) 2-dr., $120. 

’54 One-fifty 2-dr., $200; Two-ten sta- 
tion wagon 4-dr., $135; Bel Air 4-dr., 
$105*. 

CHRYSLER—’60 NY 4-dr., $1,800* (ps). 

’59 NY 4-dr. hardtop, $1,810* (ps); 2-dr. 
hardtop, $1,770* (ps); Windsor 4-dr. 
hardtop, $1,445* (ps). 

’58 NY 4-dr. hardtop, $1,210* (ps); 2-dr. 
hardtop, $1,185* (ps). 

’56 Windsor 2-dr. hardtop, $440* (ps). 

DODGE—’57 Coronet (8) 4-dr., $495* (ps). 

’55 Royal (8) 4-dr., $250*. 

EDSEL—’58 Pacer 2-dr. hardtop, $830*. 
FORD—’61 Falcon (6) station wagon 4-dr., 
$1,725*. 

60 Galaxie (8) 4-dr. Victoria, $1,450* 
(ps): Fairlane 500 (8) 4-dr., $1,310*, 
$1,205; Custom 300 (8) 4-dr., $1,250*; 
Fairlane (8) 2-dr., $1,000*, 

59 Fairlane (8) 4-dr., $1,075*, $995* 


(ps), $950*, $925*; 2-dr.. $975*; Cus- 
tom 300 (8) 4-dr., 2 at $850. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
915* (ps); Fairlane 500 (8) conv., 
$865* (ps), $710; Ranch Wagon (8) 
2-dr.. $860*; Country Sedan (8) 4-dr., 
$600*. 

’57 Fairlane (8) 2-dr., $640*. 

56 Fairlane (8) 4-dr., $375*; 2-dr., 


$285*; Custom (8) 4-dr., $235*; Ranch 
Wagon (8) 2-dr., $175; Main (8) 2-dr., 
$155*; Main (6) 4-dr., $135. 


’55 Fairlane (6) 2-dr. Victoria, $370*; 
2-dr., $225*; Ranch Wagon (8) 2-dr., 
$170; Country Sedan (8) 4-dr., $165* 
(ps). 


IMPERIAL—’57 Imperial 4-dr., $790* (ps). 
LINCOLN—’59 Premiere 2-dr. hardtop, $2,- 
040* (ps); Capri 4-dr, hardtop, $1,- 
950* (ps); 2-dr. hardtop, $1,910* (ps). 

’58 Capri 4-dr. hardtop, $1,290* (ps); 
4-dr., $1,195* (ps); 2-dr. hardtop, $1,- 
030* (ps). 

MERCURY — ’59 Monterey 2-dr. hardtop, 
$1,200* (ps). 

’57 Commuter 4-dr., $755* (ps), $700* 
(ps); Turnpike Cruiser 4-dr., $685* 
(ps); Montclair 2-dr. hardtop, $525* 
(ps), $525*; Monterey 2-dr. hardtop, 
$430* (ps). 

OLDSMOBILE — ’59 (98) 4-dr. Holiday, 
$1,840* (ps); (88) Super 4-dr, Holli- 
day, $1,730* (ps); 2-dr. Scenic, $1,700* 
(ps): (88) 4-dr. Holiday, $1,570* (ps). 

"5S (88) Super 4-dr. Holiday, $1,240* 
(ps); (88) 4-dr. Holiday, $1,195* (ps); 
(98) 4-dr., $1,020* (ps). 

’57 (88) Super 4-dr. Holiday, $550* (ps). 

"56 (98) 4-dr., $425*. 

’55 (88) 2-dr. Holiday, $500*, $345* 
(ps), $190*; (98) 4-dr. Holiday, $400*, 
$185* (ps); 4-dr., $155* (ps). 

PACKARD—’55 (400) (8) 2-dr. 
$130* (ps). 

PLYMOUTH—’61 Fury (8) 4-dr., 
(ps), $2,090* (ps). 

60 Valiant (6) V-100 Suburban 4-dr., 
$1,550*; Belvedere (8) 4-dr., $1,210*, 
$1,200*; 2-dr., $1,130*. 

’59 Fury (8) 4-dr. hardtop, $1,305* (ps), 
$965*; Suburban (8) 4-dr., $900* (ps). 

’58 Suburban (8) Sport 4-dr., $600*. 

56 Belvedere (8) conv., $335; Savoy (8) 
4-dr., $280*; Plaza (8) 4-dr., $200*. 
PONTIAC — ’58 Star Chief 4-dr., $700*, 

$630, $625*. 

’57 Star Chief 4-dr. Catalina, $710* (ps); 
Chieftain 2-dr. Catalina, $700* (ps); 
4-dr., $625*; Super Chief 4-dr., $500*. 

’56 Chieftain 2-dr. Catalina, $415*; Star 
Chief 4-dr., $390*, 

RAMBLER—’61 American (6) Custom 2- 
dr., $1,700 


hardtop, 
$2,190* 


STUDEBAKER—’54 Champion (6) 2-dr. 
hardtop, $125. 
MISCELLANEOUS — ’59 Ford (6) %-ton, 
$730. 
’58 Chevrolet (6) Carryall, $350*. 
CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of May 11. 
Fair weather brought out the crowd. It was 
a sizzling sale. The sharp cars, as always, 
brought top dollar. Sold 365 cars from 591 
consignments, 

BUICK—’59 Electra 4-dr. hardtop, $1,840* 


(Continued on Page 30, Col, 1) 
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DeSOTO—’58 Fireflite 2-dr., $695* (ps). 


'57 Fired -dr., ; 
U d c * y popge "ei Dart (8) Seneca tar, $1,- Model Breakdown 
sed-Car Auction Pr ices ‘00 Dart (8) Phoentx conv., $1,805" o»),| Of Auction Averages 
’59 Royal (8) 2-dr. hardtop, $1,255* (ps); Saeee ae beas = a 





Coronet (8) 4-dr., $1,060* (ps). 


’57 Custom Royal (8) 4-dr., $635* (ps); $2,418 $2,494 $2,561 

















(Continued from Page 29) Sierra (8) 4-dr., $625*. 
, a a ’56 Coronet (8) 4-dr., $400*. 1,912 1,935 1,900 
(ps); Invicta Estate Wagon, $1,710* 950* (ps); sport sedan, $1,990* (ps); | FORD—’61 Thunderbird (8) 2-dr. hardtop 1,458 1,367 1,355 
(ps), $1,670* (ps); 2-dr. hardtop, $1,- Impala (6) conv., $2,090* (ps); sport $3,500* (ps), $3,415* (ps), $3,400* 1,004 960 963 
250*; LeSabre 4-dr., $1,390*; 2-dr. coupe, $1,780; Bel Air (6) 4-dr., $1,- (ps); Country Sedan (8) 4-dr., $2,605* " 
Riviera, $1,215*, 590; Bel ‘Air’ (8) 4-dr., $1,525*; Bis- (ps), Galaxie (8) 4-dr., $2,325° (ps) 648 654 634 
’58 Century 4-dr. Riviera, $1,160* (ps); cayne (8) 4-dr., $1,440. $2,329* (ps) a: ae, ; 423 433 444 
Special 2-dr. Riviera, $875* (ps),| ‘59 Corvette (8) conv., $2,080; Impala] +9 ‘Thunderbird (8) conv., $2,850* (ps); 320 323 323 
| $800°. (8) conv., $1,815* (ps), $1,700* (ps), 2-dr. hardtop, $2,805* (ps), $2,800* 3 
57 Super 4-dr. Riviera, $840* (ps); conv., $1,700, $1,630* (ps); sport sedan, $1,- (ps), 2 at $2,775* (ps); Galaxie (8) 232 210 206 
sa Neale ces Sack sas 600° (ps); 4-dr., $1,600", (ps); Impala conv., $1,950* (ps), $1,920* (ps), $1,- Overall 
f c -dr. Riviera, $510*. ) conv., $1,530*, $1,525; 4-dr., $1,- . Stas 585. * (ps): 
’55 Special 2-dr. Riviera, $350. 500*; Parkwood (8) 4-dr., $1,480* ian ee (aah ot iii*; Counters ee Sen ee Sne 
CADILLAC—’61 (62) 2-dr. hardtop, $4,- (ps); Bel Air (8) 4-dr., $1,420* (ps), Sedun (8) 4-dr. $1,620°: Falcon (6) 
700* (ps). $1,210*; 2-dr., $1,075*; Biscayne (6) 2-dr., $1,345; Fairlane 500 (8) 4-dr , 
*60 Eldorado conv., $4,250* (ps); (62) 2-dr., $1,100, $955*. $1 290+: Fairlane (8) 4-dr $1 250*. 58 Capri 4-dr. hardtop, $1,065* (ps). 
2-dr. hardtop, $3,800* (ps), $3,700*| ‘58 Impala (8) sport coupe, $1,145*, $1,- $1.205*: Fairlane (6) 2-dr., $1.195*. || ago Premiere 4-dr., $690* (ps). 
(ps). 095*; conv., $1,040*, $1,030*; Impala| +59 Thunderbird (8) 2-dr. hardtop, $2,-| MZ@RCURY—'58 Park Lane 4-dr. hardtop, 
’59 Eldorado conv., $3,670* (ps); de Ville (6) sport coupe, $1,135* (ps); Bel Air 100* (ps); Ranch Wagon (8). 4-dr, $920°. 
2-dr. hardtop, $3,250* (ps); 4-dr. hard- (8) sport coupe, $1,050* (ps); Bel Air $1,280*: Galaxie (6) oa $1,230:| ,58 Monterey 4-dr., $805° (ps). 
top, $3,080" (ps), $3,000* (ps), $2,- (6) 4-dr., $815*; Brookwood (6) 4-dr., Country. Sedan (8) 4-dr., $1,200°, $1,.| © Monterey 4-dr. hardtop, $730° (ps); 
920* (ps), $2,900* (ps), $2,750* (ps); $895", 020° Youn Ce s ‘bea, 16> ame 2-dr. hardtop, $310*; Montclair 4-dr., 
(60) Special 4-dr. hardtop, $3,200 (ps); ’57 Bel Air (8) conv., $1,090*, $900, $980: 5 tom 300° (8) “ar $1 000. $635*. 
(62) conv., $3,070* (ps); 4-dr., $2,875* $880*; sport sedan, $910* (ps); sport Pastans 060 (6) Ge, So1n?, | «| CR Memteres 2-Gr. bardtdp, $490°; 4-dr. 
tak nak eee ene coupe, $785° (ps), $415°; Two-ten (6) '58 Thunderbird (8) 2-dr. hardtop, $1,- oma «gal 
"58 (62) Coupe de Ville, $2,070* (ps). station wagon, $795*; sport coupe, 900* (ps), $1,750* (ps); Custom 300 OLDSMOBILE—’ 61 (88) 4-dr. Holiday, $2,- 
57 (62) conv., $1,610* (ps); Coupe de $675*; One-fifty (6) 2-dr., $500. (6) 2-dr., $615* $295 - 710* (ps), 
Ville, $1,400* (ps), $1,305* (ps); (60) ’'56 Two-ten (8) conv., $765*; 4-dr., 57 Fairlane 500 (8) conv $845*: 2-dr "60 (98) conv., $2,600* (ps); (88) conv., 
operee on. hardtop, $1,440* (ps), ma (8) sport coupe, $655*; $720, $690*: 4-dr $675*: Country $2,365* (ps); 2-dr. Scenic, $2,155* (ps); 
, ) ‘ -dr., i. 7 ake . 4-dr. Holiday, $2,075* (ps). 
56 (62) Sedan de Ville, $1,220* (ps),| °55 Two-ten (6) 2-dr., $410*. wa Seiteas ia. aie" 59 (98) conv., $2,065* (ps), $1,880* 
$635* (ps); 2-dr. hardtop, $725* (ps). ’54 Two-ten 4-dr., $275*. = a ee : (ps); 2-dr. Scenic, $1,860* (ps); (88) 
'55 (62) Coupe de Ville, $735* (ps); | CHRYSLER—’59 NY 4-dr., $1,780* (ps). | IMPERIAL — ’60 Imperial 2-dr. hardtop, conv., $1,875* (ps); 4-dr. Holiday, $1,- 
conv., $675* (ps); 4-dr., $540* (ps). ’58 Saratoga 2-dr. hardtop, $1,065* (ps).| ,_$3,550* (ps). 785* (ps); 2-dr. Holiday, $1,745* (ps); 
OHEVROLET—'61 Corvair (6) 2-dr., $1,-|  °57 Windsor 4-dr., $750*; NY 4-dr. hard- 57 Imperial 4-dr., $950* (ps). 4-dr., $1,720* (ps); (88) Super 4-dr., 
: 560. top, $475* (ps); 2-dr. hardtop, $450* | LINCOLN—’59 Premiere 2-dr. hardtop, $2,- $1,700* (ps), $1,690* (ps). 
60 Impala (8) sport coupe, $2,225* (ps), (ps), $440* (ps). 355* (ps); Capri 4-dr. hardtop, $2,350* ’58 (88) 2-dr. Holiday, $995* (ps). 
$1,965* (ps); conv., $2,125* (ps), $1,-| COMET—’60 Comet 4-dr., $1,280. (ps). ’57 (88) 2-dr. Holiday, $925*; (98) 4-dr., 

































proved 

industry’s safest 
most dependable 
truck wheel 


Kelsey-Hayes advanced three-piece 
wheel with tubular side ring and 
cold-drawn lock ring has no equal. 
Comparative stress analysis, 
destructive tests and millions of 
ton miles on the road prove it! 


A basic reason for this superiority 
is great strength derived from 
highest property carbon steels, 
greatly enhanced by cold working 
in our highly specialized facilities 
... the most modern in the industry. 
Kelsey-Hayes Company, General 
Offices : Detroit, Michigan. 


KELSEY 
HAYES 
COMIPAINN, 


World’s largest producer of automotive wheels! 


18 PLANTS: Detroit and Jackson, Michigan; 
Los Angeles; Philadelphia and McKeesport 
Pennsylvania; Springfield, Ohio; New Hartford 
and Utica, New York; Davenport, Iowa; 
Windsor, Ontario, Canada. 








$650* (ps). 

’56 (88) 4-dr. Holiday, $600* (ps), $400* 
(ps); (98) 2-dr. Holiday, $375, $370*. 

PLYMOUTH—’ 61 Valiant (6) 4-dr., $1,860, 

’60 Belvedere (8) 2-dr. hardtop, $1,495*. 

’59 Belvedere (8) 4-dr., $925*; Belvedere 
(6) 4-dr., $790*; Savoy (8) 2-dr., $850. 

’58 Plaza (8) 2-dr., $655*; Belvedere (6) 
4-dr., $600*. 

’57 Belvedere (6) 4-dr., $330*, 

PONTIAC — ’61 Catalina sport coupe, $2,- 
580*. 

’60 Bonneville conv., $2,620* (ps); Safari 
4-dr., $2,385* (ps); Catalina 4-dr. 
Vista, $2,430, $2,100* (ps); Ventura 
4-dr., $2,300* (ps). 

’59 Catalina 4-dr. Vista, $1,685* (ps); 
conv., $1,590* (ps). 

’58 Star Chief 4-dr. Catalina, $1,040* 
(ps); Safari 4-dr., $875* (ps); Chief- 
tain 4-dr. Catalina, $810* (ps). 

’57 Star Chief conv., $880* (ps). 

’56 Star Chief 4-dr. Catalina, $670* (ps). 

RAMBLER—’60 Rebel (8) Custom Cross 
Country, $1,595*; Ambassador (8) Cus- 
tom 4-dr. hardtop, $1,555; Super 4-dr., 
$1,535. 

’59 Ambassador (8) Super Cross Country, 
$1,275*; Super (6) Cross Country, $1,- 
030; Rebel (8) Super 4-dr., $985. 

’58 Ambassador (8) Custom Cross Coun- 
try, $950*; Super Cross Country, $875*; 
Rebel (8) Super 4-dr., $795; Super (6) 
4-dr., $685, $675. 

STUDEBAKER—’59 Lark (8) 2-dr. hard- 
top, $900; Lark (6) 2-dr., $750; station 
wagon, $725. 

’57 Golden Hawk (8) 2-dr. hardtop, $685. 

MISCELLANEOUS—’59 Ford (6) pickup, 
$1,000. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 
every Thursday. Prices are for sale of 
May 11. Retail just 50-50. Selectian of cars 
was good. Another active sale—76 percent 
sold. Many far-away buyers were on hand 
buying late model units. 

BUICK—’58 Special conv., $865* (ps). 

’57 Super 2-dr. Riviera, $665* (ps); 4-dr. 
Riviera, $585* (ps); Century 4-dr. Rivi- 
era, $665* (ps); RM conv., $625* (ps); 
Special 4-dr, Riviera, $610* (ps); 4-dr., 
$500*. 

’56 Special 4-dr., $445* (ps); Super 4-dr. 
Riviera, $370* (ps). 

’55 Super 2-dr. Riviera, $365* (ps); 
conv., $205* (ps); RM 4-dr., $355* 
(ps); Century 4-dr. Riviera, $350* (ps); 
2-dr. Riviera, $345*; Special 2-dr., 
$305*. 

’54 Century 4-dr., 2 at $195*, $180*; 2-dr. 
Riviera, $185*; Special 2-dr., $180; 4- 
dr., 2 at $165*, 150*. 

CADILLAC—’61 (62) conv., $4,700* (ps). 

759 de Ville 4-dr. hardtop, $2,700* (ps); 
(62) 2-dr, hardtop, $2,650* (ps). 

’58 (62) 2-dr. hardtop, 2 at $2,200, $1,- 
975* (ps); Sedan de Ville, $1,540* (ps). 

’57 (62) Coupe de Ville, $1,400* (ps). 

"56 (62) Coupe de Ville, $800* (ps); Se- 
dan de Ville, $775* (ps); 2-dr. hardtop, 
$750*, 2 at $600* (ps), $490* (ps). 

"55 (62) 2-dr. hardtop, $690, 2 at $500 
(ps). 

"54 (62) 2-dr, hardtop, $435* (ps). 

53 (62) 4-dr., 2 at $200* (ps), $125* 
(ps). 

*52 (62) 4-dr., $295*. 

CHEVROLET—’61 Impala (8) conv., $2,- 
550* (ps), 2 at $2,450* (ps); sport se- 
dan, 2 at $2,425* (ps), $2,350* (ps); 
Biscayne (6) 4-dr., 2 at $1,850*, $1,- 





840*. ta 
’60 Impala (8) sport sedan, $2,025* (ps), 
3 at $1,900* (ps), 5 at $1,875; Bis- 
cayne (6) 2-dr., 2 at $1,450, $1,375. 
59 Brookwood (8) 2-dr., $1,075*; Bis- 
cayne (6) 2-dr., $545. 











"58 Impala (8) conv., $1,030* (ps); Bel 
Air (8) 4-dr. $765* (ps); Delray (8) 
4-dr., $750, $455; Brookwood (8) 4-dr., 
$680; Brookwood (6) 4-dr., $650. 

’57 Bel Air (8) sport coupe, $950*; sport 
sedan, $800; 2-dr., $740; Two-ten (8) 
station wagon 2-dr., $725*; Two-ten 
(6) 4-dr., $525*, 2 at $485. 

’56 Bel Air (8) sport coupe, $660*, $450; 
Two-ten (6) 4-dr., $460; 2-dr., $360; 
One-fifty (6) 2-dr., $365, $315. 

’55 Two-ten (8) 2-dr., $280*; 4-dr., $150; 
One-fifty (6) station wagon, $260*. 

’54 Bel Air 2-dr., $34; sport coupe, $300* 
(ps); conv., $175*; Two-ten 2-dr., 
$275*, $240*. 

’53 Two-ten station wagon 4-dr., $225; 
Bel Air 2-dr. hardtop, $220*; 4-dr., 
$220*. 

52 Deluxe 4-dr., $265; 2-dr. hardtop, 
$2007. 

’51 Two-ten 4-dr., $100*. 

CHRYSLER — ’57 Saratoga 2-dr. hardtop, 
$775* (ps); Windsor 4-dr. hardtop, 
$705* (ps); 4-dr., $650* (ps); 2-dr. 
hardtop, $560* (ps). 

’56 NY conv., $475* (ps). 

55 NY 4-dr., $545* (ps); Windsor 2-dr. 
hardtop, $325*. 

COMET—’61 Comet 4-dr., $1,775*, $1,735. 

DeSOTO—’5S8 Firedome 2-dr. hardtop, $755* 
(ps), 2 at $750. 

’57 Firedome 2-dr, hardtop, $530 (ps). 

’56 Fireflite conv., $485* (ps). 

DODGE—’57 Coronet (8) 2-dr. hardtop, 
$690* (ps). 

’56 Royal (8) 2-dr. hardtop, $395*; Coro- 
net (8) 2-dr., 2 at $270*. 

’55 Royal (8) 2-dr. hardtop, $275*; Coro- 
net (8) 2-dr. hardtop, $225; Coronet 
(6) Suburban 2-dr., $225*. 

EDSEL—’58 Ranger 4-dr. hardtop, $590* 
(ps); Villager 4-dr., $560*. 

FORD—’61 Galaxie (8) 4-dr. Victoria, $2,- 
290, 2 at $2,290* (ps); Falcon (6) sta- 
tion wagon, $1,810; 2-dr., $1,760*, $1,- 
555; 4-dr., $1,580. 

60 Thunderbird (8) conv., $2,600* (ps); 
Fairlane 500 (6) 2-dr., $1,140; Fair- 
lane (8) 4-dr., $725*; Falcon (6) 2-dr., 
$1,295, $1,180, $1,175. 

’59 Thunderbird (8) 2-dr. hardtop, 2 at 
$2,350* (ps), $2,300* (ps), $2,000* 
(ps); Fairlane 500 (8) 4-dr. Victoria, 
$1,190*; Country Sedan (8) 4-dr., $1,- 
180* ; Fairlane (8) 2-dr., $1,125* (ps); 
Custom 300 (6) 4-dr., $900*, $800; 


Custom 300 (8) 4-dr., $750; Ranch 
Wagon (6) 2-dr., $840*. 

’58 Country Sedan (8) 4-dr., $850* (ps); 
Fairlane (6) 4-dr. Victoria, $780* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $720* 


(ps); conv., $575*; Ranch Wagon (8) 
4-dr., $690*; Custom 300 (8) 4-dr., 
$580*; Fairlane (8) 2-dr., $525*. 

’57 Fairlane 500 (8) conv., $645 (ps); 4- 
dr., $550*; 2-dr. Victoria, $525* (ps), 
3 at $425*, $395*; Custom 300 (8) 2- 
dr., $575*; Ranch Wagon (8) 2-dr., 
$520 (ps), $295*; Country Sedan (8) 4- 
dr., $490*; Custom (8) 2-dr., $425*; 
Country Squire (8) 4-dr., $405* (ps). 

’56 Thunderbird (8) conv., $1,380*; Fair- 
lane (8) 4-dr., $510 (ps), $380, 2 at 
$130*; conv., $490*, $400* (ps); 2-dr., 
$445*, $360*, $300*, 3 at $260*; 2-dr. 

(Continued on Page 31, Col. 1) 
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(Continued from Page 30) 


Victoria, $420*; Custom (8) 4-dr., 
$330; 2-dr., $290; Country Sedan (8) 
4-dr., $255* (ps), $225*; Ranch Wagon 
(8) 2-d¥., $200*. 

’55 Fairlane (8) 2-dr., $310; Country 
Sedan (8) 4-dr., $285*, 2 at $275*; 
Ranch Wagon (8) 2-dr., $250; Custom 
(8) 4-dr., $200*, $170*, 2 at $130*. .- 

’54 Crest (8) 2-dr. Victoria, $310; Cus- 
tom (8) 4-dr., $190*. 

’563 Main (6) 2-dr., $120. 
























HUDSON—’55 Hornet (8) 2-dr. hardtop, 
$300°. 

LINCOLN—’58 Premiere 4-dr. hardtop, $1,- 
325* (ps). 


’56 Premiere 4-dr., $360* (ps). 
’55 Capri 2-dr. hardtop, $260* (ps). 
"53 Capri 4-dr., $200* (ps). 
’52 Capri 2-dr. hardtop, $120. 
MERCURY—’59 Commuter 4-dr., $1,350. 
’57 Commuter 4-dr., $610* (ps), $495* 
(ps); Montclair 2-dr, hardtop, $450*. 
’56 Montclair 4-dr. hardtop, $495* (ps); 
conv., $310* (ps); 4-dr., $250* (ps). 
’55 Montclair 4-dr., $460* (ps). 
’54 Monterey 2-dr. hardtop, $245. 
’52 Monterey conv., $100*. 
OLDSMOBILE—’58 (88) Fiesta 4-dr. hard- 
top, $1,175* (ps); 2-dr., $475. 
’57 (98) 4-dr. Holiday, $950* (ps); 4-dr., 


$730* (ps); (88) 2-dr. Holiday, $700* 
(ps); Fiesta 4-dr., $640* (ps); 4-dr., 
$530* (ps). 


’56 (98) 2-dr. Holiday, $485* (ps); (88) 
Super conv., $450* (ps). 

’55 (88) 4-dr. Holiday, $410* (ps); 2-dr. 
Holiday, 2 at $370*, $355* (ps). 

’54 (98) 2-dr. Holiday, $200*. 

PLYMOUTH—’61 Valiant 200 (6) 4-dr., 
$1,750*; Valiant 100 (6) 2-dr., $1,585. 
°60 Fury (8) 2-dr. hardtop, $1,625* (ps). 

’59 Fury (8) 2-dr. hardtop, $1,060; Belve- 
dere (8) 4-dr., 2 at $815*, $650*; 4-dr. 
hardtop, $725*; Savoy (8) 2-dr., $530. 

"58 Savoy (8) 4-dr., $535 (ps); Plaza 
(8) 2-dr., $510*, $425. 

’57 Savoy (8) 2-dr. hardtop, $560*; Fury 
(8) 2-dr. hardtop, $525* (ps); Subur- 
ban (6) 4-dr., $445*. 

’56 Savoy (8) 2-dr. hardtop, $275. 

PONTIAC—’61 Tempest (4) station wagon, 
$2,115*. 

’59 Star Chief 4-dr., $1,275. 

’58 Star Chief 4-dr. Catalina, $850* (ps). 

’57 Star Chief 4-dr., $830 (ps), 2 at $540* 
(ps); Chieftain 2-dr. Catalina, $440*. 

’56 Chieftain 2-dr. Catalina, $320*. 


’55 Chieftain Safari 4-dr., $375*; Star 
Chief 4-dr., $275* (ps). 
’54 Star Chief 4-dr., $225*; conv., $180*. 


’52 Chieftain 2-dr. Catalina, $155*. 

’51 Chieftain 2-dr. Catalina, $110*. 
RAMBLER — ’55 Custom Cross Country, 
$375*, 2 at $295*; Super 2-dr., $330. 

’54 Custom Cross Country, $195. 

STUDEBAKER — '55 Champion (6) 2-dr., 
$195. 

MISCELLANEOUS—’60 Dodge (6) 
pickup, $925. 

’59 Chevrolet (6) %-ton pickup, $985, 
$930, $880; (6) truck, $895, $850; 
Dodge (6) %-ton pickup, $800. 

’57 Chevrolet (6) 3100 pickup, $580. 

’56 Chevrolet (6) 2600 %-ton flatbed, 
$595; Studebaker pickup, $540; Ford 
(8) %-ton utility, $500; (6) %-ton 
pickup, $340. 

’55 GMC (8) wrecker, $685; Ford (8) %- 
ton pickup, $400. 

’53 Ford (6) %-ton pickup, $300; (8) %- 
ton pickup, $100*. 


COLUMBUS, 0O. 


Capital Auto Auction. Sale every Thurs- 
day. Prices are for sale of May 11, Market 
steady on the clean sharp models. Sold 244 
cars from 400 consignments. 


BUICK — ’60 Electra 225 
(ps). 

’59 LeSabre conv., $1,875* (ps). 

’58 Special 4-dr., $1,170* (ps); 
conv., $1,040*. 

’57 Century 4-dr. Riviera, $800* (ps); 2- 
dr. Riviera, $770*; RM 4-dr. Riviera, 
$700* (ps); Special 2-dr., $595* (ps); 
Super 4-dr. Riviera, $575 *(ps). 

"56 Century 4-dr. Riviera, $470* 
Special 4-dr. Riviera, $410*. 

’55 Special 2-dr. Riviera, $230. 

CADILLAC—’61 (62) conv., $4,735* (ps). 

60 (62) 4-dr. hardtop, $3,310* (ps). 

"59 (62) 2-dr. hardtop, $2,900* (ps); Se- 
dan de Ville, $2,715* (ps); 4-dr. hard- 
top, $2,680* (ps). 

’56 (62) 4-dr. hardtop, $785* (ps). 

CHEVROLET—’61 Impala (8) 4-dr. hard- 
top, $2,350*; Monza (6) 2-dr., $2,100; 
Corvair 700 (6) station wagon 4-dr., 
$2,015*. 

60 Impala (8) conv., $2,200* (ps); 4-dr. 
hardtop, $1,950*, $1,850*; Parkwood 
(6) 4-dr., $1,850*, $1,710; Biscayne 
(8) 4-dr., $1,515*; Biscayne (6) 2-dr., 
$1,460; Corvair 500 (6) 4-dr., $1,400; 
Corvair 700 (6) 4-dr., $1,300. 

"59 Impala (8) conv., $1,615* (ps); 4-dr. 
hardtop, $1,550* (ps), $1,550, $1,500, 
$1,450*; 4-dr., $1,525*; Bel Air (8) 4- 
dr. hardtop, $1,395*, $1,275*; 4-dr., 
$1,200; 2-dr., $1,060*; Bel Air (6) 2- 
dr., $985; Parkwood (8) 4-dr., $1,235*; 
Biscayne (6) 4-dr., $1,200, $1,100; 2- 
dr., $1,150. 

’58 Impala (6) conv., $1,245*; 2-dr. hard- 
top, $1,025*, $1,000* (ps); Bel Air (8) 
4-dr. hardtop, $1,010* (ps); Biscayne 
(8) 4-dr., $850*; 2-dr., $765; Yeoman 
(6) 2-dr., $810. 

’57 Bel Air (8) conv., $1,015*, $900* 
(ps); 4-dr. hardtop, $950*, $770*; 4- 
dr., $895*; Two-ten (8) station wagon 
4-dr. (9 pass.), $850*; 4-dr., $685; 
Two-ten (6) 4-dr., $760*, $650. 

’56 Bel Air (8) 2-dr. hardtop, $700, $550, 
$425*; 4-dr., $390; Two-ten (8) station 
wagon 4-dr., $605*, $429. 

55 Bel Air (8) 4-dr., $510* (ps); 2-dr. 


¥%-ton 


conv., $2,625* 


Century 


(ps); 


Indianapolis Auction 


Now Has Three Rings 


INDIANAPOLIS. — A third ring 
has been added by Indianapolis 
Auto Auction, making it the first 
triple-ring sale in the Midwest, ac- 
cording to Leona Drake, owner- 
manager. 

She said an increasing number 
of entries required a third lane in 
order to handle more cars in a 
shorter period of time. 


ae top, $370*; One-fifty (6) 2-dr., 

CHRYSLER — ’59 Windsor 2-dr. hardtop, 
$1,625* (ps). 

’56 NY 2-dr. hardtop, $425*. 

DeSOTO — ’60 Adventurer 2-dr. hardtop, 
$2,100* (ps). 

59 Adventurer 2-dr. hardtop, $1,600* 
(ps). 

’58 Firedome 2-dr. hardtop, $870* (ps); 
4-dr., $805* (ps); Fireflite 2-dr. hard- 
top, $790* (ps). 

’57 Firedome 4-dr. hardtop, $575* (ps). 

ra — ’59 Coronet (8) 4-dr., $1,000* 
ps). 

’58 Coronet (8) 4-dr. hardtop, $995* (ps). 

’57 Coronet (8) 4-dr., $575*. 

FORD—’61 Thunderbird (8) conv., $3,980* 
(ps); 2-dr. hardtop, $3,560* (ps); Gal- 
axie (8) 2-dr. Victoria, $2,255*; Falcon 
(6) 2-dr., $1,150*. 

’60 Thunderbird (8) conv., $2,920* (ps); 
Galaxie (8) starliner, $2,140* (ps), $1,- 
635* (ps); conv., $2,115* (ps); Country 
Sedan (8) 4-dr., $1,790*, $1,700*; Fal- 
con (6) 4-dr., $1,510*, $1,400*, $1,295; 
2-dr., $1,425; Fairlane 500 (8) 4-dr., 
$1,300*. 

’59 Thunderbird (8) conv., $2,450* (ps); 
Galaxie (8) conv., $1,500* (ps); 4-dr. 
Victoria, $1,440; Country Sedan (8) 4- 
dr., $1,445* (ps), $1,375* (ps), $1,340* 
(ps); Fairlane 500 (8) 4-dr., $1,215* 
(ps); Fairlane (6) 4-dr., 41,130; 2-dr., 
$1,075; Custom 300 (6) 2-dr., $1,015; 
4-dr., $1,000. 

’58 Thunderbird (8) 2-dr. hardtop, $2,- 
450* (ps); Fairlane 500 (8) conv., $1,- 
050*, $900*; 2-dr. Victoria, $860*, 
$735*; Country Squire (8) 4-dr. (9 
pass.), $905; Ranch Wagon (8) 2-dr., 
$785; Custom 300 (8) 4-dr., $655*, 
$610*; 2-dr., $625*. 

’57 Fairlane 500 (8) conv., $865*, $790* 
(ps); 2-dr., $800* (ps); 2-dr. Victoria, 
$700* (ps); Country Sedan (8) 4-dr. (9 
pass.), $780; Country Squire (8) 4-dr., 
$700* (ps); Custom 300 (6) 4-dr., $600, 
$475; Custom (8) 2-dr., $550; Custom 
(6) 2-dr., $500. 

’56 Fairlane (8) 4-dr., 
Sedan (8) 4-dr., $440*, 

’55 Custom (6) 4-dr., $285. 

’54 Custom (8) 2-dr., $210. 

’53 Custom (6) 4-dr., $160. 
MERCURY—’61 Comet 2-dr., $1,710. 

59 Commuter 4-dr., $1,600; 4-dr. (9 
pass.), $1,515* (ps); Monterey conv., 
$1,470* (ps); 4-dr, hardtop, $1,355; 4- 
dr., $1,115*. 

’58 Montclair 2-dr. hardtop, $745* (ps); 
Commuter 2-dr., $700 *(ps). 

’57 Monterey 4-dr., $550* (ps). 

’56 Medalist 4-dr. hardtop, $320. 

OLDSMOBILE—’61 F-85 4-dr., $2,320*. 

"60 (88) Super 4-dr. Holiday, $2,550* 
(ps); (88) conv., $2,500* (ps), 

’59 (88) 4-dr., $1,350* (ps). 

*58 (88) 4-dr., $980* (ps). 

’57 (88) Super 4-dr. Holiday, $870* (ps); 
conv., $800* (ps); (88) 2-dr. Holiday, 
$860*, $700* (ps). 

’56 (88) Super 2-dr. Holiday, $500. 

’55 (88) 4-dr. Holiday, $410*. 

’54 (98) 2-dr. Holiday, $235* (ps). 

PLYMOUTH—’59 Fury (8) 4-dr. hardtop, 
$1,200* (ps); Belvedere (8) 4-dr., $1,- 
020* (ps); 4-dr., $980*. 

’57 Belvedere (8) 4-dr., $655*; 4-dr, hard- 
top, $580* (ps); 2-dr., $470*; Suburban 
(6) Custom 2-dr., $450; Savoy (8) 2- 
dr., $345*; Plaza (6) 2-dr., $290. 

’55 Belvedere (8) 2-dr. hardtop, $245. 

PONTIAC—’60 Bonneville conv., $2,570* 
(ps), $2,520* (ps); 4-dr. Vista, $2,- 
460* (ps); Ventura 4-dr. Vista, $2,400* 
(ps), $2,300* (ps); Catalina 4-dr. Vis- 
ta, $2,275* (ps). 

’59 Bonneville conv., $1,995* (ps); Cata- 
lina 4-dr., $1,700* (ps); 2-dr., $1,330*. 

’58 Star Chief conv., $1,570* (ps); Super 
Chief 2-dr. Catalina, $1,170* (ps). 

RAMBLER—’58 Super (6) Cross Country 
4-dr., $1,735*. 

’59 Super (6) 4-dr., $1,335, $910. 

’58 Custom (6) 4-dr., $960. 
STUDEBAKER—’59 Lark 4-dr., $550. 
MISCELLANEOUS — ’59 Chevrolet %-ton 

pickup, $950. 

’58 Chevrolet (6) %-ton pickup, $810. 

’56 Chevrolet panel, $500. 

’54 Chevrolet wrecker, $475. 


MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of May 10. 
Red hot. Unusually strong demand for ’59, 
’60 and ’61 units. Selective buying on older 


3565*; Country 


models. Sold 83 percent of 169 consign- 
ments. 
BUICK—’59 LeSabre 2-dr. hardtop, $1,- 
500*; 2-dr., $1,340*. 

’58 Special 4-dr. Riviera, $1,045*, 

’57 Century 4-dr., $710* (ps). 

’56 Special 4-dr., $445*. 

’55 Super 2-dr. Riviera, $500* (ps). 
CADILLAC—’60 (62) 2-dr. hardtop, §3,- 


500* (ps). 

’59 (62) 4-dr. hardtop, $2,760* (ps). 

’58 (62) Sedan de Ville, $1,945*. 

’57 (62) 2-dr. hardtop, $1,275* (ps). 

’56 (62) Coupe de Ville, $975*. 

’55 (62) 4-dr., $690* (ps). 

CHEVROLET—’61 Impala (8) sport coupe, 
ae Corvair Monza (6) 2-dr., §$2,- 
35. 

’60 Parkwood (8) 4-dr., $1,750* (ps); Im- 
pala (6) sport coupe, $1,700; Bel Air 
(6) 4-dr., $1,600; Bel Air (8) 4-dr., 
$1,500*; Corvair 700 (6) 4-dr., $1,250. 

59 Impala (8) sport coupe, $1,585* (ps); 
sport sedan, $1,455; Brookwood (6) 4- 
dr., $1,400; Brookwood (8) 4-dr., $1,- 
365*; Bel Air (8) 4-dr., $1,285* (ps); 
2-dr., $1,100*; Bel Air (6) 4-dr., $1,- 
185; Biscayne (8) 4-dr., $1,240*; Bis- 
cayne (6) 2-dr., $1,090. 

’58 Impala (8) sport coupe, $1,095* (ps); 
Bel Air (8) sport sedan, $1,000* (ps); 
station wagon, $895*; 4-dr., $875*; 
Biscayne (8) 4-dr., $960*, $825. 

’57 Bel Air (8) sport coupe, $1,110*; 4- 
dr., $840*; Two-ten (8) 4-dr., $760*; 
2-dr., $695*; Two-ten (6) 2-dr., $635. 

’56 Bel Air (8) 4-dr., $680* (ps), $640*, 
$570*; Bel Air (6) 4-dr., $590; Two-ten 
(8) sport coupe, $545; One-fifty (6) 2- 
dr., $400*. 

’55 Two-ten (6) Delray, $550; Bel Air (6) 
2-dr., $475*. 

he pee 4-dr., $300; station wagon, 


$286. 
CHRYSLER—’57 NY 4-dr., $950* (ps). 
56 Windsor 4-dr., $550* (ps). 
DeSOTO—’56 Firedome 2-dr. hardtop, $440* 
(ps). 


DODGE—’60 Dart (8) Seneca 4-dr., $1,- 
305* (ps). 
’57 Royal (8) 2-dr. hardtop, $555* (ps). 
’°55 Royal (8) 4-dr., $420* (ps). 
FORD—’61 Fairlane (6) 4-dr., $1,775. 

60 Thunderbird (8) 2-dr. hardtop, $2,- 
655* (ps); Galaxie (8) 4-dr. Victoria, 
$1,690*; Galaxie (6) starliner, $1,600; 
Country Sedan (8) 4-dr, (9 pass.), $1,- 
625*; Falcon (6) station wagon, §$1,- 
520*; Fairlane 500 (8) 4-dr., $1,450* 
(ps); Custom 300 (6) 4-dr., $1,195. 

’59 Thunderbird (8) 2-dr. hardtop, §$2,- 
265*; Galaxie (8) 4-dr., $1,500* (ps); 
4-dr, Victoria, $1,465*; Ranch Wagon 
(8) 4-dr., $1,400*; Fairlane 500 (8) 4- 
dr. Victoria, $1,250* (ps); 4-dr., $1,- 
250*; Country Sedan (6) 4-dr., $1,240; 
Custom 300 (6) 2-dr., $1,070, $1,050*; 
Custom 300 (8) 4-dr., $1,020. 

’58 Fairlane 500 (8) 4-dr. Victoria, $945* 
(ps); Country Sedan (8) 4-dr., $885* 
(ps); Custom 300 (8) 4-dr., $800; Cus- 
tom 300 (6) 2-dr., $630; Fairlane (8) 
4-dr., $750. 

’57 Fairlane 500 (8) 4-dr., $735* (ps), 
$625* (ps); 4-dr. Victoria, $670* (ps); 
Custom 300 (8) 4-dr., $645*; 2-dr., 
$565; Custom 300 (6) 2-dr., $520; Cus- 
tom (6) 4-dr., $550. 

’56 Fairlane (8) 4-dr., $530*, $465*; 2- 
dr. Victoria, $475*; Custom (8) 2-dr., 
$330. 

55 Custom (6) 4-dr., $400; Ranch Wagon 
(6) 2-dr., $250. 

LINCOLN—’58 Premiere 4-dr., $1,610*. 
MERCURY — ’59 Monterey 4-dr., $1,445* 
(ps). 

*58 Monterey 2-dr. hardtop, $695* (ps). 

’57 Monterey 4-dr. hardtop, $650* (ps); 
Montclair 2-dr. hardtop, $540*. 

56 Custom station wagon, $595*; Mont- 
clair 4-dr. hardtop, $580*. 

’55 Monterey 2-dr. hardtop, $250. 

NASH—’54 Ambassador (8) 2-dr. hardtop, 
$345. 
OLDSMOBILE — ’59 (98) 4-dr., $1,655* 
(ps); (88) 4-dr., $1,490*. 
’5S (88) 4-dr., $940* (ps). 
’57 (88) Super 2-dr. Holiday, $725* (ps). 
PLYMOUTH—’59 Fury (8) 4-dr. hardtop, 
$1,385* (ps). 

’58 Suburban (8) Custom 4-dr. (9 pass.), 
$800*. 

’57 Fury (8) 2-dr. hardtop, $720* (ps); 
Belvedere (8) conv., $680*; 4-dr. hard- 
top, $600*. 

*56 Suburban (8) Sport 4-dr., $590*; Sa- 
voy (8) 4-dr., $375*. 

PONTIAC—’59 Bonneville conv., $2,100* 
(ps); sport coupe, $1,975* (ps); 4-dr. 
Vista, $1,950* (ps); Catalina 4-dr., 
$1,550* (ps). 

’58 Chieftain 4-dr., $1,115* (ps). 

’57 Star Chief 4-dr., $595*. 

RAMBLER—’60 Custom (6) station wag- 
on, $1,760*. 

STUDEBAKER—’59 Lark (8) 4-dr., $820*. 

MISCELLANEOUS—’ 61 Ford (6) Econoline 
pickup, $1,700. 

’56 Ford (8) 4-ton pickup, $625. 

’55 International carryall, $370. 

’53 Chevrolet 1-ton, $490 . 


FONTANA, WIS. 


Fontana Auto Auction, Sale every Thurs- 
day. Prices are for sale of May 11. Very 
good activity on all units with sharp care. 
Sold 218 cars from 324 consignments. 
BUICK — ’58 Special 2-dr. Riviera, $775* 

(ps). 

’57 Special 2-dr., $695*, $490* (ps); 2-dr. 
Riviera, $590*; Century 2-dr., $640*. 
’56 Special conv., $585*; 2-dr. Riviera, 

$515*; 2-dr., $290*; 4-dr., $520*. 

55 RM conv., $500* (ps); Special 4-dr., 


$205*. 
CADILLAC—’60 (62) 4-dr. hardtop, $3,- 
625* (ps). 
"56 (62) 4-dr., $545* (ps). 
CHEVROLET—’61 Impala (8) 4-dr., $2,- 


245* (ps); Corvair 700 (6) 4-dr., $1,- 
910. 

60 Impala (8) conv., $2,180* (ps); 2-dr. 
hardtop, $2,000* (ps); Biscayne (8) 4- 
dr., $1,425*. 

’59 Impala (8) conv., $1,650* (ps); 4-dr. 
hardtop, $1,520* (ps), $1,495* (ps); 4- 
dr., $1,410; 2-dr., $1,215*; Brookwood 
(8) 4-dr., $1,395*, $1,370* (ps); Bel Air 
(6) 4-dr., $1,375*; 2-dr., $1,110*; Bel 
Air (8) 4-dr., $1,365* (ps); Biscayne 
(8) 2-dr., $1,045*; Biscayne (6) 2-dr., 
$835. 

’58 Impala (8) 2-dr. hardtop, $1,225* 
(ps); 2-dr., $1,010*; Brookwood (8) 4- 
dr., $985*, $960* (ps), $895* (ps); 
Parkwood (8) 4-dr., $940* (ps); Del- 
ray (8) 2-dr., $765*; Biscayne (6) 4- 
dr., $700*. 

’57 Two-ten (8) station wagon 4-dr., 
$915*; 4-dr., $695*; 2-dr., $520; Two- 
ten (6) 4-dr., $645*, $640; Bel Air (8) 
4-dr., $910*, $840*; 4-dr. hardtop, 
$855*; 2-dr., $815*; 2-dr. hardtop, 
$715*. 

’56 Bel Air (8) 2-dr. hardtop, $700*, 
$510*; 2-dr., $600*, $540*; 4-dr., $620* 
(ps), $585*; Two-ten (8) 4-dr., $540, 
$535*, $490*, $465*; 4-dr. hardtop, 
$525*; 2-dr., $510*; Two-ten (6) 2-dr., 
$500, $450*; 4-dr., $445, $325*. 

55 Bel Air (8) 2-dr. hardtop, $560*, 
$295*; conv., $475*; 4-dr., $410*; Two- 
ten (6) 4-dr., $255. 

DeSOTO— 57 Fireflite 2-dr. hardtop, $695* 
(ps); Firedome 4-dr., $335*. 
’56 Fireflite 2-dr., $275* (ps). 
DODGE — '58 Coronet (8) 4-dr. hardtop, 
$645* (ps); 4-dr., $585*, $485*. 

’56 Coronet (8) 4-dr., $355*. 

’55 Coronet (8) 4-dr., $230* (ps). 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,695* (ps). 

’60 Galaxie (8) conv., $1,805* (ps); Fair- 
lane (8) 4-dr., $1,450* (ps); 2-dr., $1,- 
375*; Falcon (6) 4-dr., $1,375. 

"59 Galaxie (8) conv., $1,525* (ps), $1,- 
440*; Fairlane (8), 4-dr., $1,005*; Cus- 
tom 300 (8) 2-dr., $890*, $845*; Cus- 
tom 300 (6) 4-dr., $840*. 

’58 Fairlane 500 (8) conv., 
Country Squire (8) 4-dr., $930*; Fair- 
lane (8) 2-dr. Victoria, $860* (ps), 
$785*; 4-dr., $765*; Custom (8) 2-dr., 
$675*. 

’57 Fairlane (8) conv., $850*, $700* 
(ps); 4-dr., $625*; 4-dr. Victoria, 
$585*; Country Sedan (8) 4-dr., $740*, 
$690*; Custom (8) 4-dr., $520*, $510*, 


Fourth Lane Is Added 


At Manheim Auction 


MANHEIM, Pa.—Manheim Auto 
Auction, Inc., placed a fourth lane 
in operation recently, according to 
Jacob Ruhl, auction manager. 

He said Manheim was the first 
auction in the nation to become a 
three-lane sale, and now is the first 
to feature a fourth lane. 


$945* (ps); 
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Falcon Shortage— 


“The current Falcon poster campaign is 
directly responsible for creating a short- 
age of Falcons in New England,” says 
Martin O'Meara (Ford), left, Hartford, who 
has been reelected president of the Ford 
Dealer Advertising Fund for the New 
England States. ‘We have never had a 
campaign that has brought us the floor 
traffic and the business such as the pres- 
ent poster campaign,” O'Meara reports. 
At right is Carl Kenworth, Hartford branch 
manager, General Outdoor Advertising 
Co. J. Walter Thompson Co. handles the 
Ford account. 


$490* (ps); 2-dr., $450; Custom (6) 2- 
dr. Victoria, $330. 

’56 Country Sedan (8) 4-dr., $525*, $490*, 
$480*, $395, $385*, $320*; Fairlane (8) 


4-dr., $470*; 2-dr. Victoria, $395*, 
$390*, $385*; 2-dr., $375; Custom (8) 
2-dr., $370*. 


’55 Ranch Wagon (6) 2-dr., $305*; Fair- 
lane (8) 2-dr. Victoria, $275*; Custom 
(8) 4-dr., $250. 

’54 Fairlane (8) conv., $250*; Custom (8) 


4-dr., $200*. 
MERCURY — ’57 Monterey 4-dr. hardtop, 
$525*. 


’56 Monterey 2-dr., $345*, $345, $300; 4- 
dr. hardtop, $275*. 
’55 Monterey 4-dr., $385*; 2-dr. hardtop, 
$210”. 
’53 Monterey conv., $230* (ps). 
OLDSMOBILE—’59 (98) conv., $2,010*; 
(88) 4-dr., $1,645*, $1,600* (ps), 
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’5S (88) 2-dr. Holiday, $1,235* (ps); 4- 
dr. Holiday, $1,235* (ps); (98) 4-dr., 
$1,120* (ps). 

"57 (88) 2-dr. Holiday, $765* (ps), $715* 


(ps). 

"56 (88) conv., $585* (ps); 4-dr., $420* 
(ps), $375* (ps); (98) 2-dr, Holiday, 
$485* (ps). 


’55 (88) 2-dr., $285* (ps). 
'54 (88) 2-dr., $265* (ps). 
PLYMOUTH—’' 60 Savoy (8) 4-dr., $1,140*. 


’59 Savoy (8) 4-dr., $1,200*, $1,000*%, 
$925". 

*58 Savoy (8) 4-dr., $590*; Savoy (6) 4- 
dr., $570*. 

"57 Belvedere (8) 2-dr. hardtop, $620*; 
Savoy (8) 4-dr., $600* (ps), $540*, 


$525*, $500*, $335*. 

’56 Belvedere (8) 4-dr., $410*; Savoy (8) 
2-dr., $305*; 4-dr., $250*; Plaza (6) 2- 
dr., $285*. 

PONTIAC—’60 Catalina sport coupe, $2,- 
205*; 4-dr. Vista, $2,225* (ps). 

’58 Bonneville conv., $990* (ps). 

’56 Chieftain Safari 4-dr., $450* 
2-dr. Catalina, $395*. 

’55 Chieftain 4-dr., $355*. 

’54 Chieftain 4-dr., $275*. 

RAMBLER—’59 Super (6) 4-dr., 
$1,000, $985. 

"57 Custom (8) Cross Country 4-dr., 
$725*, $680, $430*. 

’55 Super 4-dr., $265*, $250. 

’53 Custom station wagon, $225. . 

STUDEBAKER — ’58 Champion (8) 4-dr., 
$495*. 

MISCELLANEOUS—’61 Chevrolet Corvair 
van, $1,670. 

’60 Chevrolet %-ton, $1,850. 

’58 Ford 1%-ton pickup, $685. 

* * * 


(ps); 


$1,025, 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (May 10). Buyers and 
sellers were here in number. There was a 
scarcity of clean sharp cars. Sold 82 percent 
of 586 consignments. 

* * * 


CHICAGO 
Arena Auto Auction, Sale every Tuesday 
(May 9). Sharp cars all sold for top dollar, 
We had buyers from 12 states buying and 
demanding more sharp cars, Sold 389 cars 
from 602 consignments, 
* * * 


DANVILLE, VA. 
Danville Auto Auction. Sale every 
Wednesday (May 10). Activity very strong 
on good quality cars. 
* * * 


MANHEIM, PA, 

Manheim Auto Auction. Sale every Fri- 
day (May 12). Weather: Rain, Sold 82 per- 
cent of 883 consignments. 

* * * 


PADUCAH, KY. 
Fred Brown Auction. Sale every Tuesday 
(May 9.) Demand good—prices firm, but 
not rising as fast as the Ohio River. 


Used Import Car Prices 


Albany 
Ford (English)—’57 station wagon 2-dr., 
$325. 


Bordentown, N. J. 
Austin—’57 4-dr., $335. 
Fiat—’ 58 4-dr., $275. 
Jaguar—’59 conv., $1,900. 
MG—’ 57 conv., $810. 
Volkswagen—’60 2-dr. hardtop, $1,690; 2- 
dr., $1,160. 
’58 Karmann-Ghia 2-dr., $1,160. 


Caldwell, N. J. 
Simca — ’59 Grand Large 2-dr. hardtop, 
$400. 
Volkswagen—’60 sunroof 2-dr., $1,180; 2- 
dr., $1,115. 
’58 Microbus 2-dr., $560. 


Chicago 
Fiat—’60 4-dr., $680. 
Mercedes-Benz — ’58 1908S, $2,350; 2-dr., 
$1,385. 

Renault—’ 59 2-dr., $200. 
Simca—’ 59 2-dr., $650, $400. 
Triumph—’60 2-dr., $1,160. 
Vauxhall—’58 2-dr., $610. 
Volkswagen—’61 2-dr., $1,560, $1,430. 

760 conv., $1,790; 2-dr., $1,200. 

759 Microbus, $1,195. 
Volvo—’60 2-dr., $1,340. 





Columbus, O. 
Goliath—’60 2-dr., $275. 
’59 2-dr., $410. 
Metropolitan—’ 59 conv., $550. 
’57 2-dr., $515. 

Morris—’59 Minor 2-dr., $505. 
Simca—’59 2-dr. hardtop, $500. 
’BS 4-dr., $410. £ 
Triumph—’59 station wagon 4-dr., $445. 

Volkswagen—’ 61 2-dr., $1,500. 
’60 Microbus, $1,180. 


Daytona Beach, Fla. 
Austin-Healey—’ 56 2-dr., $960. 
Fiat—’ 60 600, $565. 
’59 4-dr., $600. 
Ford (English)—’60 Anglia 2-dr., $790. 
’59 Anglia 2-dr., $690. 


Danville, Va. 
Ford (English)—’59 2-dr., $260. 
Metropolitan—’ 60 conv., $1,115. 


Dyer, Ind. 
Opel—’ 58 4-dr., $405. 
Simca—’ 58 4-dr., $320. 


Flint 
Ford (English)—’58 4-dr., $340. 
Volkswagen—’60 113 2-dr., $1,215. 


Fontana, Wis. 
DKW—’59 2-dr. hardtop, $635. 
MG—’57 2-dr., $410. 
Opel—’59 2-dr., $675. 
Renault—’59 4-dr., $420, $415. 


Los Angeles 
Austin-Healey—’60 roadster, $2,045. 
Hillman—’59 Minx station wagon, 

’58 Minx conv., $535. 
Renault—’61 Dauphine 4-dr., $975. 
’58 Dauphine 4-dr,., $185. 
Triumph—’54 TR-2 roadster, $355. 
Volkswagen — ’57 Karmann-G hia 2-dr., 
$995; 2-dr., $640. 
Volvo—’59 2-dr.; $935. 


$510. 





Manheim, Pa, 

Austin—’61 roadster, $1,440. 
Fiat—’'59 2-dr., $200. 
Goliath—’ 59, $1,005. 
Hillman—’59 station wagon 4-dr., $600. 
MG—’60 2-dr., $1,250. 

’58 conv., $1,190. 
Mercedes-Benz—’ 55 180, $370. 
Metropolitan—’59 2-dr., $550. 

’58 2-dr. hardtop, $420. 
Morris—’59 Minor station wagon, $650. 
Renault—’ 60 4-dr., $1,425. 
Vauxhall—’59 4-dr., $630. 
Volkswagen—’60 Karmann-Ghia, $1,635; 2- 

dr., $1,100. 

’59 2-dr., $1,015, $930. 

’57 station wagon, $860. 

’55 2-dr., $450, $375. 
Volvo—’61, $1,425. 

’60 2-dr., $1,040. 


Mason City, Ia. 
Volkswagen—’ 59 2-dr., $1,040. 


Newington, Conn. 
Metropolitan—’56 2-dr., $175. 


Paducah, Ky. 
Volkswagen—'57 2-dr., $770. 


Warehouse Point, Conn. 
Renault—’57 Dauphine 4-dr., $340. 
Vauxhall—’58 Victor 4-dr., 3365. 
Volvo—’57 444 2-dr., $495. 


West Palm Beach, Fla. 
Alfa-Romeo—’60 roadster, $1,850. 
Fiat—’ 59 1100 4-dr., 2 at $560, $470. 
’58 1100 4-dr., $425. 
Ford (English)—’60 Anglia 2-dr., 2 at $715, 


$610. 
759 Consul 4-dr., $580; Prefect 4-dr., 
$475. 
58 Squire station wagon 2-dr., $405; 
Anglia 2-dr., $400. 
’53 Zephyr 4-dr., $125. 
Hillman—’58 Minx 4-dr., $345. 
Renault—’59 Dauphine 4-dr., 2 at $555, 


$355". 
‘57 Dauphine 4-dr., $420, 
Simca—’58 Aronde 4-dr., $360, $340. 
Taunus—’60 4-dr., $680. 
59 2-dr., $580. 
Triumph—’59 TR-10 4-dr., $450, $375. 
Vauxhall—’58 Victor station wagon 4-dr., 
$510. 7 
Volkswagen—’60 113 2-dr., $1,010. 
’58 Karmann-Ghia 2-dr, hardtop, $960. 
’57 117 sunroof, $525. 
755 113 2-dr., $500. 
Volvo—’ 59 Sports 2-dr., $915, $900. 
’57 2-dr., $675. 





Chicago Chrysler Assn. 


Elects Cizek President 


CHICAGO.—The Chicago Chrys- 
ler Dealers Assn. has been reorgan- 
ized, and Jerry Cizek jr., Logan 
Square Sales & Service, has been 
elected president. 

Other officers are Tom Emich, 
Fred Emich, Inc., Evanston, vice- 
president, and Clyde C. Netzley jr., 
Clyde C. Netzley Co., Naperville, 
secretary-treasurer. 
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for use by dealers in 
the following automotive lines: 






@ American Motors Corporation 
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@ General Motors Corporation 

@ Renault, Inc. 

@ Studebaker-Packard Corporation 
@ The White Motor Company 





@ Volkswagen of America 







NORICK OFFERS A COMPLETE LINE 
OF SPECIALLY-DESIGNED BUSINESS 
FORMS FOR AUTOMOTIVE DEALERS 


No rich scores: 


3909 N. W. 3&h © OKLAHOMA CITY, OKLAHOMA 


Branch Stores in Chicago, Los Angeles, San Francisco 





Representatives in Major Cities Across the Nation 





The Broadest and Most Profitable ” 


Consumer Credit Insurance 
Market Ever Developed 
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Automobile 
Physical Damage Insurance 
(Comprehensive, Fire, Theft and Collision) 


Credit Life Insurance 


RESOLUTE 
INSURANCE 
OTe Ee 


Established 1926 
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DRAMATIC EYE-STOPPER IN SKY! 


Your Message VISIBLE FOR MILES... 
. . . Costs LITTLE—Gives BIG DISPLAY! 


IDEAL FOR YOUR SPRING 
NEW AND USED-CAR SALES 


PRESTON’S, 102-L Main St., Greenport, N. Y. 























u 

Brand new U. S. surplus meteorologi- i I enclose $___. 
cal balloons, inflate to 20 to 30 feet 7 . 7 
use vacuum cleaner or gas. Neoprene , Send _.________ Meteorological Balloons to: 
rubber cost Govt. $20—limited quan- ¥ 
tity. $2 plus 50c for handling and post- »~ NAME — : ar = ee Le so) 
age, or send $10 for 5 shipped ee 1 
paid. Carry your eye-stopping sales 
message to thousands. Order today from e ADDRESS____ — 5 
PRESTON’S, 102-J Main St., Green- 
port, N. Y. . CH... _ — __ZONE____STATE__ 
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Auto Personnel 





Robert A. Hill has been named 
automotive - equipment representa- 
tive in the Chicago area for the 
John Bean Division, Food Machin- 
ery & Chemical Corp. 

Hill jcined the John Bean export 
department in. 1955, He -succeeds 
Stan Willis, who resigned to estab- 
lish Willis Service Co., 2602 Aga- 
tite, Chicago. 


* * * 


Ford Credit Names Lackey 


William A. Lackey jr. has been 
appointed manager of Ford Motor 
Credit Co.’s branch office in Grand 
Rapids, Mich, Lackey was, associat- 
ed with GMAC for 11 years prior 
to joining Ford Motor Credit. 

ok * * 


Stran-Steel Names Dries 


Marketing Development Chief 


Arthur F. Dries 
has been appoint- 
ed marketing de- 
velopment man- 
ager for Stran- 
Steel Division, 
National Steel 
Corp., Detroit, 

Dries moves to 
his new assign- 
ment after hav- 
ing served more 
than five years as 
Stran-Steel ad- 


Arthur F. Dries 


vertising and public relations man- 
ager. 


* * * 


Dashner Heads Shurhit Sales 


R, L. Dashner jr. has been ap- 
pointed sales manager for Shurhit 
Products, Inc. He formerly was 
product sales manager for R-B-M 
Division, Essex Wire Corp. 

* * * 


Grant Heads Controlomat; 


Pfeiffer Is Elected to Board 


Controlomat Corp. has named 
Richard H. Grant jr. president, and 
has elected Walter G. Pfeiffer to 
the board. 

Reynolds & Reynolds Co., of 
which Grant is chairman, and 
Pfeiffer is sales vice-president, 
owns a major interest in Controlo- 
mat. Controlomat specializes in 
electronic accounting for dealer- 
ships, 

* * * 
Acme Names Shankwiler 


In Automotive Sales 


Horace Shankwiler has been ap- 
pointed a member of the Automo- 
tive Production Sales Division, 
Acme Quality 
Paints, Inc. 

Shankwiler for- 
merly was affili- 
ated with the 
Ditzler Color Di- 
vision of Pitts- 
burgh Plate Glass 
Co. for 16 years, 
and with Argo 
Paint Co. for four 
years. Kenneth 
Oxley has been 
appointed techni- 
cal advisor to the Automotive Pro- 
duction and Industrial-Railway 
Sales Divisions. Oxley has been as- 
sociated with Acme in a technical 
capacity for over 20 years. 

a oe oe 


Clevite Service Promotes 


Cooper to Sales Manager 


Richard F. Cooper jr. has been 
appointed sales manager of Clevite 
Service. 

Cooper joined Clevite in 1951 as 
a territory sales representative, 
and was appointed Western region- 
al manager in 1955. 

ES ok ea 
Clayton .Rep Named 


Richard H. Driscoll, Charlotte, 
N. C., has been appointed district 
manager in the Carolinas for Clay- 
ton Mfg. Co., builder of steam 
cleaning machines and automotive 
dynamometers, 

* * * 


S-P of Canada Names Orr 


Merchandising Manager 


Studebaker - Packard of Canada, 
Ltd., has named Robert J. Orr to 
the newly created position of mar- 
keting director. 

Before joining S-P, Orr had been 
general sales manager of Rootes 
Motors (Canada) Ltd.; vice-presi- 
dent, American Motors (Canada), 





H, 


Shankwiler 











Ltd., and marketing director for 
Ford of Canada. 
at * * 


Downey Appointed Director 


Of Chrysler of Canada 


R. J. Downey has been appointed 
to the board of 
directors of the 
Chrysler Corp. of 
Canada, Ltd., ac- 
cording to Ron 
W. Todgham, 
president. 

Born and edu- 
cated in Great 
Britain, Downey 
joined Chrysler 
of Canada in 
1928, in 1954 be- 
came general 
purchasing agent, and has been 
purchasing director since Jan., 1957. 

ok * * 


S-P Appoints Dudeck 


T. A, Dudeck has been named 
Studebaker-Packard district man- 
ager for the Upper Peninsula of 


R. J. Downey 





Larks Capture 
Top Two Places 


In Canada Rally 


VANCOUVER, B. C.—Studebaker 
Lark V-8s took first and second 
places among 111 entries from 
seven countries in the 4,100-mile 
Trans-Canada Rally. 

The seven-day run from Mon- 
treal, sponsored by Shell Oil Co., 
took a toll of 18 cars as the 93 
finishers fought snow, blizzards, 
prairie dust storms and heavy 
mountain fogs in the test of car 
endurance and driving skills. 

A 1961 Lark built at Hamilton, 


Ont., took the lead shortly after) 


midpoint in the run. At the end of 
the fifth day, at Calgary, three Stu- 
debaker entries, two Larks and a 
Hawk, led the field of cars repre- 
senting 15 worldwide manufactur- 
ers. 

Competing in the time test were 
international rally teams from Ca- 
nada, the United States, England, 
Italy, West Germany, France and 
Sweden. 

Order of finish for the first 10 
cars: 

Lark, Canada; Lark, Canada; 
Volkswagen, West Germany; Volvo, 
Sweden; Fiat 200, Italy; Ford 
Zephyr, United Kingdom; Corvair, 
Detroit; Mercedes-Benz, West Ger- 
many; Mercedes-Benz, West Ger- 
many, and Studebaker Hawk, Ca- 
nada. 

Other cars finishing included 
teams of Ford Falcon, Canada; 
Chevrolet Corvair, U. S.; Meteor, 
Canada; Auto Union-DKW, West 
Germany; Porsche, West Germany; 
Jaguar 3.8 and Jaguar XK-150, 
United Kingdom; Pontiac, U. S.; 
Plymouth, U. S.; Dodge, U. S.; Hill- 
man, United Kingdom; Citroen, 
France, and Rolls Royce, United 
Kingdom. 
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Michigan and Western Wisconsin 
He replaces B. L. Peterson, who 
has been named management con- 
sultant in the Minneapolis zone 
office. 

* ok * 
Seven Branch Managers 


Appointed by GMAC 


General Motors Acceptance Corp., 
New York, has appointed branch 
managers in seven cities. They are: 

Willis L. Liddell, Salt Lake City; 
Paul S. Smith, Portland, Ore.; 
Varge Hampton, Shively, Ky.; Eu- 
gene E, Rush, Owensbaro, Ky.; 
James M. Hicks, Valdosta, Ga.; 
Andrew M, Beck jr., Hazard, Ky., 
and Charles R. Bennett, Boise, Id. 


Other appointments include Paul 
S. Steen to the Chattanooga 
(Tenn.) branch office; Raymond L. 
McLaughlin, Jacksonville, Fla., and 
Arthur G. Mountain, Salt Lake 
City. 


* * * 


Bendix Promotes Two 


Dr. R. D. O’Neal, engineering 
vice-president, and R. H, Isaacs, 


| government relations vic e-presi- 


dent have been elected to the Ben- 
dix Corp.’s Administration Com- 


mittee. * 
* * Ke 


2 Regional Sales Chiefs 


Are Reassigned by IH 


E. P. O’Connor has been ap- 
pointed Western regional sales 


-|manager for International Harves- 


ter’s Motor Truck Division, and 
W.. A. Riggs has been named 
Northwest regional manager. 

O’Connor succeeds L. A. Hanson, 
who has been named Oakland 
(Calif.) district manager at his 
own request. O’Connor formerly 
managed the Northwest region, and 
Riggs was West-Central regional 
manager. 

* * * 


U. S. Rubber Names Palmer 


Divisional Sales Manager 


Forrest E. Palmer has been ap- 
pointed automotive sales manager 
in Detroit for the Footwear and 
General Products 
Division, United 
States Rubber 
Co., succeeding 
Edmund G. 
Nagle, recently 
named _ general 
sales manager of 
manufactur- 
ers’ products in 
the division. 

Palmer has 
been sales man- 
ager of automo- 
tive Koylon foam and automotive 
mats since 1955, with headquarters 
in Mishawaka, Ind. 

* ok ed 


Ford Appoints Bastian 


Manufacturing Manager 


D. J. Bastian has been named to 
the newly established position of 
general manufacturing manager of 
the Automotive Assembly Division, 
Ford Motor Co. 

Bastian, formerly plant opera- 
tions manager, will coordinate all 
divisional manufacturing programs 
and will be in charge of the divi- 
sion’s 16 assembly plants, trim 
plant and pilot plant. 


Forrest E, Palmer 


wt 
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Built by Isenhoff Body Co., Grand Rapids, Mich., this special car features a Chrysler 
Corp. Fargo W200 four-wheel-drive chassis and an eight-passenger body of. earlier 
vintage. The purchaser of this unusual adaptation is afflicted with arthritis and resides 
in a country adjacent to the Red Sea, Isenhoff said. The vehicle is powered by a 200- 
horsepower, 318-cubic-inch, V-8 engine with a two-barrel carburetor and three-stage 
metering rod. In order to accommodate the longer body it was necessary to extend the 
wheelbase, relocate gas tank, and rework cowl afd instrument panel to conform with 
the contour of doors and windshield. Among the features are air conditioning and a 
special seating arrangement consisting of an auxiliary seat which folds into the floor, 
a barrel-type lounge chair and a special elevator-type, hydraulic-electric chair for the 


owner, 
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Capsule Reports .. . 


U. S. Rubber Reduces Price 
Of Tire-Protecting Chemical 

NEW YORK.—Naugatuck Chem- 
ical Division, United States Rub- 
ber Co., has quadrupled its capac- 
ity to produce a chemical that 
minimizes cracking in tire side- 
walls and treads and has reduced 
the price of the chemical 30 per- 
cent. 

The chemical is Flexzone 3-C. 
Naugatuck Chemical has been pro- 
ducing it on a limited basis since 
1957, and to date it has been used 
primarily in truck and other heavy- 
duty tires. The new price is $1.39 
per pound in truckload quantities. 
It formerly was $1.99 per pound, 

* * 


Cincinnati to Buy 108 Cars; 


68 Will Be Chevrolets 


CINCINNATI.—Contracts for the 
purchase of 108 automobiles for 
$200,180 have been awarded by the 
City of Cincinnati, according to 
C. A. Harrell, city manager. 

The contracts went to Superior 
Chevrolet Sales Co., 68 Chevrolets, 
$133,292; Lou Bauer, Inc., 11 Fords, 
$21,399; Russell Motors, 27 Larks, 
$42,384, and Jamison Motors, two 
Rambler Americans, $3,105. 

* * * 


Pennsylvania Tire Explains 


Dealer Service Program 


MANSFIELD, O.— Pennsylvania 
Tire Co. explained its “Giant-Step” 
program at a two-day meeting of 
its dealer council here, It is de- 
signed to provide better service for 
dealers. 

The program includes the instal- 
lation of electronic data-processing 
and computing equipment and the 
establishment of new centrally lo- 
cated distribution facilities to sup- 
plement those already in existence. 

* * * 


65 White Compact Trucks 


Ordered by Leasing Firm 

CLEVELAND. — Orders for 65 
White compact trucks have been 
received from Lease Plan Interna- 
tional, Inc., Great Neck, N. Y., by 
the White Truck Division. 

The trucks can handle a two-foot 
longer body for 128 cubic feet more 
payload within the same overall 
length as conventional vehicles, 
White said. 

* * * 

Missile Work for Bendix 

NORTH HOLLYWOOD, Calif. — 
Receipt of a $1.3-million follow-on 
production order from Convair- 
Pomona Division for electronic 
portions of the Terrier missile 
guidance system was announced by 
Bendix Corp. Work will be carried 
out by Bendix-Pacific Division at 
its North Hollywood facility. 

* * * 


Bee Line Firm Set Up 
For Canadian Service 

TORONTO. — Bee Line Equip- 
ment Co., Ltd., 2 Wainwright Drive, 
has been formed to provide service 
throughout Canada for Bee Line 
frame. straightening, wheel align- 
ment, wheel balancing and wheel 
straightening equipment. 

E. J. Werner has been appointed 
managing director for the new Ca- 
nadian company, | 

* 


Sharp Increase in ’61 Sales 


Is Predicted by Lee Filter 

EDISON, N. J.—Leo W. Weiss, 
president of Lee Filter Corp., pre- 
dicted sales this year will climb 
sharply to $4 million to $6 million, 
sparked by a new air purifier and 
other products the company plans 
to market soon. 

Sales of engine filters also will 
increase, he told the company’s an- 
nual meeting here, as more motor- 
ists try to keep their old cars run- 
ning longer. Sales in the first quar- 
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ter of this fiscal year—December, 
January and February — rose 39 
percent over the similar period of 
last year, he reported. 

od * * 


Air Force Safety Drive 


Called Life Saver for 18 

SOUTH BEND. — Saving of an 
estimated 18 lives and prevention 
of ground traffic injuries to 117 air- 
men resulted from the 1960 Life 
Saver Campaign sponsored jointly 
by the Air Defense Command of 
the U. S. Air Force and the Stude- 
baker-Packard Corp. 

Gen. Robert E, Lee, ADC com- 
manding officer, said the estimates 
were based on the accident rate 
during the corresponding period of 
1959. He added that the overall ac- 
cident rate reduction was 12 per- 
cent, Success of the campaign was 
announced as Lewis E. Minkel, 
S-P marketing vice-president, pre- 
sented Studebaker Larks to the 
two top prize winners at an award 
ceremony. 

* * 


* 
U. C. Dealer Is Charged 


With Fraud in Carolina 


CARTHAGE, N. C.—Fred Davis, 
used-car dealer here, was bound 
over to Superior Court on charges 
of fraud and false pretense in con- 
nection with the sale of an auto- 
mobile. 

He pleaded not guilty to charges 
brought by Kenneth Hussey of 
Carthage, who contended that Davis 
wrongfully withheld the title to a 
car and mortgaged it in his own 


name after selling it to Hussey. 
* * * 


ICC National Defense Unit 


Gets 13 New Members 


WASHINGTON.—Everett Hutch- 
inson, chairman of the Interstate 
Commerce Commission, announced 
the appointment of 13 additional 
railroad officials to the ICC Unit 
of the National Defense Executive 
Reserve. 

This brings the total number of 
railroad reservists to 46 and ex- 
pands the ICC Unit from 85 to 98. 
Other reservists include 28 for 
motor carriers, seven for water 
carriers, four for traffic manage- 
ment (shipper representatives), 11 


Travel Excise Tax 
Called Detrimental 
To Carrier, Public 


WASHINGTON. — The president 
of the Transportation Assn. of 
America told the House Ways and 
Means Committee his organization 
opposes continuation of the 10 per- 
cent wartime tax on passenger 
transportation and supports the 
principle of airway-user charges as 
advocated in President Kennedy’s 
tax message, but does not specific- 
ally support the President’s method 
of raising such charges. 

Dr. George P. Baker, transporta- 
tion professor at Harvard Graduate 
School of Business Administration 
as well ag TAA president, told the 
committee the travel excise tax 
“has served to discourage the use 
of public means to travel, to the in- 
creasing detriment of our for-hire 
carriers and the travelling public.” 

He pointed to the “inconsistency” 
of this tax. He cited the “great 
concern in government circles 
about the preservation of public 
surface passenger transportation,” 
and added: “In the light of this 
very reasonable worry, it is obvi- 
ously inconsistent that the govern- 
ment continue a penalty tax on the 
very kind of service it wishes to 
maintain.” 

The same inconsistency is true 
with air transportation, the witness 
said, an “industry which is experi- 
encing a period of great difficulty.” 
Baker declared “it seems very in- 
consistent for the government to 
continue this particular tax on the 
major source of revenue for this 
industry.” 

Baker said the TAA supported 
both the principle of airway-user 
charges and the principle of grad- 
ualism in their application without 
making any specific recommenda- 
tions on the method of collection. 





for warehousing and storage, one 
for manpower and one for admin- 
istration. 

* * Ba 


Court Clears Auto Dealer 


Of Changing Serial Number 


DURHAM, N. C.—A charge of 
transferring an automobile serial 
number was dismissed against H. 
E. Stephenson, president, Stephen- 
son-Wilson, Inc, (Pontiac), when 
Recorders Judge A. R. Wilson ruled 
there was “no deliberate intention 
to violate any law or conceal any- 
thing.” 

The charge was brought by an 
inspector of the North Carolina 
Department of Motor Vehicles, 
when the body of one car was 
placed on the “motor and running 
gear” of another car as a means 
of repairing a wrecked automobile. 

* 


Car-Wash Industry Picking 


Easiest Auto to Launder 


DETROIT.—The automatic 
car-washing industry is conduct- 
ing a poll among approximately 
4,000 car-wash operators to deter- 
mine which make of car is easiest 
to clean and care for. 

The maker of the auto selected 
will receive the Auto Laundry 
Merit Award “for assisting the 
industry and the general public 
in the maintenance of private 
motor cars,’ according to the 
Automatic Car Wash Assn. 

* * 2 


ATA Fights Pennsy’s Bid 


For ICC Truck-Line Rights 


WASHINGTON.—Application for 
new rights for the Pennsylvania 
Railroad’s truck line involving traf- 
fic moving in Pennsylvania should 
be denied since no need for the 
service has been shown, according 
to the American Trucking Assns. 

The ATA also suggested langu- 
age prohibiting the railroad’s 
trucking firm from line-haul truck- 
ing of trailers moving in PRR 
piggyback service. ATA said the 
restriction should be inserted in 
the application in event the Inter- 
state Commerce Commission should 
grant the routes sought. 

* * ES 


50th Anniversary Marked 


By Mitchell Mfg. Co. 


FORT SMITH, Ark.—Mitchell 
Mfg. Co., manufacturer of seat 
cushions, is celebrating its 50th an- 
niversary. 

Since its founding on $3,500 capi- 
tal in 1911 by Albert and Charles 
Mitchell, the firm has grown into 
a business that is worth more than 
a million dollars and has approxi- 
mately eight acres of manufactur- 
ing plant under roof. 

* * * 


Free Booklet Offers Aid 


In Collecting Past-Due Bills 


CHICAGO A new booklet, 
How to Collect MORE Past-Due 
Accounts, has been published by 
the United States Collection Assn. 
as an aid to executives faced with 
the problem of collecting increas- 
ing past-due accounts. 

The booklet was written by 
credit experts who have describ- 
ed the dignified and friend-saving 
principles of modern credit-col- 
lection science. A free copy can 
be obtained by writing United 
States Collection Assn., Inc., 4405 
N. Ravenswood Ave., Chicago 40, 
Til. doe tase 


Amick Named President 


Of Dealer Group in N. C. 


BURLINGTON, N. C.—George C. 
Amick, Central Motor & Tire Co., 
Burlington, has been elected presi- 
dent of the Alamance County New 
Car Dealers Assn. 

E. S. Love, Graham Motor Sales, 
Graham, was elected vic e-presi- 
dent, and W. D. Anderson jr., North 
Carolina National Bank, Burling- 


ton, secretary-treasurer. 
ES * ok 


Charles Goodyear Medal 


Awarded to Winkelmann 


LOUISVILLE. —Dr. Herbert A. 
Winkelmann, co-inventor of the 
first commercial antioxidant for 
rubber, was awarded the Charles 
Goodyear Medal by the Division of 
Rubber Chemistry, American 
Chemical Society, at the division’s 
79th meeting here. 

Winkelmann is holder or co- 
holder of 48 patents in the field of 
rubber technology. Currently, he is 
vice-president and technical direc- 
tor of Dryden Rubber Division of 
Sheller Mfg. Corp., Chicago. 
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LAND CRUISER’S GOT IT 





HERE’S WHAT IT MEANS TO DEALERS 


High Profits are yours with the Toyota Land Cruiser because its extra 
Horse Power and other advanced features bring Hot Prospects to your 
showroom. Compare the facts of the Land Cruiser with its competitors: 




















LAND CRUISER JEEP SCOUT 
Horsepower 135 72 87 
Engine 237.8 cu in. s08 co te. is co ia 
Torque (ft. Ibs.) 217 114 135 
Max. Speed (MPH) 85 76 75 
Curb Weight (Ibs.) 3263 2274 3000 
Turning Radius (ft.) 17.0 18.0 21.5 


Land Cruiser has more pluses that help clinch sales: more rugged chassis, 
responsive transmission (6 forward speeds, 2 reverse), heavier clutch, 
more standard equipment, bigger fuel tank, up-to-28 MPG gas economy, 
7 upholstered seats, hardtop and soft top models. Even with all these 
features, which make the Land Cruiser the best vehicle and the best value 
in the 4-wheel drive field, it’s still competitively priced! That’s why the 
Toyota Land Cruiser gives you an easy and profitable sale. 


Intensive Local Advertising: Toyota supports its dealers by supplying free 
showroom materials; magazine advertising and an intensive localized 
newspaper advertising campaign, all paid for by the factory. 


Get Hien Profits from the Toyota Land Cruiser—the Hot Package of 
the 4-wheel drive field. 


Call or write: 
TOYOTA MOTOR DISTRIBUTORS, INC. TOYOTA MOTOR DISTRIBUTORS, INC. 
World Trade Center, Rm. 205 


8701 Beverly Bivd. 
San Francisco, California 


Los Angeles 48, Calif. 
TOYOTA MOTOR DISTRIBUTORS TOYOTA MOTOR DISTRIBUTORS 
OF NEW JERSEY, INC. 


OF NEW JERSEY, INC. 
231 Johnson Ave. 114 North Chester Ave. 
Newark, New Jersey Park Ridge, Illinois 


TOYOTA /LAND CRUISER 


MAKE EXTRA PROFITS WITH... 


Sidles Custom Made 


wR RS SS 


MEL 

“SIZZLE 

out of the 
Sun” 





Keeps cars and wagons up to 15° cooler by block- 
ing out the sun’s rays. Greatly improves air condi- 
tioning efficiency. 


FAST SERVICE 


We ship the same 
day your order is 
received. 


Keeps outsiders from seeing in, yet gives excellent 
visibility and ventilation. 


Complete stock for all popular 1955 through 1961 
— cars and wagons. Simple instructions with 
each set. 


SIDLES MFG. CO. 


7300 U. S. Hiway 81 South 
Temple, Texas P.O. Box 3537A 








ORDER TODAY 


From your jobber 
or write direct for 
free catalog. 


“The originator 
of Auto Syn 
Shades” 

















BOLT KiT—Problems arising from shear- 
ed bolts which have been twisted off 
when removing motor mounts are said to 
be solved by the Motor Mount Bolt Kit 
introduced by Accurate Products, Inc., 135 
N. Spring St., Indianapolis, Ind. Kits are 
made for all American cars, and Chev- 
rolet, Dodge, Ford and GMC trucks. Kits 
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Sprayaway Corp. of America, Tulsa, 
Okla. 

The Sprayaway Brightener and 
Cleaner is said to be most effec- 
tive when used with the Sprayaway 
Therm-Draulic system. The chem- 
ical neutralizes the acid and rins- 
ing flushes away this neutral solu- 
tion. This is said to prevent con- 
tinued dilute acid action in: the 
erevices and cracks of the trailer.| | 

* * ‘* 


Welding Electrode Holder 


A dual-spot welding electrode 
holder device has been announced 
by Air Reduction Sales Co., 150 E. 
42nd St., New York 17, N. Y. Called 
the Equa-Press* Dual Holder, it 
automatically exerts equal forging 
pressures through its two tip-hold- 
ing barrels regardless of minor 






















TOP CARRIER—An auto top carrier that 
is said to adjust to fit all cars, including 
compacts, has been developed by Fox- 
craft Products Corp., Huntingdon Valley, 
Pa. The TC-120 “Carri-All” does not touch 
the car roof; it is equipped with cadmium- 
plated locks that attach to rain gutters, 
eliminating the need for suction cups and 
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individually for specific floor repair 
problems. 

The products will not pit or scar 
and will withstand the heaviest in- 
dustrial loads, it is claimed. Being 
compression products, Kwik-Set 
and Crack-Fix become harder and 
smoother as traffic continues to roll 
over the repaired areas. Floor sur- 
faces repaired with either product 
are ready to use instantly, it is 
said. SEAT LOCK — Infinite positioning and 
positive lock are features of a linear posi- 
tioning mechanism developed by Roton 
Products Division, Anderson Co., Gary 40, 
ind. Because of its flexibility of design 


* * * 


Baldwin Oil Filters 
J. A. Baldwin Mfg. Co., Kearney, 





variations 


electrode wear, the firm said. 
* * * 





also are available for the Willys Jeep 
plus all Volkswagen models from 1953 
to 1961. The kits contain all the necessary 
nuts, bolts, washers and spacers needed 
to install motor mounts, All component 
parts are matched to the mounts specified 
for each automobile or truck. In addition, 
Accurate offers a line of motor and trans- 
mission mounts which accommodate the 
proper kits. gma 


Pushbutton Stenciling 


A stencil holder and spray ink 
combination for pushbutton sten- 
ciling has been introduced by 
Crown Industrial Products Co., 
Woodstock, Ill. In use, a stencil is 
clipped in the holder, pressed 
against carton and sprayed with 
quick-drying ink. 


* * * 


Mobile Brake Shop 


Ammeco Tools, Inc., 2100 Com- 
monwealth Ave., North Chicago, 
Tll., has announced its No, 20 Mo- 
bile Brake Shop. Included with the 
No. 20 is a drum lathe, shoe grind- 
er, drum mike, brake hone and 
other accessories. 

The extra-rugged Brake-Shop- 
On-Wheels can be moved with “fin- 
gertip control” to allow work any- 
where inside or outside the shop. 
Ammeco reports that the space 
taken by the No. 20 can be the 
most profitable 3’x5’ area in the 
shop. 

* ok * 
Body Repair Kit 

The Magic Bond Fix-It Kit for 
repairing rusted out holes or dents 
in auto bodies and fenders has been 
announced by Magic Iron Cement 
Co., Inc., 14215 Caine Ave., Cleve- 
land 28, O. 








ROCKER ARM OIL KIiT—Houser Engi- 
neering & Mfg., Inc., Bluffton, Ind., has 
announced kits that provide lubrication 
to rocker arms in Chevrolet, Ford and 
Mercury cars and Ford trucks. The kits 
make an oil line that supplies the rocker 
arms directly, by-passing the internal oil 
route. Houser Kit No. 789 is designed for 
Ford V-8 1954-60 cars and trucks, and 
Mercury, 1954-57. Kit No. 790 does the 
job on all 1952-59 six-cylinder Fords. Kit 
No. 788 is for 1953-60 six-cylinder Chev- 
rolets. 


* * * 
Aluminum Cleaning Solution 
Announced by Sprayaway 


A cleaning solution designed to 
remove only the aluminum oxida- 
tion and not the outer surface of 
the aluminum skin of trucks and 
trailers has been announced by 








BLOWER — A two-stage, high-pressure, 
positive blower, which can be used for 


types of pressurized dry 
has been introduced by 


unloading all 
bulk trailers, 


M-D Blowers, Inc., 100 Fourth St., Racine, 


Wis. The blower can be used with all 
known types of pressurized trailers — 


hopper type, air slide, or high pressure 
type, it is said. When used as a power 


take-off driven unit on the tractor it en- 
ables the mixed fleet carrier flexibility. 
The Model 1077 is available for either 
PTO operation or as a separate engine- 
driven unit and requires 30 horsepower 
for operation. The blower unit itself 
weighs 185 pounds. Bo 


Conveyor Car Pusher 


An improved car pusher said to 
fit most conventional car wash 
chains has been introduced by 
Utility Service Co., Inc., 1620 13th 
St., Racine, Wis. The pusher re- 
duces personal injuries, protects 
bumpers, rides upright, is econom- 
ical, durable and safe, the firm said. 

+ * * 


Indexing Conveyor Line 


Gaynes Engineering Co., 1646 W. 
Fulton, Chicago, Ill., is now manu- 
facturing indexing in-line convey- 
ors. Power and length of index 
can be varied to suit any demand 
condition. Indexing movements of 
100 per minute have been achieved 
and strokes of any length are pos- 
sible, the company said. 

* * ok 


Power Tool Catalog 
A 68-page power tool catalog has 


been issued by Skil Corp., 5033 
Elston Ave., Chicago 39, IIl. 
* * * 


Cabinet Bench 


A bench-height storage cabinet 
with a heavy duty steel top work- 
ing surface is offered by Bay Prod- 
ucts, Inc., 1801 W. Cambria St., 


Philadelphia 32, Pa. 
ss 


* 





BODY, FRAME GAGE—The Dead Reck'- 
ning Gage is said to be designed to 
take the guesswork out of auto body and 
frame repairs. The simplicity of construc- 
tion of these gages make them easy to 
use under any conditions either in the 
shop or at the scene of an accident, it is 
said. The magnetic head of the gage per- 
mits its use on all frames, unitized or 
conventional. The self-measuring feature 
eliminates the need of rulers. When prop- 
erly attached, the gage tells at a glance 
whether a frame is sprung, how much 
and where, it is said. Chapman Advertis- 
ing Associates, 2670 W. Grand Bivd., De- 
troit 8, Mich. 






in work thickness or 





gutter straps, it is said. The carrier con- 
sists of two 57-inch pressed steel bars. It 
is. equipped with 84-inch lashing straps, 
secured to the carrier bars by special key 
locks. The key-shaped holes in the bars 
can also be employed to lock in place 
Foxcraft basket carrier TK-208-A or Fox- 
craft ski carrier kit SK-211-A. 
C. Wa7e 


Chemical Product Fights 


Oil, Gasoline Fire Hazards 


A chemical product designed to 
eliminate fire and slip hazards 
from oil and gasoline spills has 
been developed by Penetone Co., 
Tenafly, N. J. 

Called Slix, the product is non- 
flammable, nontoxic, and odorless 
and is especially useful in breaking 
up oil slicks and removing flamma- 
ble solvents from almost any sur- 
face, it is said. 

* * * 


Auto Washer, Polisher 


Wash ‘N’ Glaze, a product for 
maintaining modern auto finishes, 
washes and polishes in one opera- 
tion without leaving the usual dull 
film caused by detergents, accord- 
ing to Mirror Bright Polish Co., 
365 N. Altadena Dr., P. O. Box 234, 
Pasadena, Calif, 

* * * 


Anticorrosion Formula 


CRC 5-56, an anticorrosion for- 
mula that is said to free corroded 
parts and protect electrical and 
ignition components from deterior- 
ation and malfunction due to mois- 
ture, has been announced by Cor- 
rosion Reaction Consultants, 116 
Chestnut St., Philadelphia 6, Pa. 

* * ES 


Water De-lonizer 


A unit said to turn tap water 
into de-ionized water for batteries 
is available from Illinois Water 
Treatment Co., 840 Cedar St., Rock- 
ford, Ill. The conditioner, which 


can be inserted in a Mason jar, con- 
sists of a Waterflo cylinder and a 
cartridge containing a mixed-bed 
resin, 


U-JOINT TOOL—The Strike Out U-Joint 
Tool for the automotive and truck trade 
has been announced by Slyco Products, 
2855 Evergreen Ave., Sale Lake City 9, 
Utah. The tool also works on tractors, 
farm implements and power take-off uni- 
versal joints, it is said. The tool is said 
to enable mechanics to remove and re- 
place universal joints in less than one- 
third the time it normally takes for this 


job. 
a Se 


Revere Chemical Announces 
Floor Repair Materials 


Revere Chemical Corp., 2010 E. 
102nd St., Cleveland 6, O., has an- 
nounced Kwik-Set and Crack-Fix, 
two ready-to-use, plastic floor 
maintenance products that can be 
used to rebuild a floor surface, or 





Neb., has announced VAC-CEL 


Models V-1-F and V-2-A depth type 
full-flow oil filters. The filters fea- 
ture cotton base material exploded 
in the elements at one stroke under 
the firm 
said, preventing channelling and 
setting while assuring high flow 
even under extreme cold conditions. 


2,000 pounds pressure, 


* * * 





RADIO TUBE CHECKER—An auto radio 
tube and vibrator checker has been devel- 
oped by GC Electronics Co., 400 S. Wy- 
man St., Rockford, Ill. Designed for use 
by gas stations, garages, car dealers and 
others in the auto industry, the ‘Vis-U- 
All" checker takes up little space (17 by 
15 by 8-inch). A storage space holds re- 
placement tubes and vibrators. It operates 
on any 117 volt, 60 cycle AC outlet. 


Weight is 23 pounds. 
ee Se 


Rocker-Arm Oilers 


An oiler kit for rocker arms on 


Ford V-8s and Chevrolet sixes is 


offered by Thexton Mfg. Co., 1000 


N. Lyndale Ave., Minneapolis 11, 
Minn. 
* * * 


Floor Hardener 


Flintcrust Liquid is a flush-on 
preparation that is said to end 
sanding and dusting of concrete 
floors. It is produced by Flex- 
rock Co., 3601 S. Filbert St., Phila- 
delphia 1. Pa. 

* * * 


Long-Handled Ratchet 


Addition of a long-handled ver- 
sion of its popular “400” ratchet 
is announced by Wright Tool & 
Forge Co., 42 E. State St., Barber- 
ton, O. a 

* * 


Windshield Deicer 


Camp Chemical Co., Inc., Second 
Ave. and 13th St., Brooklyn, N. Y., 
has announced an improved aerosol 
windshield deicer and frozen lock 
thaw, called ‘“Ice-No-More Wind- 


shield De-Icer.” 





SHOCK HOLDING Pi!€RS—Shock hold- 
ing pliers for use in replacing shock ab- 
sorbers when shock barrels and pistons 
are damaged have been announced by 
Columbus Parts Corp., a subsidiary of AP 
Parts Corp., 26 AP Building, Toledo, O. The 
pliers have a vise grip which is said to 
keep the shock barrel from turning and 
enable the removal and replacement of 
shock absorbers without damaging the 
barrel or piston rod. 












and function—operation either in tension 
or compression with one way or bidirec- ’ 
tional locking— it is adaptable to a variety ; 
of positioning applications. As the Roton i 
reclining-seat lock, it is already in pro- 
duction for intercity bus use and under 
consideration for similar applications in 
automobiles. Of particular importance in 
reclining-seat applications is the ‘‘dress 
up” feature which permits seat back re- 
turn at the end of a trip without operation 

of each individual release, it is said. 
The Roton linear positioning mechanism 

is a self-contained unit. Movement in one 
direction is spring-powered when lock is 
released—operation is smooth and quiet, | 
initial cost is low, and tests have indi- 
cated an extended service life far be- 
yond its normal use requirements, it is 
said. 
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Drum-Lathe Adaptor Set 


Ammco Tools, Inc., 2100 Common- 
wealth Ave., North Chicago, IIL, 
has introduced a set of three 1% 
to one-inch step-down adaptors. 
The No. 4790 set allows 1%-inch 
bore truck-drum mounting cones to 
be used on a one-inch arbor, the 
firm said. Thus, truck drums with- 
in weight and hub-length limita- 
tions can be turned on the stand- 
ard one-inch arbor of the popular 
Ammeco Model 3000 “Safe-Turn” 
brake-drum lathe. 


* * * 


Schwartz Offers Adhesive 


Schwartz Chemical Co., Inc., 50 
Second St., Long Island City 1, 
N. Y., has introduced an adhesive, 
Rez-N-Glue No. 159, which it says 
provides excellent specific adhesion 
to metals, glass, some plastics and 
most porous materials for the con- 
ducting away of static charges. 


* * * 


Powdered Hand Cleansers 


A line of powdered hand cleansers 
for plant and office use has been i 
announced by Peck’s Products Co., i 
610 E. Clarence, St. Louis 15, Mo. } 
Included is a group of antiseptic 
powdered hand soaps, the firm said. 


* * * 
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TEMPERATURE GAUGE—An_aircraft- 
type temperature gauge has been intro- 
duced for air-cooled engines by EMPI, ' 
Riverside, Calif. This cylinder head gauge 
is said to guard against overheating dam- 
age and to prevent the risk of ruining an 
engine because of a loose connection or 
a burned-out bulb. The instrument is pro- 
vided with a mounting bracket, special 
wire and thermocouple for various models. 

a 


Moovit to Cross Border 


Moovit, a penetrating lubricant 
marketed in Canada for 12 years, 
will be introduced in the North- 
eastern United States this summer 
by its American manufacturer, 
Lloyds Laboratories of America, 
Inc., 707 Seventh St., Niagara Falls, 4 
New York. 
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In the Letterbox 





(Continued from Page 12) 


are like a lot of farmers, with no, future.—Don Davigs, sales manager, 


disrespect for the farmers. In order 
to run a headache and get a job at 
any old wage, they invest a lot of 
money and sit back and work for 
the finance companies and ‘fac- 
tories. 

Everyone runs his dealership in- 
dependently with the basic thought 
of knocking his competitor out 
first, or dragging him under. On ei- 
ther side of the border, the theme 
is the same. Don’t uplift the car 
dealer, but knack him down, even 
amongst themselves. 


Did you ever notice any other| 


businesses printing in the newspa- 
per their invoice prices for the 
public to see? Not that it matters, 
as anyone can tell to a dollar al- 
most what a dealer pays the com- 
pany for a new car, 

Reading a new-car ad by a deal- 
er can tell you that. Why not retail 
cars at their wholesale prices, plus 
$100 extra for handling? Then no 
dealer could possibly step out of 
line. That’s what is going on, so 
what good is a false $600 markup. 
It only mentally kids everyone, to 
the Nth degree. 

A furniture dealer sells a chester- 
field suite for $200. He doesn’t have 
to inspect it or service it for a year. 
But he comes up with a $75 gross. 
Then what is wrong with mentality 
of the car dealers.—CaNADIAN Ex 
DEALER. 


* * 
Yager Updated 

. These are among many I 
have received from coast to coast 
concerning my letter to Henry 
Ford II. 

For the most part they are from 
dealers and dealer associations but 
a goodly sprinkle from people out- 
side of the business such as bank- 
ers, corporate executives, etc. A few 
have indicated that copies have 
gone to you and, in some instances, 
to Mr. Ford and chief executives 
of other corporations. 

I do not believe it would be in 
good taste to quote either of the 
enclosed letters. Numerous dealers, 
in person, over the phone and by 
letter, have inquired if I had heard 
from Mr. Ford. If you elect to you 
may say this: 

“Mr. M. H. Yager advised us that 
he had an acknowledgment of his 
letter of April 5th to Mr. Henry 
Ford II, in which Mr. Ford thanked 
him for his views on the distribu- 
tion practices in the automobile 
industry.” 

Several more state associations 
have advised me that they intend 
to go on record endorsing my letter 
at their next directors meetings 
which will be various dates from 
now until mid-June, so I presume 
you will be getting scattered addi- 
tional endorsements. 

I have already sent you a copy 
of my answer to Mr. (A. J. M.) 
Oustalet’s letter, and his letter to 
me indicated that you received a 
copy of his. He is still the only 
dissenting voice out of all the com- 
munications that I have received. 

You are no doubt aware that 
Amos Crowl, of Northern Cali- 
fornia, as president of Automobile 
Trade Association Managers, sent 


Pa 


a copy of my letter to all members|} 


of ATAM. and it, in turn, was dupli- 
cated and sent to the members in 
Several states—M. H. YAGER, Al- 
bany, N. Y. 

* * * 
‘Ludicrous Situation’ 


This retail situation is getting 
more ludicrous with each issue. It 
surely looks as though “Wrong Pro- 
cedure” is calling the kettle black. 

Just imagine! A man in his posi- 
tion, chairman of the National 
Ford Dealer Council (A. J. M. 
Oustalet jr.), not knowing the state 
of affairs his own dealers are in. 

Thank you very much for airing 
this vital subject. Let’s all hope this 
year will straighten out this con- 
dition and we can all profit in the 

ADVERTISEMENT _ 












M. H. BURY'"s 
newspaper advertising column 


Rolling Wheels 


syndicated by 
A. M. Beitier + Advertising 
1912 Delancey Place, Phila. 3, Pa. 
PE 5-9729 





Harrington Auto Imports, Inc. 
(Saab), Cleveland. 

Epitor’s Note: Reader Davies 
refers to Oustalet’s criticism of 
Pontiac Dealer M. H. Yager’s 
letter to Henry Ford II. 
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Lancia Data Corrected 


On the issue of Feb. 27, 1961, at 
Page 6, your magazine published a 
photograph of a 1909 Lancia, The 
caption reads that the car was pur- 
chased by the Museum of Motor 
Car History of Turin, Italy, recent- 
ly opened by the Italian govern- 
ment. 

That is incorrect. The car was 
purchased by Gianni Mazzocchi, 
editor and publisher of Quattro- 
ruote, who has opened his own auto 
museum in Milan, Italy, on his 
private initiative and expense. 

The acquisition of the car — not 
to mention the purchase price—ab- 
sorbed considerable time and travel 
expenses, including a trip to Miami 
by Flaviano Moscarini, managing 
editor of our magazine, who flew 
there from Detroit on Jan. 13, 1961, 
after attending the convention of 
the SAE, and a trip of myself from 
New York to Miami on the same 
date, 

The editor of Quattroruote feels 
that his magazine is entitled to re- 
ceive credit for this contribution 
to the history of motor cars, and 
will appreciate a correction.—Le«o 


M. Rea, U. S. correspondent for 
Quattroruote, 230 W. 41st St., New 
York 36, N. Y. 

* * * 


Home Provided for Boys 


In 1945 during the war, Charles 
W. Aiken decided to establish a 
home for orphaned and neglected 
boys. After thinking about this for 
many years, he and a group of 
businessmen were fortunate in se- 
curing an abandoned brick school 
building to be used for this home, 
which is called Boys of America 
Home and is located at Route 4, 
Easley, S. C., about 12 miles from 
Greenville, S. C. 

Changes in construction were 
made so as to qualify for a license 
from the state to give institutional 
care to boys who are admitted six 
through 13 years of age. They have 
a full house at this time, all boys 
attending public school and all are 
showing growth in body and char- 
acter since coming into the home. 

Due to the interest and help of 
good people, the home has made 
much progress during the past 2% 
years. Recently they have secured 
a 127-acre farm and hope to begin 
construction on their first building 
soon which will take care of 48 
boys. They plan to provide a home 
for at least 105 boys during the 
coming years. 

They are also setting up a library 
and museum, also an educational 
trust fund for the boys. Even 
though they are not able to afford 
this, they feel they cannot plan to 
operate with just a home, that is 
food and a roof, but these other 
things are just as essential. The 
home is supported entirely by con- 





Safety Check— 


National 
grams are under way in 32 states where 


voluntary safety check pro- 
there is no compulsory inspection. First 
through check lane and setting example 
in Minnesota was Gov. Elmer L. Andersen, 
right. Harry A. Sieben, former State Safe- 
ty Director and new United States Mar- 
shal, is seen testing Gov. Andersen's 
windshield wiper arms for adequate pres- 
sure, one of 10 vital points to be checked 
in May and June. Eighteen states require 
periodic inspection and many others have 
legislation pending. 


tributions of money, services and 
| goods. 

I just thought you might like to 
publish a story like this which I 
feel would give the Boys of Amer- 
ica Home a great deal of publicity 
which they need.—M. W. STEPHENS, 
Aiken Brothers, 226 Pendleton St., 
| Greenville, S. c 
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Finding the Ideal ‘Car 


Your “answer” on Page 21 of 
April 3 Automotive News on the 
“functional, durable, eas y-to-enter 
and comfortable” car and where is 
it, reminded me that in the late ’40s 
the entire Chrysler line fit this de- 
scription exactly and Chrysler 
nearly went broke. They introduced 
the squashed-down finned-up job 
and snapped right back. 

I am 6 feet 3 inches tall and am 
much concerned with (a) getting 
in and out and (b) seeing out 
(overhead traffic lights, scenery 
and steep-hill side roads). I was 
much disappointed in the Checker 
as its headroom was less than my 
’58 Ford wagon, and the head-duck- 
ing getting in and out was no bet- 
ter. Also the Checker has a 90 or a 
125-horsepower engine in a two-ton 
car, which would certainly make it 
a sluggish performer. 

The IHC Travelall has nice high 
windows, but the transmission tun- 
nel is so big, the seat shoves me up 
against the roof. If they could 
lower the seat, it would be ideal as 
it has independent front-wheel sus- 
pension, 180-horsepower and an au- 
tomatic transmission. 

But the auto makers have been 
selling cars successfully for 50 
years on the basis that “this year’s 
model is longer, lower and more 
powerful.” Those companies who 
did not have quit.—Gerorrrey C. 
Hazarp, Port Washington, N. Y. 

* * co 





Whence the Crosley? 

In your April 3 issue I noticed 
the obituary of Powell Crosley jr. 

The article stated that the Cros- 
ley engine was still in production. 
If you know who is in production 
on this engine, would appreciate 
receiving this information.—G. W. 
McININCcH, MclIninch Investment 
Co., Omaha, 

Eprror’s Note: Latest informa- 
tion is that the engine was being 
built by Crofton Diesel Engine 
Co., San Diego, but that tooling 
and manufacturing rights have 
been acquired by Homelite Corp., 
Port Chester, N. Y. 

ok * EJ 
Used-Car Warranty 

I thought you would be interested 
in this used-car warranty concept 
which I developed for our local as- 
sociation. 

It reduces the dealer’s cost on 
warranty to zero; it gives the cus- 
tomer extra and more adequate 
protection, and it builds used-car 
buyers into service customers 
(which they ordinarily are not). 

The supplemental section helps 
build association membership, since 
dealers want to belong to get in on 
the prestige of the warranty. This 
program is not copyrighted, and we 
hope others (besides ourselves) 
may benefit from its use. — PAu. 
Martin, Martin Chevrolet, Inc., 
Warren, O. 

(Eprror’s Note: This is an un- 
limited-mileage, six-month used- 
car warranty. It provides for a 25 
percent discount on labor and 
material for mechanical and 
maintenance repairs if the work 
is done in the shop of the selling 
dealer. The supplemental war- 
ranty provides for a 15 percent 
discount if the work is done by 
any of the other Trumbull County 
dealers subscribing to the pro- 
gram.) 

* * a 
Manufacturer Wanted 


I have an item that I have just 
had patented and am interested in 
putting on the market. It is a col- 
lapsible table for use in automo- 
biles — Patent No. 2,921,824, which 
I believe will be a very salable 
item on the market. 

In the April 19 edition of the 
Journal of Potential Products, pub- 
lished by Product Research Insti- 
tute, Inc., Austin, Tex., my col- 
lapsible table for automobiles 
appeared on Pages 87-90 with a 
writeup of their staff findings. The 
following is an excerpt from their 
findings: 

“This device overcomes many 
serious disadvantages in existing 
collapsible automobile tables which 
are easily collapsed when accident- 
ly bumped or those supported 
merely by the fabric on the back 





of the front seat... 





The inexpen- 
sive construction and obvious util- 
ity of this design should make it 
| readily marketable as a welcome! because there 
| addition to the family car.” 

I believe that my invention will| product.—Kurr H. Ricuter, 35 
become : a very salable item on the Weston Ave., Deer Park, N. Y. 
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CARPET- over- 


THE MOST WANTED MAT 
FOR THE AFTER MARKET 


35 


market, but I am having difficulty 
finding a manufacturer to produce 
it. I believe the reason for this is 
is nothing on the 
as yet, of this type of 








market, 
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DUPLICATES 
THE ORIGINAL MAT 
WITH: 


EXACT COLOR e RUBBER 
COMPOSITION e CARPET 
TEXTURE ¢ CONTOUR AND FIT 


* INDIVIDUALLY BOXED 
© AVERAGE WEIGHT: 8 LBS. PER BOX 
* LABEL CLASSIFICATION 

Includes original part number 


Only 1959 and 1960 Chevrolet and 
Pontiac fronts available at this time 


For further information and colorful catalogs write Dept. H-1 
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Greater Efficiency Sought 


FTC Reorganization 
Proposed by Kennedy 


WASHINGTON.—Reorganization 
of the Federal Trade Commission 
has been proposed by President 
Kennedy. Like other agency 
changes suggested by the Admin- 
istration, the FTC overhaul would 
necessitate amendment of the Re- 
organization Act of 1949. 

The purpose is to achieve 
“greater efficiency” in FTC by 
providing “greater flexibility” in 
the handling of business and per- 
mitting the disposition of such 
business at different levels. 

The White House proposals are 
in line with FTC Chairman Rand 
Dixon’s recommendations first 
mentioned in hearings on his nom- 
ination. He decried the separation 
of adjudicatory and regulatory 
problems because of great delays 
in settling cases. 

As Mr. Kennedy put it: “Thus 
matters both of an adjudicatory 
and regulatory nature may, depend- 
ing upon their importance and their 
complexity, be finally consum- 
mated by divisions of the commis- 
sion, individual commissioners, 
hearing examiners and... by other 
employes. 

“This will relieve the commis- 
sioners from the necessity of deal- 
ing with many matters of lesser 
importance and thus conserve their 
time for the consideration of major 
matters of policy and planning.” 

The right to review is reserved 
to the commission as a whole, 
either on its own initiative or upon 
the petition of a party or inter- 
venor showing a need. 

The amendments also seek to 
maintain the fundamental bi- 


Nisonger Named 


BAMA President 


NEW YORK.—Earl G. Nisonger 
has been appointed president of 
the British Auto- 
mobile Manufac- 
turers Assn. 

Nisonger,an 
American and a 
director and for- 
mer vice-presi- 
dent of this as- 
sociation of Bri- 
tish automotive 
importing compa- 
nies, is president 
of Nisonger Corp. 
of New York and 





Earl G. Nisonger 


Los Angeles. His firm ig one of the 
largest importers of automotive in- 
struments and parts in the country. 





Salesmen Win Cars— 


Two salesmen in the Rosenthal auto- 
motive organizations in the Washington 
area were lucky winners of new auto- 
mobiles in a drawing sponsored by the 
company. The cars were awarded at a 
dinner gathering of Rosenthal sales per- 
sonnel. At the meeting, Bob Rosenthal, 
left, revealed that his dealerships had 
sold a record total of 1,118 new and used 
cars during the month of March. All of 
the salesmen of the three Rosenthal deal- 
erships had exceeded their quotas during 
the month, thereby making them eligible 
for the prize drawing. Rosenthal congratu- 
lates William A. O'Brien, winner of a 
1961 Chevrolet convertible. Jim Price was 
the winner of a Renault Dauphine. 





partisan concept by providing 
for mandatory review ef any de- 
cision, report, or certification 
upon the vote of a majority of 
the commission less one member. 

The problems of delegating: au- 
thority is left completely in the 
hands of the chairman of the com- 
mission. 

The White House announcement 
is merely the plan for reorganiza- 


Deal Under Hammer 
KEENE, N. H.—A. T. Howes 
Garage, Inc. (Plymouth-Fiat), 492 
Main St., was liquidated at an 
auction. 





JEKYLL ISLAND, Ga, — High 
prices of United States automobiles 
and a depressed auto industry have 
resulted largely from “monopoly 
powers which General Motors Corp. 
exerts through its sales-finance 
subsidiary,” a finance-industry 
spokesman charged here. 

The charge was made by Paul 
Jones, chairman of the American 
Finance Conference Executive 
Committee, who spoke before the 
Georgia Consumer Finance Assn. 
convention. 

“If the American public is to 
have the benefits of free and equal 
competition among auto manufac- 
turers and auto dealers, there must 
be a law to end General Motors’ 
monopoly powers in financing,” 
said Jones. 

He said this can be achieved by 
a bill sponsored by Rep. Emmanuel 
Celler, New York Democrat, which 
would prohibit finance-company 
operations by any auto maker. 

“Senate inquiry has shown that 
General Motors has the power to 
set auto-price patterns and to 
guarantee itself a standard net 
profit of 20 percent and higher, 
after income taxes, in good times 
and bad,” Jones said. 

“GM’s privileged finance com- 
pany, General Motors Acceptance 
Corp., is a basic tool for controlling 
the auto market by controlling 
dealers.” 

The AFC, national association of 
independent sales finance compa- 
nies, will testify in favor of the 
auto-financing divorcement bill 
when the House Antitrust subcom- 
mittee holds hearings in early 
June, Jones said. 

“Unique privileges in the 
money markets, and the ability 
to acquire dealers’ auto-financing 
business at subnormal cost, en- 
able GM’s finance company to 
give its dealers advantages which 
cannot be matched by finance 
companies and banks which 
serve dealers of other manufac- 
turers,” Jones said. 

“GMAC can borrow at least twice 
as Many tax-free dollars per capi- 
tal dollar as any independent fi- 
nance company. This gives GMAC 


tion. Dixon’s speedup plans concern 
not only the setup but increased 
appropriations which have not yet 
been requested. 

In a recent television discussion 
with Rep. Emmanuel Celler, New 
York Democrat and head of the 
House Judiciary Committee, Dixon 
said he wanted to increase the 
number of hearing examiners and 
that he felt a $1.6 million budgetary 
increasc would be necessary for 
FTC. 

He noted that FTC’s work load 
has been increased greatly by the 
request of the Justice Department 
to look into the behavior of re- 
spondents in 56 antitrust cases set- 
tled by consent decrees since 1940. 
(GM’s agreement in the matter of 
its relationship with dealers using 
GMAC is one such consent decree, 
but no one in the Administration 
is saying whether it is one of the 
56 to be investigated.) 

Policing of Justice’s settlements 
may become a permanent FTC job. 








While the President’s proposals | law. 


do not make clear whether the 
separate bureaus of litigation and 
investigation would be abolished, 
it would be entirely possible by 
full use of the powers of dele- 
gating authority given to the 
chairman. 

And Dixon has indicated that he 
prefers something like a return 
to the pre-1954 division based on 
types of cases. He noted that one 
person or persons handling a mat- 
ter from beginning to end expedites 
work. 

Knowing Dixon’s background as 
an FTC lawyer and as counsel for 
the Kefauver Antitrust subcommit- 
tee, observers feel that the empha- 
sis would be on litigation instead 
of investigation. This could easily 
result in more court cases and 
fewer consent decrees. 

At present, 70 percent of FTC’s 
cases are settled by consent de- 
crees, with the respondent agree- 
ing to stop objectionable practices 
but not admitting violation of the} 





GMAC Blamed for Recession 


the same competitive advantage as 
if it were completely exempt from 
Federal income tax.” 

This borrowing privilege is due 
not to GMAC’s size or efficiency, 
but to its ownership by GM, the 
nation’s largest industrial corpora- 
tion, Jones said, He cited special 
borrowing arrangements that de- 
pend on GM ownership. 

GMAC advantages are converted 
partly into side incomes and subsi- 
dies for GM dealers which no one 
but GM can supply, Jones said, and 
this situation weakens other manu- 
facturers’ dealer organizations, 
limits their market potential and 
threatens their survival. 

“General Motors was instrumen- 
tal in creating today’s auto-market 
conditions, in which dealers, even 
its own dealers, cannot make a 


Truck registrations by states are 
released here weekly, as compiled 
by R. L. Polk representatives in 


state capitals. iia 


|/must depend on side incomes,” 
| Jones charged. 


| permit GMAC to carry on as an in- 





Brock- 


profit from selling new cars, but 


Those manufacturers who suf- 
fer the most from GMAC com- 
petitive factors are those least 
able financially to start a finance 
company and incur initial losses, 
the AFC official asserted, 

“On the other hand, GM admits 
that divorcement legislation would 


dependent,” Jones said. “Then all 
dealers of all makes would be free 
to use this or any other financing 
source that best serves the dealer 
and the car buyer. 

“Healthy and fair competition 
among all auto manufacturers and 
dealers is the public’s best assur- 
ance of fair prices and adequate 
choice.” 





Dia- 
Chev- 
rolet | "4 


Dodge! Ford 


Humphrey Asks 
6 Steps to Help 


Small Business 


WASHINGTON, — A six-point 
small business program to “help re- 
verse the trend of increasing fail- 
ures in independent businesses in 
the United States” has been pro- 
posed by Senator Hubert Hum- 
phrey, Minnesota Democrat. 

The program calls for: 

1. Prohibition of “loss leader” 
sales—making it unlawful for a re- 
tailer to sell at less than his “de- 
livered cost.” 

2. A graduated income tax on 
corporations—to allow “substantial” 
relief to all corporations with tax- 
able incomes under $100,000 a year 
and up to one-third reduction of 
taxes for corporations with earn- 
ings less than $10,000. 

3. Prohibition of the waiver of 
private enforcement rights under 
antitrust laws—to remove all doubt 
that it is illegal for major suppliers 
to require dealers to waive legal 
rights to sue for damages resulting 
from antitrust violations by the 
suppliers. 

4. Declaration that private anti- 
trust suits have a “substantial pub- 
lic interest’—to protect the rights 
of small businesses to sue for tre- 
ble damages. 


5. Requirement of publication 
of terms of proposed antitrust 
judgments and orders in the Fed- 
eral Register—to give the public 
a chance to lodge objections to 
consent judgments and orders 
and to “reverse the pattern of 
light punishments so often im- 
posed on antitrust violators.” 

6. Authorization of disaster loans 
to small businesses forced to va- 
cate because of the Federal high- 
way construction program. 





New Commercial-Car Registrations, 


All States for March, 1961-1960 
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40 States Previously Reported ‘él 61| 14376 85 2030! 14720; 3407; 5328 541) 308 | 563; 1491; 1741; 44651 
For March 60 72! 18657 185 2898| 14960} 4615) 6322 773\ 212) 923 1989 2422| 54028 
Arizona *6l| 318) 46 316 72 62 | 3 2 18 36 873 
*60| 472| 7I 366 9 79 3 3 4 36 57 1187 

California *6l) 2653 | 4) 355; 3135) 581 641 | 28 64 59| 105 | 553, 8178 
*60| 3846 11] 385| 3433) 79| 666 24|_ 7) | 158| 729| 10123 

Connecticut ‘él 19| | 1| 22| 10 52 2| 2| 9| 17 38) 172 
"60 3 132} 4} 18} 97\ 30 42 24| | 17 16| 38) 421 

Georgia ‘él 823) 16} 77)| 817) 203 245 47) 9| 40) 16 72| 2365 
"60! 842/ 5] 79| 608 | ISI 269 44| 5| 28 | 26| 113] 2170 

Kansas ‘él 168) 3) 23) 221) 71 79 2| 3) 3) 12) 12) 597 
"60! | 728 | 3} 58} 536 186} 193 I} 5| 6| 42| 40; 1798 

Kentucky *6l| | 364| 26! 289) 78 93 8 | 4) 13 16| 891 
"60 | 400} | 34 326 116 119 6) 2| 14) 34| 31} 1083 

Missouri ‘él 564) 6 38) 442 155 163 7 7| 12 20 28 1442 
"60! | 1238] 12 Ht 823 267 311 14} 8) 22) 24! 55| 2885 

New York ‘él 43 1195) 12 253 1266} 438 1031 108 | 16| 168 313 267 5110 
*60| 44) 1219) 18 257| «1018; 370 891 108 9} 116 298 385| 4733 

Oklahoma “él! 168 | 1 13 197 20 16 | | | 2 3 423 
"60 892! 2| 49 641 132 179 22 1] 32) 21 19 1950 

Oregon ‘él | 565! 5 77 587 152 128 36 30} 18 48 184 1831 
‘60 426| 55 324 124 90 Wl 8) 25) 58 87 1208 

Texas *6l) 2616) 5 213 1879 431 454 28 35/ 95 59| 139| 5954 
‘60 3727| I 244 2352 477 788 54 22! 68 77 181 800! 

All States ‘él! 105; 23829) 137 3152| 23891 5618 8292 808 478) 974| 2114) 3089) 72487 
For March "60! 119] 32579} 252 4259| 25484 7343 9949 1084 297| =1325| = 2779| ~~ =4157| + 89627 
Year ‘61! 228| 65246! 432| 8533! 63951! 15405) 20426 1937 1212; 2670| 6701 7375| 194116 
To Date "60! 297| 74495) 655 9912| 65694] 16493) 25551 2784 562| 3585 6702| 10719| 217449 








Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission 





New Passenger-Car Registrations, All States for March, 1961-1960 





































































































Car registrations as 
ompiled by R. L. Polk FORD] p,:-1 | Cadil- 
compi y Comet TOTAL Buick ea 
& Co. 
40 States Previously '6l| 19665] 4876; 595] 12503| 16704| 34678! 68423} 1407| 6614; 8752! 85196| 14976] 8093| 85837! 16804! 19818] 145528) 3573) 21162) 309802 
Reported for March _'60| _23797| _4570|_—«871|_—*1967| 22380| _27881| 57669| _81833|__1308|_—-9938|__—- 3962) _-97041| 15460 8536] 105112| 20383] 24205] 173695| _6926| 30377| 389506 
Arizona el) 280 32 5| 171 2034! 726 25 76| 165) «992 117 99| 872 173 165) 1426 34) -249| +~—«3392 
60/278 36 6| 9 146 256| 453] _—*966| 23] 114} 9] 112 108 117} 1010 180 246| 1661 65 487} 4056 
California "el| 2982| 574] 96 | 1895, 2107) 4672; ‘11142; 675 962| 1549| 14328] 1689) 1468) 12254) 1901| 2610) 19922| 633) 4465) 47002 
60) 3869} 33) ~—210)_~—=—149| ~—-3050| ~—-4233|_—«8275|_—*12013|_—289 1367| 476] 14145} 1659] 1740] 14312] +2449] += 3140] 23300] + 1234] +7138} +5796! 
Georgia él 324) ——«*110| 14] | 288; 436) 848| 2465) 26 158 260; 2909 3% 188| 2509 402 723| 4218 ~—«89|—«1057| «9445 
60) 471 7 14| 32 405} 585} 1133] 2876! 31 226 3] 3136 438 197| 2832} 487] 816] 4770 178} 1478] 11166 
Hawaii él] 60] 33| l 37| +148) 218) 384] 4) I] 45, 444 72| 22 408 57| Tr) 10 212) ‘1594 
‘60! 66} 23) 3] _—4]_— 94] 262] 386] 418 | 3] 15} | 442|_— 29 25 411 31| 32| 528 34 368] 1824 
Kansas él 320 90 16| | 250! 311! += 667| _~—s«*1308 23 120 132} 1583} = 320/ += :(100|_:~=S«s:*1650| += 307| +~=—«324! ~—«2701| 49 290| 5610 
ae Bt Sit] 74] st} at} 40a. 98t] 889} 31} si 45| 2127] —-371|_—«4i32|_—2440/ =~ 433] = 454] += 3830) +132 494| 8075 
Kentucky el] 271] (38 8 110; 308) 464) 1104 11 75| -107)—«*1297/—S «218 91] 1209] 247) 249) «2014 33] 290) 4369 
ere eo} tt} 39] 5] 0) 272} 386] 7t2|_—st272|_— 3] 143] |__—1489) 194 83} 1662; 325;  306| 2570] 86;  384{ 5552 
Missouri ‘el| 435) 86 13/ | 378] + 408/885! 2092 30 132} 191] 2445] 366] 208] 2705; 440 = 544) «4263 ~=Ssi 2] ~=S «4 14] ~—«8504 
60) 894] 150) 30; -63|_—=—880|_—*'123|—«-2246| +3776) 33 352! 36] 4197) 623 279| 4811 856/ 864] 7433] 187] 974] 15931 
New York el] 3913/1265) —+‘122/ 2459| 3743| +7589) +«+11317)  ~—«-292 1295| 1681| 14585] 2687) 2239 14437| 3848  3762| 26973 627| 4755) 58442 
iz 2 "60; 3946] 1378] 236 427|__3755| 5199] 10995] 9576] ~—-248|_—1441| 379) (11644) 2147} ~—-2021| 12550] 3710} + 3626] + 24054] +1213] +~—«#5334) «57186 
Oklahoma "6l| 293! 55 | 4| i a ee 991 16 56 115! ‘+1178 212} —*109| ~—«*1400| +~=—«226| +~=«-273| +~=«2220 32 198| 4267 
"60| 288 49| 8I 25 223| _362| 667) __—‘1587/ 18| 142! 33} 1780 252 123} 1898] 353} 338] 2964) 82 376| 6157 
Oregon "él 445| 65| 12| 307/253 + 637| 1078 41 | 106{ 148] ‘1373 234 123] 1459 220; «288! 2324 101 504| 5384 
"60! 630 53] 20! 26 252| _430|_—=—781| _—«(1538 29 191 1] 1759 246 115} 1714 322; 391] 2788 162 814) 6934 
Texas ‘él 908| 276! 43| 699| 870! 1888} 5408) 84] 351 636] 6479/1153) 547 +-7124| +1316] +1401) 11541) 185) 1255) 22256 
"60| 1275) 279! 83} 100] _—:1205| +—«1738|~—-3405| 7623 64] 472 181} 8340} 1325 713} 9668] 2003} 1899] 15408 495} 3198] 32321 
All States ‘el! 29896] 7500| 928] 19219| 25656] 53303| 106438]  2634| 9956] 13781| 132809| 22440! 13287] 131864) 25941! 30248! 223780! 5428) 34851! 480067 
For March "60/ 36336| —7381|_—-(1500|_—2853/33063/  42906/ 87703| 125367| 2090} —14563| 5192] 147212| 22852] 14081] 158420] 31532| 36317] 263202] 10794] 51422] 596669 
Year "6l| 76924| 19598] 2848] 49806! 67729! 139981| 285925| 7925! 26945] 36735| 357530/ 59955! 35543| 341043/ 70739! 61556 588836| 16479] 8875711268507 
To Date '60| 92100] 19184| 4378] —_7599| 79200] 103619] 213981| 340920] 6645] 39877] 5192! 392634! 62275] 37628] 385821] 82034! 90599| 659357! 27696! 1361951 1520963 











~ Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 
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Alcoa helps you sell automobiles by showing the car-selling features of aluminum to the nation 


in full-color national magazine ads like this and on its top-rated TV show—‘‘Alcoa Presents.”’ 


Tell your customers about aluminum for style and function ... your big new sales feature for ’61. 


Thunderbird, photographed for Alcoa by Irving Penn 


Satin-sleek and sapphire-hard, aluminum adds new luxury to the 
cars America drives. Alcoa research, the starting place for almost everything in aluminum, 
created the process that gives automotive trim enduring beauty. Alcoa ingenuity made it practi- 
cal to use, inside and out, at no premium in price. Choose the car with the gleam of Alcoa® 


Aluminum. You’ll be proud of its showroom luster every time you take the wheel. 


ALCOA ALUMINUAA 


ALUMINUM COMPANY OF AMERICA 


Drive for Beauty with 





Bendix Builds More Brakes 
OM Com ICCan HOMIE 
any other manufacturer 























You get the 
right answers 
from Bendix... 


Brake headquarters of the world! 





Whether you're designing a go-kart or the biggest highway 
hauler, it pays to put your braking problems up to Bendix. 
You benefit from the experience Bendix has accumulated 

in designing and producing more than 141,000,000 brakes to 
meet the needs of every kind of vehicle that rolls 

and must be stopped. 


Our current production schedules call for more 
than 400 different types of automotive brakes alone. 
Bendix® brakes also have wide application on machine 
tools and other industrial equipment. 


Whatever your braking problems, you get the right answers 
at Bendix, where we conduct the biggest brake research 

and testing program in the world. For an analysis of your 
needs, call, wire or write our Automotive Brake Department, 
Customer Applications Engineering, at South Bend, Indiana. 


. a WRITE FOR FREE BENDIX BRAKE CATALOG! 

fa“ Brand-new 82-page design guide for brake engineers. Shows 
brakes for virtually all applications; discusses hydraulic, 
mechanical and band-disc types. Gives complete axle load 
ratings, torque capacities, installation data. Distills 40 

years of Bendix brake experience in logical, graphic presentation. 
Write to Bendix Products for your free copy today! 


Bendix sivisron South Bend, inp. 


CORPORATION 
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Lawsuits Affecting Dealers ... 


Court Decisions 


purchase the truck and Smith 
filed suit against the Central 
Assn. for damages. i 
During the trial lawyers argued 
that the Central Assn. could not 


¥ H By Leo T. Parker 
go 4 Attorney at Law 
A FEW weeks ago a higher court 
held that a contract to sell an 
automobile may be valid and en- 
forceable, although no agreement 
is reached as to 
the amount the 
purchaser will 
pay for the ve- 
hicle. 

For illustration, 
in Central Assn. 
v. Smith, 335 S. 
W. (2d) 289, the 
testimony dis- 
closed that a man 
named Smith 
owned a motor 
truck that he Leo T. Parker 
wanted to sell. He approached an 
official of the Central Assn. and 
morn that he would sell his 

ruck. is official promised Smith 
New Body Style on Display— that he would buy the truck but 

New body style of the Mercedes-Benz 220 SE Series was shown at the Philadelphia | at no time was anything mentioned 
International Auto Show. It is powered by a fuel-injection, six-cylinder engine, its| about how much the official would) ATLANTA.—Cliff Heath, Inc. 
power plant develops 134 horsepower at 5,000 revolutions per minute. The engine's} Pay Smith for his truck. (Dodge), 3483 Peachtree Rd., N.E., 
displacement is 133.9 cubic inches. Bore and stroke are 3.15 by 2.86. Later the official refused to | has gone out of business. 
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agreement between its official and 
Smith as to what amount Smith 


price. 
a 


the higher court awarded Smith 
$600 damages, saying: 

“We hold a contract or agree- 
ment was entered into between 
the parties. The rule of law seems 
to be well settled that where no 
definite contract price was agreed 
upon between the parties, this 
alone does not invalidate the 
agreement or contract. 





Cliff Heath Folds 





Help your customers Ride Relaxed 


A shaded E-Z-EyeE Safety Plate Glass windshield helps protect eyes 
from blinding sky glare. It’s a real eye-opener. 
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Help your customers Sit Pretty 


E-Z-EYE in the rear and other windows rejects hot sunrays. 
It’s the next best thing to air conditioning. 


Help yourself make More Money 


E-Z-EYE Safety Plate Glass is an easy-to-sell, low-cost option. 


MADE IN U.S.A, 


cas oe 


', 
=-Z-EVE SAFETY | 0 


LIBBEY » OWENS + FORD... Toledo 1, Ohio 
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be liable because there was no 
would receive as the full purchase 


C IS interesting to observe that 


“The law invokes the standard 





of reasonableness and the fair 
value of the truck may be shown 
and recovered.” 

* * * 


Concurrent Negligence 


ECENTLY the writer attended 

a convention of automobile 
dealers. A dealer made this inter- 
esting statement: Let us assume 
that an automobile dealer’s me- 
chanic negligently repairs a cus- 
tomer’s automobile. Under these 
plain circumstances the dealer 
would be liable for injuries to the 
customer caused by the defect. 

“But if a third person, with 
whom the dealer has had no 
business dealing, sustains an in- 
jury indirectly resulting from the 
defects, can this third person re- 
cover damages from the dealer?” 

The answer is in the affirmative 
if there is concurrent negligence. 
Otherwise, no. 

The law is established that if two 
distinct causes of injuries are suc- 
cessive and unrelated, one of them 
must be the proximate and the 
other the remote cause. In such 
case the law regards the approxi- 
mate as the efficient and respon- 
sible cause, and disregards the re- 
mote. 

* * K 

N OTHER words, if an automo- 

bile dealer’s mechanic negli- 
gently repairs a customer’s auto- 
mobile, and a person is injured 
through unrelated or remote negli- 
gence of the automobile owner, the 
latter is not liable in damages. 

For example, in Greiving v. La- 
Plante, 156 Kan. 196, it was shown 
that a dealer unlawfully sold gas- 
oline to a nine-year-old boy, who 
knew that it was gasoline and that 
it was dangerous. He gave it to an- 
other boy who also knew it was 
dangerous. 

The second boy poured it on a 
fire and was burned, and the 
parents of the second boy named 
Lee sued the dealer for damages. 

The Supreme Court held the 
dealer not liable, saying: 

“We must conclude that both the 
rule and practical reason require 
that Lee’s (second boy) injury, 
under the circumstances of remote- 
ness and intervening events, was 
not within the probabilities, the 
natural sequence, which the appel- 
lant (dealer) is chargeable with 
foreseeing.” 

Also, see Hickert v. Wright, 315 
Pac. (2d) 152. Here an automobile 
dealer was charged with negligent 
repairs of an automobile tire. One 
month later when the automobile 
owner named Franklyn was driv- 
ing the car at 90 miles per hour 
the tire blew out and killed a per- 
son named Hickert who was riding 


in the automobile. 
* * * 


Dealer Absolved 


i SUBSEQUENT litigation, the 
higher court indicated that 
Franklyn was solely liable in dam- 
ages to dependents of Hickert, say- 
ing: 

“We hold that . . . negligence 
of defendant (Franklyn) is an 
independent intervening cause 
which produced the injury which 
resulted in the death .. .” 

This higher court went on to ex- 
plain that this automobile dealer 
was not obligated to anticipate that 
Franklyn would commit an act of 
gross negligence in driving the 
automobile at 90 miles per hour 
when knowing that one of the tires 
was defective. 

In still another case Garrison v. 
Howie, 176 Kan, 548, it was dis- 
closed that an automobile mechanic 
started to drive over a railroad 
track having defective signal lights. 
He stopped suddenly and a driver 
named Hamil in the rear crashed 
into him. 

In subsequent litigation, the 
higher ‘court refused to hold the 
railroad company liable in damages 
for injuries sustained by the me- 
chanic, saying: 

“We think it cannot fairly be said 
that appellant (railroad company) 
had probable cause to believe or 
should have anticipated that Hamil 
would negligently run into the rear 
of appellee’s (mechanic’s) car. 
Surely appellant was not required 
to anticipate such negligence .. .” 


Pickup Presented 


ATLANTA. — At the annual 
breakfast of the Georgia Voca- 
tional Assn., a Ford pickup was 
given to the retired Georgia State 
director, George I. Martin, as a 
special tribute. The truck was sold 
by East Point Ford Co., Inc. 
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Average Dealer Went 
Into Red in Quarter 


(Continued from Page 1) 


lost 0:8 percent on sales in the 
first quarter but went on to post 
a profit of 0.2 percent for the full 
year. 

NADA said that car absorption, 
the portion of overhead covered by 
the washout gross on new and used 
vehicle sales after the deduction of 
sales expenses, was 34.3 percent in 
the first quarter, compared with 
46.9 percent in the like period of 
last year. 

* * 

HE association said the net 

worth of the average dealership 

was $112,570 on March 31, down 
from the $116,407 average a year 
earlier. | 

Dealers’ results varied widely by 
size group in the first quarter. The 
smallest dealers ran a loss that was 
2% times the industry- average 
while there was one group of deal- 
ers who showed a first-quarter 
profit. 

Dealers in Group I, those who 
retailed one to 149 new vehicles 
last year, had a loss of 0.5 per- 
cent on sales in the first quarter, 
compared with a profit of 1.4 per- 
cent a year earlier. 

Those in Group II, dealers who 
retailed 150 to 399 new vehicles last 
year, had a profit of 0.1 percent in 
the first quarter. A year earlier, 
they were the most profitable group 
of dealers, clearing 1.6 percent. 

Dealers in Group III, those who 


Burned-Out Deal 
Opens New Home; 


Didn’t Miss a Day 


AUGUSTA, Me.—A fire that de- 
stroyed the dealership building he 
was remodelling didn’t stop Donald 
Brooks jr., Brooks & Drew, Inc. 
(Dodge), from servirg his custom- 
ers. 

The day following the fire, 
Brooks rented an empty gas station 
building and began making ar- 
rangements to install a temporary 
service department. He moved his 
new-car sales force to the used-car 
lot across from the burned-out 
dealership. 

He also took steps to construct 
a new building. The new facility, 
a 70-by-100-foot. structure, was 
dedicated recently. 

Brooks began remodelling his old 
dealership last August. The work 
was nearly completed when the fire 
struck Oct, 21. 

“The cramped gas station quar- 
ters were not the best,” he said, 
“but we stayed in business and 
didn’t lose: much of our sales force. 
We opened the new building with 
most of the regular crew.” 

The dealership was founded by 
Donald Brooks sr. in 1939. “My 
father always felt it was important 
to sell a quality product and then 
retain the customer by giving him 
premium service,” the younger 
Brooks said. “This philosophy has 
paid off. Our customers are loyal, 
and many of our original customers 
are still with us.” 





Preparation and delivery 
Warranty and policy 
Salaries, commissions, other 
compensation to salesmen .... 
All other salaries, wages 
(except mechanics’) 
Employes’ bonuses 
Shop tools and supplies 
Rent and expense in lieu of rent 
** Advertising, local 
Insurance, other than building 
Interest paid 
All other expense 
TOTAL EXPENSE?t 











Breakdown of 





sold 400 to 749 new cars and trucks 
in 1960, met the industry average 
with a loss of 0.2 percent in the 
first quarter. A year earlier, the 
group had a profit of 1.3 percent. 

* ok * 


ROUP IV dealers, those with 

‘sales of 750 or more new units 
last year, broke even in the first 
quarter. A year earlier, the group 
had a profit of 1.5 percent. 

Basically, it was the same story 
for all dealers. Gross profit increas- 
ed a bit in the first quarter. NADA 
traced this to two factors: Dealers 
made a higher gross profit on car 
and truck sales than they did in 
late 1960 while parts and service 
operations, which bring in a higher 
gross profit, became a bigger factor 
as the number of cars and trucks 
sold fell, : 

There was some increase in 
selling expenses but operating ex- 
penses became an even greater 
factor in the face of declining 
volunre. Overhead traditionally 
becomes more burdensome in 
times of decreased sales. The re- 
sult: Increases in expenses out- 
ran increases in gross profits, 
cutting or eliminating the net 
profits. 

The breakdown of the individual 
items of dealer expense provided 
few surprises. With two exceptions, 
each expense took more of the sales 
dollar as the volume of sales fell. 

* * * 

6 bape average dealer had $15.68 in 

expenses for every $100 in sales 
in the first quarter, compared with 
$13.65 in the like period of last year. 
This does not necessarily mean 
that dealers allowed expenses to 
mount in a period of slow sales. 

Expenses have a way of holding 
steady or declining only slowly in 
periods when sales are falling 
sharply. Under these circumstances, 
the expenses consume a higher 
portion of the sales dollar. 

The two expenses which fell in 
the first quarter, compared with 
the like period of last year, were 
employe bonuses and preparation 
and delivery expense, 

Bonuses took up 0.07 percent of 
the sales dollar in the first quarter, 
compared to 0.11 percent a year 
earlier. Bonuses usually contract 
in periods of slow sales. Prepara- 
tion and delivery expense was 0.41 
percent of sales in the first quarter, 
compared with 0.47 percent a year 
earlier. 

* * * 

yas washout gross profit on new 

and used units combined, with 
finance income excluded, was $397 
per new unit sold in the first quar- 
ter, down slightly from the $400 
per unit in the first quarter of last 
year. 

The report on the used-vehicle 
market proved that the price 
slide in this field is continuing. 
The average used unit was sold 
for $746 in the first quarter, down 
from the $829 average in the like 
period of 1960. 

The average cost of used units in 
inventory on March 31 was $654, 
compared with $774 a year earlier. 

The average dealer sold 1.77 used 
* * 


(PERCENTAGE OF TOTAL SALES) 


Group I* Group II Group III Group IV Ind. Average 

3 Mos. 3 Mos. 3 Mos. 3 Mos. 3 Mos. 3 Mos, 3 Mos. 3 Mos. 3 Mos. 3 Mos. 
1961 1960 1961 1960 1961 1960 1961 1960 1961 1960 
.36 .46 45 48 .48 -50 45 45 41 AT 
.53 AT 53 49 51 44 .40 .35 1 45 
1.97 1.86 2.18 2.08 2.25 2.15 2.22 2.16 2.10 2.01 
5.90 5.02 5.66 4.72 5.56 4.51 467 3.87 5.61 4.70 
.06 -06 .O7 12 10 16 .09 19 .07 11 
46 42 42 .36 .33 ae 25 24 .40 .36 
lane | LB 1.19 1.00 1.31 .89 1,13 81 1.26 1.00 
.62 62 -70 73 .95 .84 1.05 .95 74 73 
53 40 42 34 36 27 .30 22 45 34 
51 .39 AT 32 39 34 1 .40 
3.49 2.94 3.48 2.71 2.97 2.38 3.62 3.08 
15.62 13.65 15.80 13.06 13.92 11.96 15.68 13.65 


* Groups are based on the volume of 1960 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; Group 
II, 150 to 399 units; Group III, 400 to 749 units, and Group IV, 750 units or more. 
** Includes travel, promotion and service training for Ford and Lincoln-Mercury dealers. 
ft Includes all owners’ salaries, employes’ bonuses and interest paid. 




















* * 





* 


units for every new unit sold in the 
first quarter, compared with 1.45 
in the like 1960 period. At the end 
of March, the average dealer had 
42.3 days’ supply of used units on 
hand, compared with 43.6 days’ 
supply a year earlier. 

* * * 


apo average dealer’s parts busi-| 
ness expanded in the first quar- 
ter but gross profit slipped. Parts 
sales, excluding accessories, 
amounted to $486 per new vehicle 
sold in the first quarter, compared 
with $382 a year earlier. Gross 
profit was down from 30.2 percent 
in the first quarter of last year to 
29.9 percent in the like period of 
this year. 

The parts supply in the average 
dealership on March 31 was good 
for 4.8 months’ sales, unchanged 
from the year-earlier figure. The 
parts inventory was being turned 
over at the rate of 2.5 times a year 
in the first quarter, unchanged 
from the like period of 1960. 

Customer labor business show- 
ed the same changes as the parts 
business—sales up but gross prof- 
its down. Labor sales amounted 
to $303 per new unit sold in the 
first quarter, compared with $241 
a year earlier, Gross profit was 
41.8 percent this year and 43.0 
percent last year. 

Total service sales with accesso- 
ries on new vehicles excluded 
amounted to $1,008 per new unit 
retailed in the first quarter, up: 
from the $796 for the like period of 
last year. Gross profit on these 
sales was 32.6 percent this year and 
33.8 percent last year. 

* * * 


a absorption, the portion 
of overhead including owners’ 
and officers’ salaries covered by 
gross profit from all service and 
parts operations, amounted to 54.7 
percent in the first quarter of this 
year and 56.3 percent a year earlier. 

The breakdown of dealership 
business by department was mark- 
ed by a growth in the importance 
of parts and service business in the 
first quarter as sales of new and 
used vehicles fell. 


Sales of new cars and trucks 
amounted to 53.8 percent of deal- 
ership sales in the first quarter, 
compared with 58.2 percent a 
year earlier, First-quarter sales 
in the used-car and truck depart- 
ments were 26.2 percent this year 
and 25.2 percent last year. 

Total parts and service sales 
amounted to 20.0 percent of the 
dealership sales total in the first 











Dealer Expense 
FIRST THREE MONTHS, 1961-1960 






quarter, up from the 16.6 percent 
a year earlier, 
* * * 



























—From NADA Survey 















































































































*Group I 


Pct. Total Sales Pet. Total Sales Pct. Total Sales 












Group 12 ... 
Group II ... 
Group III . 
Group IV ... 


sales. 
















































Group II 
Group III 




















Group I 
Group II 








Industry Average 


* Washout gross profit on new and used units combined (less all credits for finance 
income) per new unit sold and as a percentage of combined new and used unit 





Group IV .. 


Industry Average 1,008 
* The percentage of operating (or fixed or semifixed) expense covered ‘by gross profit 
from all service and parts operations. Officers’ and owners’ salaries included. 


Group IIL ... 
Group IV ... 
Industry Average 


Group ITI Group IIl Group IV 


* Groups are based on the volume of 1960 retail deliveries of new cars and trucks as follows: 
units; Group II, 150 to 399 units; Group III, 400 to 749 units, and Group IV, 750 units and more. 


How Dealers Fared on Expenses, Profits 


Eprror’s Note: The following figures are taken from the NADA bulletin, “Operating Averages for 
the Automobile Retailing Industry.” 
FIRST THREE MONTHS, 1961-1960 


OPERATING PROFIT BEFORE TAXES 





Industry Average 


3 Mos. 3 Mos. 3 Mos. 3 Mos. 3 Mos. 3 Mos. 3 Mos. 3 Mos. 

1961 1960 1961 1960 1961 1960 1961 1960 

A MOEN 65 ciscasevsiecipssivevvives 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 

GROSS PROFIT 15.8 15.7 15.7 15.3 15.6 14.4 13.9 13.5 

BOIS TAPCIBC  ...0..ccccsccesasescens 3.5 3.4 3.9 3.9 4.3 3.9 4.0 3.7 

Operating Expense ................... 12.8 10.9 11.7 9.8 11.5 9.2 9.9 8.3 

TOTAL EXPENSE .................... 16.3 14.3 15.6 13.7 15.8 13.1 13.9 12.0 
OPERATING PROFIT 

Including Finance Reserve.... —.5 1.4 ol 1.6 —.2 1.3 0 1.5 


Pct. Total Sales Pct. Total Sales 


3 Mos. 3 Mos, 


1961 
100.0 
15.5 
3.8 
11.9 
15.7 


—2 


1960 
100.0 
15.1 
3.6 
10.0 
13.6 


1.5 


Group I, 1 to 149 


On Sales, Profits 


FIRST THREE MONTHS, 1961-1960 


Washout Gross Profit* 


Gross in Dollars 
Per New Unit Sold 





3 Mos 3 Mos. 
1961 1960 
eapedsedeDventehlepuyesssbiensves $437 $440 
paviesuceystveebensdlevdesssinad 410 410 
(absdisrsesesnsuvassivesninenis 368 371 
iv souaeeyeteyosususeuaven tates 307 309 
dtcivtestitlavos 397 400 


Used Vehicles 


Total Service Sales 


except accessories with new vehicles.) 


Average Sales Percent of 
Per New Unit Gross Profit 
Retaltled to Sales 
3 Mos. 3 Mos, 3 Mos. 3 Mos. 
1961 1960 1961 1960 
stadeicenaa $1,219 $942 30.9 33.0 
iia 976 818 33.9 34.3 
910 643 34.8 35.2 
seasatenuns 649 532 34.4 34.5 
796 32.6 33.8 





New Cars Used Cars 

and Trucks and Trucks 
3 Mos 3 Mos, 3 Mos. 3 Mos. 
1961 1960 1961 1960 
spkiciaaeana anes 50.1 55.0 27.6 26.7 
xeseduascandevanteasn 54.0 58.5 26.9 24.7 
a caxas week aaa 56.2 62.0 24.9 23.8 
sabtamavenvensahauss 62.6 64.1 21.8 22.7 
Poxeans 53.8 58.2 26.2 25.2 








How Dealers Are Faring 


(Taken from report by NADA Business Management Committee) 


Gross in Percent 
Per New Unit Sold 


3 Mos. 
1961 


10.3 
10.0 
9.4 
8.8 
9.8 


3 Mos. 
1960 


+ 
7 
7 
tT 


+ 


# Groups are based on the volume of 1960 retail deliveries of new cars and trucks 
as follows: Group I, 1 to 149 units; Group II, 150: to 399 units; Group III, 400 
to 749 units, and Group IV, 750 units and more, 

+ Not available. 








Average Cost 


A 

Selling Price Ratio Used-Unit No. Days’ Supply Per Used Unit 

Per Unit Sales to New in Inventory in Inventory 
3 Mos. 3 Mos. 3 Mos. 3 Mos. Mar. 31 Mar. 31 Mar. 31 Mar. 31 

1961 1960 1961 1960 1961 1960 1961 1960 
Group I ...... $717 $811 2.11 1.68 53.9 54.5 $616 $715 
Group I .... 763 841 1.80 1.43 35.6 39.4 691 823 
Group III .. 800 876 1.50 1.23 27.4 29.9 750 913 
Group IV .. 781 831 1.16 1.10 23.1 24.1 785 938 

Industry 
Average .. 746 829 1.77 1.45 42.3 43.6 654 774 
Parts 
(Accessories Not Included) 
Average Sales Percentage of | Number Months’ Annual 

Per New Unit Gross Profit Supply in Turnover of 

Sold to Sales Inventory Investment 
3 Mos. 3 Mos. 3 Mos, 3 Mos, Mar. 31 Mar. 31 3 Mos. 3 Mos. 

1961 1960 1961 1960 1961 1960 1961 1960 
Group L ...... $563 $440 30.1 31.3 5.4 5.4 2.2 2.2 
Group II .... 473 389 30.5 30.0 4.8 4.3 2.5 2.8 
Group III .. 461 317 29.1 29.3 3.9 4.1 3.1 2.9 
Group IV .. 347 282 28.4 27.7 3.8 4.1 3.1 3.0 

Industry 
Average .. 486 382 29.9 30.2 4.8 4.8 2.5 2.5 
Customer Labor Sales 
Average Sales Percentage of Gross 
Per New Unit Sold Profit to Sales 

3 Mos. 3 Mos. 3 Mos. 3 Mos. 

1961 1960 1961 1960 

CORI Ess scsasccedssrycetiesseasiaseasinnss $354 $277 38.3 40.3 

NRNMMNER ARMS oi Zoncst cansnsen cctsenyooeak ers tances 305 259 43.0 43.9 

PRIN SEE osssyeseseceicnceatqanvarseossiends 283 195 46.9 47.1 

MPINB EE SUP <j occsancictactanvaattivavenscueres 197 162 48.1 48.0 

Industry Average ...........00 303 241 41.8 43.0 


(Includes labor, parts and all other service and stockroom sales, 


*Percentage of 


Service 
Absorption 

3 Mos. 3 Mos. 
1961 1960 
54.0 55.4 
55.3 58.9 
56.9 54.7 
54.3 55.5 
54.7 56.3 


Percentage of Departmental Sales to Total Sales 








Total Service 


and Parts 

3 Mos. 3 Mos. 
1961 1960 
22.3 18.3 
19.1 16.8 
18.9 14.2 
15.6 13.2 
20.0 16.6 
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Missouri Dealers Warn on Inventory Glut... 





Abbott Prods Makers on Reforms 


(Continued from Page 1) 
apparent that no solution to a 
problem can be made under exist- 
ing laws. If this be true, it might 
well be that we, with the manu- 
facturers, might need to go to 
Government for remedial legisla- 
tion.” 

“Let us make haste slowly,” Ab- 
bott said, “because we might have 
to live with what we do for a long, 
long time and therefore it must be 
right. 

“What we do must be in the pub- 
lic interest; our customers must 
be the ultimate benefactors. What 
we do must not curb or tend to 
curb competition. What we shall 
come up with must not necessarily 
be negative; rather, it is our hope 
that it will be positive. 

* ok i 

HE manufacturers have evi- 

denced keen interest in and 
appreciation of the NADA Task 
Force Committee’s program,” he 
continued. “Our reception in the 
motor capital has been excellent. 
Cooperation . . . action of lasting 


What do th 


importance ,.. has been promised. 
Time alone will tell whether or not 
dealers and manufactyrers are will- 
ing to make the sacrifices neces- 
sary. This we know: Sacrifices will 
have to be made.” 

The Task Force Committee is 
Slated to go back to the manu- 
facturers either in the last week 
of May or the first week in June 
with full information from the 
field. 

Hearings were held in 24 cities 
to assemble information from deal- 


Fire Hits Dealerships 


In Ohio and Kansas 


DETROIT.—Schlageck Chevrolet 
Co., Russell, Kans., burned with 
the loss of five new cars and one 
new truck, Loss was estimated at 
$175,000. 

A fire at Schott-Kimball Ford, 
Batavia, O., did an estimated $110,- 
000 damage. In addition to destroy- 
ing the dealership, the fire jumped 
across the street to damage an 
auto repair shop. 


ae | 


have in common? 


Motorists who care for their cars . . . and serv- 
icemen who care for their customers. . . 
that WoLF’s HEAD Oil is truly the finest of the 
fine. There’s a reason—WOLF’s HEap is 100% 
Pure Pennsylvania, Tri-Ex refined three impor- 
tant extra steps and scientifically fortified for 


the finest engine protec 


common lubrication . . . 
erating and upkeep costs . . 
quality. That’s why motorists who care for their 
cars always insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 


tomer loyalty the countr 


WOLF’S HEAD Ol 


OIL CITY, PA. 


the uncommon 





motor oil! 


agree 


tion. The result is un- 
uncommonly low op- 
. truly uncommon 


y over. 


L REFINING CO. 





















ers. This information is being 
studied by the Task Force which 
must make recommendations to the 
NADA board which meets June 
5-8 in Washington. The board will 
then take action. 

* * * 

BBOTT said he believes the 

manufacturers can stop the 
maldistribution problem by crack- 
ing down on authorized dealers 
who help “non-quality” firms. He 
was referring to those selling to 
and having booths in discount 
houses. 

“This connection is hurting the 
reputation and profits of the auto- 
motive industry,” he said. 

(From other sources in Detroit 
and Washington, Automotive 
News has learned that there is 
“good faith” between the Task 
Force Committee and the manu- 
facturers and that the car mak- 
ers reportedly have agreed to 
make some changes if informa- 
tion from the field bears out 
conditions requiring correction.) 
Jubilant over the minimum wage- 
hour exemption victory, Abbott gave 
credit to NADA’s record in the 
field of national legislation. 

“Your freedom and my freedom 
from the overtime pay provisions 
of the Fair Labor Standards Act 
is of greatest importance to us,” 
he said. “Our benefit is not only 
financial, but it removed a very 
serious danger to our individual 
competitive standings. 

* * * 

“BWAD NADA not been success- 

ful,” he said, “dealers would 
not only have been saddled with 
costly overtime pay provisions of 
the minimum-wage law, but they 
would have had an almost impos- 
sible operational task in comply- 
ing with the law. 

“Moreover, had NADA not been 
successful you might be under 
the law while your competitor 
in the same block—with less than 
a million dollars in annual sales 
volume—would not be under it 
- . +» your competitive standings 
would have been made unequal 
by the Federal Government.” 


Looking to the near future, Ab- 
bott declared: 

“In a few weeks we shall have 
a new battle on our hands. A very 
complex piece of legislation will be 
considered by the Congress—legis- 
lation which is popularly called the 
Financial Disclosure Bill. 

* * * 


“RADA does not oppose this bill 
to protect any dishonesty in 
the field of financing. We are not 
trying to protect the shady oper- 
ators. 

“Rather, we deplore the situation 
wherein some dealers are satisfied 
with their profits being solely their 
finance reserves. The NADA policy 
and the NADA Code of Ethics call 
for sound financing at rates con- 
sistent with the public interest. 

“It is our hope that dealers 

will not depend on their finance 
reserves for their profits but will 
earn legitimate profits from the 
sale of their cars, trucks, serv- 
ices, accessories—from every de- 
partment within the dealership,” 
Abbott said. 

W. Earl Zenge, of Canton, was 
elected president of the Missouri 
association, succeeding C. A. Gil- 
bert, St. Louis. 

Other officers elected were J. H. 
Scott jr., Kansas City, first vice- 
president; Albert Fuchs, St. Louis, 
second vice-president; Tom Allton, 
Columbia, treasurer; James Gor- 
man, Jefferson City, executive vice- 
president, and the following direc- 
tors: Gilbert, Marvin Porter, Jop- 
lin; Dick O’Neill, Kansas City, and 
Bud Owens, Lebanon. 

Officers named in the preceding 
paragraph constitute the MADA 
executive committee. 

New directors elected were: 
Charles G. Adams, Chillicothe; Bill 
Allen jr., North Kansas City; C. E. 
Stevinson, Warrensburg; Cal Rodg- 
ers, Sedalia; Gene Taylor, Sar- 
coxie; George Thompson jr., 
Springfield; Sam Scism, Flat River, 
and R. T. Pundmann, St. Charles. 

* * * 
HE MADA resolution on inven- 
tories and new-model introduc- 
tions said: 

“Whereas, the board of directors 

of the Missouri Automobile Dealers’ 





Assn. takes notice of a matter of 
common knowledge which is that 
the business condition of automo- 
bile dealers is at a low ebb as evi- 
denced by a high dealership mor- 
tality and an average return of 
one-half of one percent of sales, 
and 

“Whereas, this condition is more 
pronounced than is necessary even 
if recognition is given to the fact 
that the economy is recovering 
from a business recession, and 

“Whereas, this condition has 
resulted in no small degree from 
the fact that the automobile 
manufacturers have encouraged, 
and in many cases compelled, the 
dealers to build up and maintain 
completely illogical new-car in- 
ventories with the end result that 
a large number of dealers have 
been forced to close their doors, 


and 
“Whereas, the annual build-out 
period is just around the corner 


for the 1961 production year, and 

“Whereas, if there is a repetition 
by the manufacturers of their co- 
ercive tactics of last year to compel 
unrealistic inventory buildups of 
carryovers out of all proportion to 
the demand and requirements of 
the public and the dealer body, not 


to mention the bungled handling 
of ‘announcement day,’ there will 
be a further attrition in dealer- 
ships, 

“Now Therefore, Be It Resolved, 
that the board of directors of the 
Missouri Automobile Dealers’ 
Assn. in regular meeting duly as- 
sembled go on record as expres- 
sing their hope that the manu- 
facturers will not in 1961 again 
resort to the mentioned practices 
condemned above, that is, coercive 
inventory build-ups and prema- 
ture show and drive and advance 
delivery of ’62 models, and 

“Be It Further Resolved, that 
the board of directors record its 
wholehearted support of the NADA 
task force in its efforts to obtain 
evidence of the dealers’ economic 
condition to lay before the manu- 
facturers, and 

“Be It Further Resolved, that a 
copy of this resolution be sent by 
the secretary to the membership, 
all manufacturers and to any infor- 
mation source the officers may Sse- 
lect to the end that the manufac- 
turers may desist from the con- 
demned practices and the dealers 
may be alerted to resist, if neces- 
sary, coercive pressures by the 





manufacturers.” 





At Senate Hearings .. . 





Piggyback Feud Flares 


By Helen Kahn 
Washington Staff Writer 


WASHINGTON. — Railroad and| 






















trucking interests have locked 
horns in a bitter fight over a Sen- 
ate bill which appears to be a sim- 
ple “clarification” of transportation 
policy. 

The chief issue is so-called “se- 
lective rate cutting” by the rail- 
roads, and the particular freight 
in mind is new cars. 

The bill was introduced by Sena- 
tor Robert E. Bartlett, Alaska 
Democrat, who has called the rate- 
making squabble a “chaotic” situa- 
tion which is rapidly spreading and 
threatening the transportation sys- 
tem with “industrial suicide.” 

“New automobiles are now being 
moved in special expedited service 
at rates that are lower than rates 
for transporting the component 
parts of automobiles, and at rates 
comparable to low-rate commodi- 
ties such as coal,’ he observed. 

The legislation has been defined 
simply as a move to clarify a 1958 
amendment to the rule of rate- 
making in the Interstate Commerce 
Act. 

Directors of the Assn. of Ameri- 
can Railroads have called the bill 
“a maneuver in price rigging.” 

Daniel P. Loomis, its president, 
claimed the bill “would place rigid 
regulatory roadblocks in the track 
of such brilliant rail advances as 
the piggyback hauling of truck 
trailers on flatcars.” 

The trucking industry, which 
is backing the bill, has accused 
the Interstate Commerce Com- 
mission of “abdicating its duty” 
in allowing the railroads to cut 
rates on auto hauling. 

Peter T. Beardsley, American 
Trucking Assns., told the Senate 
Commerce Committee that ATA 
feels the rate-making section needs 
clarification because the ICC “has 
wrongly interpreted it to mean that 
it must no longer consider the ef- 
fect of reduction in rates on the 
nation’s transportation system as a 


“appropriate sources” should study 
the matter. Senator A. S. Mike 
Monroney, Oklahoma Democrat 
and a cosponsor of the bill, sug- 
gested that the ICC should act. 

Since the price-sticker law re- 
quires that transportation charges 
of the car be shown, Monroney 
said, any savings in traffic rates 
should be reflected in the price of 
the car to the consumer, 

Emile Robillard, a Kenosha 
(Wis.) Teamster official, said a 
switch by American Motors Corp. 
to piggyback has caused the lay- 
off of about 900 truck drivers and 
100 mechanics and welders. 

Sidney Zagri, Teamsters legisla- 
tive counsel, said the rails’ prime 
purpose “is not to get additional 
business at the cut rates, but to 
destroy competition and establish 
monopoly.” 

D. W. Rentzel, chairman of the 
National Automobile Transporters 
Assn. and president of United 
Transports, Inc., said the ICC and 
its Suspension Board appear to be 








whole.” 

He charged that the lower rail- 
road rates are designed to elimi- 
nate trucking and water-carrier 
competition, and warned that in 
the long run the consumer will 
suffer through higher overall 
freight costs. } 

Beardsley also argued that the 
railroads’ “superior financial re- 
sources enable them to continue in 
business even though their price 
levels are, on certain freight, cut 
to the bone.” 

They are able, he added, “to 
recoup their losses or at least 
help to reduce their severity by 
underwriting some or all of the 
cost of predatory pricing from 
their earnings on noncompetitive 
traffic,” 

The truckers also contended that 
it is the shipper and not the con- 
sumer who benefits from the sav- 
ings resulting from the lower rail 
rates. 

If this is the case, said Senator 
Frank Lausche, Ohio Democrat, 


following an entirely new rule of 
rate-making. 

Morris Forgash, chairman of 
the Freight Forwarders Institute 
and president of U. S. Freight 
Co., said passage of the Bartlett 
bill would create a “legislative 
straitjacket” that would prevent 
technological progress and free 
competition. 

The consumer would be penalized 
because of higher rates the rail- 
roads would be forced to charge 
in order to protect the truckers, 
he contended. 

Forgash would not admit that 
new cars are being moved below 
cost by the railroads, but he did 
say he thought that all modes of 
transportation did this to some ex- 
tent and that things were “evened 
out by general rate increases.” 

* * * 


Rail Spokesman Tells 


Of Vandalism of Autos 


WASHINGTON, — Damage to 
new cars being shipped by railroad 
on bilevel and trilevel cars and by 
piggyback was described by Ernest 
D. Grinnell, general solicitor of the 
St. Louis-San Francisco Railway, 
before the House Commerce Com- 
mittee’s Transportation Subcom- 
mittee. 

Cars have been damaged by 
shotgun and rifle blasts, splashed 
with acid and the tires and up- 
holstery have been slashed, he 
testified. 

Grinnell appeared on behalf of 
the Assn. of American Railroads, 
which is supporting a House bill 
making it a Federal offense to de- 
stroy or damage shipments moving 
in interstate or foreign commerce. 

The House bill, sponsored by Rep. 
Oren Harris, Arkansas Democrat, 
calls for a fine of not more than 
$5,000 or imprisonment for not 
more than 10 years, or both. When 
the value of the shipment is less 
than $100, the fine would not ex- 
ceed $1,000 and imprisonment 
would not be for more than a year. 
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Freese Outlines Program .. . 


How Ford Operates 
In Dealer Relations 


(Continued from Page 1) 


company personnel, and the Dealer 
Policy Board itself. 

The policy board, Freese said, 
was established in 1956, when fac- 

tory -dealer rela- 

tions were at low 
ebb. “The board 
was formed to 
correct this situ- 
~ ation,” he added. 
“Our job is to 
keep an open 
door through 
which any dealer 
may walk to dis- 
cuss a problem, 
“Our dealer 
councils are 
doing an excellent job, but they act 
for dealers as a group. We want to 
have a system whereby an individ- 
ual dealer can go right to the top 
for a man-to-man hearing.” 

The board deals with special 
cases, Freese said. It does not by- 
pass the car divisions, and it does 
not substitute for normal proced- 
ures or established sales staffs. 

ey K * 

N THE field of contract termi- 

nations, he said, the board has 
sometimes agreed with the car di- 
vision. In other cases, it has re- 
scinded the termination or has rec- 
ommended that the division give 
the dealer further opportunity to 
improve his performance, 

“The significant point,” Freese 
said, “is that each case is decided 
on its merits. 

“There is no rubber stamping 
of a division’s recommendations. 
We know full well that if we 
ever fail to hear out a dealer or 
lose our impartiality, we would 
lose our reason for existing.” 

He continued, “We don’t wait for 
business to come to us. We concern 
ourselves with any problem con- 
fronting the industry — problems 
such as bootlegging; dishonest, 
misleading or deceptive advertis- 
ing; false registrations, price pack- 
ing and legislative proposals that 
concern factory-dealer relation- 
ships. 

“We aren’t alone in this effort by 
any means, but we are striving to 
make improvements and correct 
situations wherever possible. 

* * cd 
OWEVER,” Freese noted, 
“when one raises the point of 


Ford Denies Plan 
For Network of 


Factory Branches 


DEARBORN.— Ford Motor Co. 
has no plans to set up a network 
of factory-owned dealerships, “fac- 
tory subsidiaries” or branches, a 
spokesman for the company said 
last week. 

He said that the new Gotham 
Ford, Inc., Manhattan, is owned by 
the company and that there are 
“three or four’ Dealer Develop- 
ment dealerships for which no 
dealer has been found. 

Gotham Ford is a consolidation 
of the Manhattan Ford and Lin- 
coln-Mercury dealerships that had 
been run by individual dealers. The 
Ford spokesman said that high 
rents and other factors had made 
it difficult for individual dealers to 
make a go of it in Manhattan. 

He said that the special condi- 
tions in Manhattan may make the 
factory ownership arrangement 
there a permanent one but that 
other arrangements where the fac- 
tory owns all of the dealership were 
considered only as temporary 
measures. 

One of the Dealer Development 
points where there is no current 
dealer is Triangle Motor Sales in 
downtown Pittsburgh. Al Ives, a 
Buffalo Ford dealer, operated the 
dealership but turned it over to 
Ford when profits fell off in 1960 
and early 1961. 

The Ford spokesman said the 
company “does not want to com- 
pete with its dealers.” All points 
like Triangle Motor Sales will be 
sold to private owners just as soon 
as capable dealers can be found, 
he said. 





Duane D. Freese 














improving the moral conduct of 
dealerships, one is reminded of Leo 
Durocher’s comment that ‘nice 
guys don’t win,’ and a few horrible 
examples are pointed out to prove 
that sin has prospered and virtue 
has failed. 

“This viewpoint, I think you will 
agree, contains a dangerous fallacy. 
You don’t have to play dirty to 
win. You do have to play hard. 

“The sad fact is that the few 
dirty players in the industry 
make it difficult for the great 
buik of dealers to play the game 
clean. 

“We at Ford think all dealers 
and manufacturers ought to attack 
more effectively malpractices of 
any kind in the retailing of auto- 
mobiles. There are a number of 
things Manufacturers can do. 

“One is to be more selective and 
careful about the franchising of 
new dealers. Another, as I have 








Why are there so many parts molded of IMPLEX®, 








suggested, is to find better means 
of convincing dealers to avoid ac- 
tions that are not in their own 


best interests.’ Y 
* 


oo A the adivertiainis sit- 
uation, Freese said the policy 
board investigates every complaint. 
He added: 

“In this connection, I want to 
make one point clear. Many dealers 
have complained about other deal- 
ers’ price ads. We have had to tell 
them that so long as there is noth- 
ing dishonest, misleading or decep- 
tive about the ad, we are taking no 
action with respect to it. 

“If, however, a dealer is found 
to have run a dishonest, mislead- 
ing or deceptive ad, he is warn- 
ed to cease such activities, and 
his attention is directed to our 
sales agreement, 

“It is our company’s policy first 
to call the attention of the dealer 
to a breach of this agreement in 
the matter of deceptive advertis- 

ing. We give him an opportunity to 
cure the breach if that is possible. 

“In every instance in which we 
have followed this procedure, the 
bad practices have ceased immedi- 
ately,” Freese said. “It has never 
been necessary to take additional 

steps.” 


* * 1 
oa also urged the dealers, 
and all businessmen, to become 








U. S. Checks Importers 
On Tax Payments 


WASHINGTON.—Checks on 
auto importers to make sure that 
they are paying the cerrect 
amount of manufacturers’ excise 
tax are still being made by the 
Internal Revenue Service — even 
though the IRS says that “eva- 
sion of manufacturers excise tax 
on sales of imported automobiles 
by importers appears to have 
been effectively curbed by its en- 
forcement efforts.” 

Imposition of the requirement 
that certain importers be bonded 
was “an important factor in the 
effort to stop this evasion of tax,” 
IRS notes. 





more active in civic and govern- 
ment affairs. 

“It is time,” he declared, “to take 
stock of our governmental affairs 
to see if business is being ade- 
quately represented in government 
councils and if legislation being in- 
troduced is encouraging or discour- 
aging the healthy growth of our 
economic system.” 

ok cd cd 


E. BASSETT, deputy commis- 
* sioner of the State Department 


Handsome and Hardworking 


the 
high-impact acrylic, and PLEXIGLAS® acrylic plastic on 
the 1961 Ramblers? Here are the reasons. 


IMPLEX is used for metallized armrest supports because 


of its superior toughness ... 


for air conditioner hous- 


ings and grilles because of its excellent appearance, its 


strength and good moldability in thin sections... 


for 


radio, window crank and gear shift knobs because of its 
dimensional stability and stain resistance. 


PLEXIGLAS is used for 


tail light, back-up and parking 


light lenses because of its outstanding optical properties 


and weather resistance... 
cause it calls for edge-lighting ... 


for the speedometer dial be- 
for medallions and 


other ornaments because the crystal clarity of PLEXIGLAS 


exiglas ... Implex 


8 


of Public Safety, told the dealers 
of a new move to get Kentucky an 
auto title law. Conferences will 
begin this summer in an effort to 
draw up a bill acceptable to all in- 
terested groups. 

The bill will be submitted to Gov. 
Bert Combs for approval, After 
that, a draft will be sent to all 
legislators before next January’s 
session. 

Bassett said 43 states now have 
title laws and added, “Kentucky is 
completely surrounded by title-law 
states, and our problem with re- 
gard to stolen cars is mounting.” 

Other convention speakers in- 
cluded David F. Schlothauer, 
management services director for 
the National Automobile Dealers 
Assn.; Kenneth C. Kent, Evans- 
ville (Ind.) Chevrolet dealer, and 
Robert W. Braeger, Milwaukee 
Chevrolet dealer. 

Harry Holder jr., Owensboro, was 
installed as president of the Ken- 
tucky association, succeeding N, S. 
McGaw, Madisonville, who becomes 
board chairman. 

Other officers are W. E. Venters, 
Pikesville, vice-president; Ben H. 
Long, Louisville, treasurer, and 
Lew Ullrich, secretary and general 
manager. 





gives depth and sparkle to the back-surface decorations. 


These Rohm & Haas molding materials 


may well benefit 


a part on which you are working. Our design staff will 
be pleased to help you use them to your advantage. 


ROHM fF 
HAAS & 


PHILADELPHIA'S, 
In Canada: Rohm & Haas Co. of Canada, Ltd., 





PA. 
West Hill, Ontario 


Detroit Representative: R. C. Oglesby, Nor-Way Building, 20211 


Greenfield Road, BRoadway 38-0674. 
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Year’s Total Passes Two Million .. . 





Car Output Likely to 


(Continued from Page 1) 


week however, represented a 0.5 
percent decline from the previous 
week’s 129,530 assemblies—high for 
the year—and 16.8 percent below 
the week ended May 21 a year ago, 
when 154,964 cars were assembled. 


Another highlight of last week’s 
assembly activities was the produc- 
tion of the one millionth car of the 


calendar year by General Motors. 
The car, which came off the lines 
on Tuesday (May 16), however, was 
built some seven weeks after its 
counterpart of 1960. 
* * * 
eo aest in the compact field 
was Falcon’s climb to an all- 
time high in weekly production for 
the second week in a row. 
The Ford compact was sched- 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


Week Week dan. 1 dan. 1 
Ended Same Ended Output, To To 
May 20, Week, May 13, May, May 21, May 20, 
1961 1960* 1961* To Date 1960* 1961 

AMERICAN MOTORS 
Rambler ........................ 9,400 11,618 9,159 27,288 214,296 129,541 
CHRYSLER CORP.**.. 12,450 25,158 14,689 42,469 477,489 212,130 
Chrysler Division ...... 2,250 1,843 2,160 6,502 45,515 38,470 
Chrysler. .................... 2,125 1,843 2,114 6,331 38,389 35,574 
Imperial .................... BE * .datigacies 46 171 7,126 2,896 
Dodge Division. .......... 3,900 11,373 4,821 13,917 180,902 64,893 
Dart-Polara ............ 3,150 11,373 3,837 10,989 180,902 48,758 
NIE Sex crstessudiasinsiaas Bes, = 8idiadespe 984 EE ve ebestanass 16,135 
Plymouth Division .... 6,300 11,675 7,708 22,050 236,632 108,767 
Plymouth. .................. 3,800 4,099 4,414 13,070 122,173 65,109 
PE as iseietsteciovescies 2,500 7,576 3,294 8,980 114,459 43,658 
FORD MOTOR. .............. 43,565 40,401 44,153 128,458 811,310 610,247 
Ford Division .............. 36,155 31,465 36,259 105,847 674,433 497,732 
BPR |b acsddsvesssvrcviveevase 13,490 10,632 13,460 39,313 205,852 180,990 
Word (Std) .............. 20,485 18,170 20,614 60,028 430,132 279,476 
Thunderbird. ............ 2,180 2,663 2,185 6,506 38,449 37,266 
L-M Division. .............. 7,410 8,936 7,894 22,611 136,877 112,515 
PI de tsinsdss cdevssecscrces 4,730 5,516 4,736 13,786 50,554 62,014 
BIEL, vixcstosicexasckesives 480 346 481 1,429 9,721 12,539 
Mercury ..............00.... 2,200 3,074 2,677 7,396 716,602 37,962 
GENERAL MOTORS .. 61,884 74,955 59,883 179,930 1,473,611 1,042,622 
Buick Division .......... 5,914 7,349 5,498 16,642 129,655 96,531 
Buick (Std.) ............ 3,548 7,349 3,299 10,199 129,655 67,293 
EEE. ©» bicsecdsaxecsevvedvons ee 2,199 C448 a... 29,238 
NI iic4 dessovisnkatisviciene 3,360 3,434 2,714 9,458 71,323 66,229 
Chevrolet Division .... 38,900 44,402 39,049 115,184 897,514 629,429 
UEP iacassznsassiveessesss 7,800 4,856 8,010 23,528 127,353 139,057 
Chevrolet (Std.) .... 31,100 39,546 31,0389 91,656 770,161 490,372 
Oldsmobile Division .. 6,510 8,757 5,317 16,689 172,977 115,806 
MNS -cb aids iis cavmeacoreseonnabes Ree evessianis 1,246 wee whee 25,364 
Oldsmobile (Std.) .. 5,200 8,757 4,071 13,055 172,977 90,442 
Pontiac Division. ........ 7,200 11,013 7,305 21,957 202,142 134,627 
Pontiac (Std.) ........ 4,400 11,013 4,400 13,213 202,142 87,330 
Tempest. ................... BPIOO ——asrerecees 2,905 eee: shiuesane 47,297 

S-P CORP. 

I  sasiceak bvgaveanvessqakinleee 1,496 2,623 £1,518 4,506 53,225 23,151 
CHECKER ...............:0065 150 209 128 433 3,192 2,374 





Total Cars, U. S.** ....128,945 
**Totals for 1960 include DeSoto production. 





154,964 129,530 








383,084 3,033,123 2,020,065 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 











Week Week Jan. 1 dan. 1 
Ended Same Ended Output, To To 
May 20, Week, May 13, May, May 21, May 20, 
1961 1960* 1961* To Date 1960* 1961 
8,332 4,751 23,472 197,777 130,923 
65 21 120 1,213 689 
54 12 106 1,815 881 
1,789 1,443 4,341 32,785 25,296 
8,130 7,669 22,807 157,764 134,092 
2,317 1,352 4,078 47,304 26,486 
2,628 3,183 9,403 55,794 56,718 
351 203 599 5,951 3,844 
516 48 557 6,548 3,093 
406 315 1,015 7,864 6,763 
TIE 6. éassccsctenecvsnssnsvess 1,925 3,513 2,138 5,208 59,081 41,739 
MISCELLANEOUS ...... 100 81 100 298 1,804 1,829 
Total Trucks, U. S. .... 24,949 28,182 24,235 172,004 575,700 482,353 
Total Cars, Trucks, : 
MOOG, sscscuscivapsstpactectnii 153,894 183,146 153,765 455,088 3,608,823 2,452,418 |, 
CANADIAN PRODUCTION—CARS 
Week Week Jan, 1 Jan. 1 
Ended Same Ended Output, To To 
May 20, Week, May 13, May, May 21, May 20, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. .... 1,200 1,438 1,189 3,595 24,349 18,288 
FORD MOTOR .............. 2,120 2,555 2,082 6,218 46,361 40,262 
GENERAL MOTORS .. 4,135 4,717 4,134 12,401 90,577 74,786 
AMERICAN MOTORS BO ssscecscas 180 me ines 2,474 
GR CPEB ss cssisccnoseissasoenie 160 146 160 320 2,238 2,288 
Total Cars, Canada.... 7,795 8,856 7,745 23,074 163,525 138,098 




















CANADIAN PRODUCTION—TRUCKS 

















Week Week Jan, 1 Jan. 1 
Ended Same Ended Output, To To 
May 20, Week, May 13, May, May 21, May 20, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. .... 160 130 162 482 2,993 3,056 
FORD MOTOR .............. 350 674 449 1,097 8,754 7,645 
GENERAL MOTORS .. 7715 951 765 2,318 18,671 13,067 
INTERNATIONAL ...... 275 228 280 843 5,275 4,894 
Total Trucks, Canada 1,560 1,983 1,656 4,740 35,693 28,662 
Total Cars, Trucks, 
IRIS cp ocscscicsdetsacas 9,355 10,839 9,401 27,814 199,218 166,760 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....163,249 193,985 163,166 482,902 3,808,041 2,619,178 


*Revised. 





Top Goal 


uled for 13,490 cars last week to 

eclipse its former high of 13,460 

assemblies a week earlier. The 

record established during the 
week ended May 13 surpassed the 
one established during the week 
ended Sept. 24 last year, when 

12,635 cars were built. 

The compacts turned out 46,642 
cars for 36.1 percent of total in- 
dustry output last week, compared 
with 47,512 units for 36.7 percent a 
week earlier. 

The only compacts working over- 
time last week were Falcon and 
Comet, both at Lorain, O., and 
Metuchen, N. J. 

* * bd 


N THE standard field, Chevrolet 
headed for its highest week of 
the year as it turned out an esti- 
mated 31,100 cars. A week earlier 
Chevy produced 31,039 cars. 
Altogether, the standards turn- 
ed out an estimated 58,285 cars 
for 45.1 percent of total industry 
output last week, compared with 
46 percent gained on 59,730 as- 
semblies the previous week. 

Only standards working overtime 
last week were Ford at Dearborn 
and Chevrolet at Norwood, O. Shut 
all week was the Ford plant at Los 
Angeles. 


* * * 
heen medium-price makes climb- 
ed from 19,047 assemblies the 
previous week to an estimated 
20,053 cars last week despite the 
fact that the Buick-Oldsmobile- 
Pontiac field plant at Linden, N. J., 

still was out on strike. 

In an effort to make up some 
of the losses incurred through the 
Linden walkout, GM plans to 
work the B-O-P field unit at 
Wilmington, Del, six days this 
week. Other B-O-P units have 
been working some overtime to 
make up for the Linden losses. 
The Linden strike was settled 
last Wednesday. 

Two days will be lost next week 
by some makes due to the Memo- 
rial Day hiatus, but this is not ex- 
pected to prevent the industry from 
attaining its goal for the month. 

As of press time last Thursday, 
American Motors, Cadillac, the 
Buick - Oldsmobile - Pontiac field 
plant at South Gate, Calif., and 
three of the 16 Ford Motor Co. 
assembly plants are scheduled to be 
down both Monday and Tuesday 
(May 29-30) next week. All other 
makers are scheduled to be down 
only on Memorial Day. 


Sales Per Dealer 
Near Peak Rate, 
Plymouth Says 


DETROIT.—Based on the aver- 
age number of Plymouths sold per 
dealership, Plymouth dealers en- 
joyed their best year in 1960, ac- 
cording to Harry 
E. Chesebrough, 
Plymouth general 
manager. 

Although the 
present level of 
business is off 
from the 1960 
level, dealers are 
currently selling 
more Plymouths 
per dealership 
than they did in 
H. E. Chesebrough 1957, 1958 or 1959, 
Chesebrough said. 

The average number of Plym- 
ouths sold per dealership during 
April was higher than the monthly 
average for any of those years, he 
added. 

Chesebrough spoke at the annual 
conference of the National Plym- 
outh Factory-Dealer Council in De- 
troit. 

Plymouth dealers sold new Plym- 
ouths and Valiants at an average 
rate of 118.5 cars per dealership 
during 1960, he said, surpassing 
even the banner year of 1957. 

Individual Plymouth dealers have 
grown substantially stronger in 
local market penetration since the 
Separation of the Plymouth and 
Dodge lines at retail, effected in 
the autumn of 1959, reduced the 
number of Plymouth outlets by 
2,650, he said. 

The council chose E. L. Fretwell 
jr., Oklahoma City, as chairman 


and Gaston Periat sr., San Mateo, 
Calif., as vice-chairman. 








Renault Dealers Form Five-State Board— 


Renault dealers from five states—lillinois, Wisconsin, Michigan, Indiana and Ohio— 
meet in Chicago to form the Great Lakes Region Renault Dealer Advisory Board. 
Front row, from left, are Walter H. Hill, Egolf Motors, Peoria, Ill.; Marvin L. Zembrosky, 


AFL Motors, Inc., Milwaukee; Robert L. Philipp, Northern Service, Schofield, Wis.; 
Joke Sweeney, Eastern Hills, Inc., Norwood, O.; Alvin R. Kail, Stark Sports Cars, 
Massillon, O. Back row: Donald A. Dare, general manager, Renault Great Lakes, Inc.; 
Jack Mayer, Leo Adler Corp., Indianapolis; Henry Everroad, Everroad Garage, Colum- 
bus, O., and Robert G. Perlman, Stratford Motors, LaGrange, Ill. As officers of their 
various state advisory boards they represent 150 Renault dealers. 





Truth-in-Lending Plan . 





Blessing or Nightmare? 


(Continued from Page 2) 


pressed in dollars and “the percent- 
age that the finance charge bears 
to the total amount to be financed 
expressed as a simple annual rate 
on the outstanding unpaid balance 
of the obligation.” 

Most of the opposition to the 
bill centers on this last require- 
ment, that finance charges be 
stated in a simple annual rate. 


The bill applies to all industries 
where credit sales are made. How- 
ever, it is difficult to think of any 
form of credit regulation without 
thinking of auto retailing. After 
homes, consumers use credit most 
extensively in the purchase of 
autos. 

* * oJ 

ROBABLY there is no other 

area of business which affects 

consumers about which more is 
said and less is known than credit. 
This applies across the board in 
mortgage credit, auto loans and all 
other forms of credit. 

One of the chief reasons for this 
is that the market for credit is a 
secondary market. Probably no one 
has ever borrowed money just to be 
in debt. 

Typically, the consumer needs 
or wants a new car but can’t or 

does not prefer to pay cash for it. 
He borrows the money to buy the 
car, making the credit transac- 
tion a means to reach the end he 
seeks—the car. 

Boiled down, the position of 
Douglas and his supporters is this: 

Excessive use of credit may upset 
the economy. There have been “nu- 
merous abuses” (cases where busi- 
nessmen have obtained fraudulent 
profits on credit deals) and cases 
where consumers have fallen so 
deeply in debt that they have had 
to resort to personal bankruptcy. 

* * 


IVE the consumer what Douglas 

considers full information on 
credit and he will be able to look 
out for his own interests and shop 
wisely for credit. The consumer will 
use credit wisely and not upset the 
economy. 

Douglas stresses that he is mak- 
ing no attempt to regulate interest 
rates. Under his bill, the merchant 
could charge what he wanted to for 
credit just as long as he told the 
customer what he was charging. 

The opposition to the Douglas 
bill has already found one able 
spokesman — Senator Wallace 
Bennett, Utah Republican and 

Salt Lake City Ford dealer. Ben- 

nett was a leader of the opposi- 

tion when the first Douglas bill 
was being considered last year. 

The Bennett position is more dif- 
ficult to summarize. He made a 26- 
page speech on the Senate floor, 
denouncing the Douglas bill a week 


after it was introduced. 
* * * 


Objections Listed 
ENNETT contends that there is 
no way to tell what constitutes 
excessive use of credit that would 
endanger the economy, that local 
and state laws should handle frad- 





ulent practices in the credit field 
and that it would prove impossible 
or at least very difficult for the 
merchant to tell the customer what 
his simple interest rate was on 
each transaction. 

He said the bill would require a 
full system of price controls and 
extensive Federal] policing to insure 
compliance, and that it may con- 
ceal an antibusiness bias and be 
unconstitutional. 

Further, according to Bennett, 
the measure would result in var- 
ious forms of fraud to avoid 
compliance and capture sales. A 
businessman could include the fi- 
nance charge in his selling price 
and then advertise that he 
charges no interest on time sales, 

There are undoubtedly abuses of 
credit—cases where the customer 
has been cheated and cases where 
the customer went over his head in 
debt. There has never been a seri- 
ous attempt to study the extent of 
such abuses, 

* * * 

T IS one of those cases of the 

bad minority spoiling the good 
name of the majority. It is almost 
impossible to tell just how many 

are in the minority. 

For one thing, there are abuses 
and there are practices which are 
considered abuses because they 
look like abuses on the surface. 

Take the auto dealer’s reserve 
on financed deals. In a column on 
auto sales, a noted business writ- 
er recently referred repeatedly 
to the reserve as the “kickback,” 
a word generally associated with 
unethical or illegal payments. 

Many banks and all finance com- 

panies pay auto dealers a reserve 
on the retail paper sold by the deal- 
er to the finance company or bank. 
The reserve serves first as a fund 
out of which to pay expenses, if the 
buyer fails to pay the debt. 

The second use of the reserves is 
as a commission to the dealer for 
getting the business for the finance 
company or bank. These institu- 
tions consider reserves as a cost 
of acquiring business just like ad- 
vertising. 

* * * 


Viewed as Pure Profit 


USPICIONS about the reserves 
are compounded by an account- 
ing method used widely in the in- 
dustry. This treats finance income 
as pure profit with nothing charged 
against it. The expense of the new- 
(Continued on Page 45, Col. 1) 


Midtown Motors Assets 
Sold at Public Auction 


ST. LOUIS.—Some 50 cars and 
trucks, office furniture and shop 
equipment of Midtown Motors, Inc., 
were sold at a public auction last 
week, 

The firm was operated in super- 
market fashion, handling new cars 
of numerous makes. The independ- 
ent dealership occupied quarters of 
Midtown Ford at 4200 Lindell Blvd. 
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Bill’s Future Cloudy .. . 


Lending-Truth Plan: 
Help or Hindrance? 


(Continued from Page 44) 


interest, risk insurance and the 
cost of making the loan. 

This year’s Douglas bill would 
have the total charge stated as a 
simple annual percentage but 
would not term it an interest 
charge. 

Contrast the interest charged on 
a home loan and the finance charge 
on an auto loan. 

Rates vary but home loans at 6 
percent are not uncommon and 
new-car loans at 11.5 percent sim- 
ple interest are made frequently. 
One bank may offer mortgages and 
auto loans at these rates. Why the 
difference? 


vehicle, used-vehicle, parts and 
service departments are deducted 
from gross sales figures before 
there is any determination of how 
much profit has been made. 

This leads to overstating the im- 
portance of the finance reserve and 
reports that dealers are living off 
the finance reserve. While the in- 
come from a car sale has certain 
expenses charged against it, the 
finance reserve is reported as clear 
profit. 

It has been suggested that 
some of the overhead of the deal- 
ership, salesmen’s commissions 
and any costs directly related to 
financing be charged against the 
reserve. It is certain that, with- 
out car sales, there would be no 
finance income. 

There have also been some ques- 
tions about the fact that dealers 
have a series of finance rate cards 
which offer credit at several differ- 
ent prices. A multiple price system 
which offers different prices to dif- 
ferent customers igs open to some 
question, with some observers feel- 
ing that the customer who pays 
the high price is being cheated. 

of * + 
E series of several rate cards 
has a number of uses, They are 
used by dealers to offer the best 
possible finance terms in an effort 
to land a deal. 

In some cases, the dealer may 
feel that the customer’s credit is a 
little shaky. He will use the higher 
rate card to get some additional 
money in the finance deal to com- 
pensate for the added risk. In many 
cases, the dealer stands to lose if 
there is a repossession and must 
take any unusual risk into con- 
sideration. 

There is a great deal of confu- 
sion and disagreement on just what 
interest is and should be. 

For instance, new-car financing 
is often offered at $6 per $100 per 
year. At times, this is advertised 
as 6-percent financing which it 
isn’t, technically speaking. The 
customer pays back the money in 
installments and has the use of 
some of it for only one month. 
Such transactions, stated in sim- 
ple interest, usually work out to 
about 11.5 percent. 

The credit market is unquestion- 
ably most complex and proponents 
of the Douglas bill feel that these 
complexities have been used to 


confuse and defraud customers. 
* oa aK 











































* * * 


hemes charges for risk on the auto 
loan and the cost of operating 
the auto-loan department are high- 
er than is the case with home 
loans. There are few people who 
have ever stolen a house or skipped 


‘Simple Annual Rate’ 


—_ in the finance industry 
feel that the market could 
hardly be anything but complex 
since it offers credit from a variety 
of lenders with many different 
sources of lendable funds on a wide 
variety of products of varying 
value as collateral to many custom- 
ers whose credit ratings range 
from excellent to poor. 

In this area, the current Doug- 
las bill takes ‘note of one of the 
objections raised last year. Last 
year, Douglas wanted finance 
charges stated as “simple annual 
interest.” This year, he wants the 
charges stated at a “simple an- 
nual rate.” 

Interest is a word that has a 
double meaning. It is sometimes 
considered as merely the charge 
for the use of the money borrowed. 
Earnings on a short-term loan to 
the Federal government, where 
there is little risk and little expense 
in making the loan, come fairly 
close to the first definition of in- 
terest. 

Interest is also considered as a 
term which covers the full charge 
for a loan, In this sense, interest is 
actually a blend of at least three 
expenses—the cost of the money 
borrowed, compensation for the 
risk that the money won’t be re- 
paid on schedule and a charge for 
the cost of making and administer- 
ing the loan. 

ok 


* * 


‘poets were objections to the 
use of the term interest in last 
year’s version of the Douglas Dill. 
It was pointed out that finance 
charges on consumer credit include 








Typical plate and center-type Harrison air condi- 
tioning evaporator—designed and manufactured 
to General Motors’ ee high standards of 


town with one but this happens at 
times with cars. 

The bank may; have to bear the 
expense of making 10 auto loans 
before it has moved as much 
money as it can in one home loan. 
The home loan may run for 20 
years or more but the auto loans 
will be paid off in three years at 
the most. Thus, it may take some- 
thing like 70 auto loans to equal 
one home loan. 

One of Senator Bennett’s points 
against the Douglas bill is that 
state and local law should reg- 
ulate financing. He said that 31 
states have laws on auto financ- 
ing and that state regulation of 
credit is on the increase. 

The states’ record in this area 
has been mixed. Some limit finance 
charges so drastically, finance men 
say, that they can scarcely operate 


in those states. There are some 


Allen Salesmen Win Honors 


MIAMI, — Fifteen Don Allen 
Chevrolet salesmen earned mem- 
bership in the Chevrolet 100 Car 
Club in the Jacksonville zone, The 
firm’s salesmen also swept honors 
by electing Jim Kelley, president; 
Bill Hadley, vice-president; Chuck 
Blanchard, secretary, and Norm 
Patti, treasurer. 





Roosevelt Asks Fiat 


For Larger Territory 


WASHINGTON.—Fiat Distrib- 
utor Franklin D. Roosevelt jr. is 
seeking a larger territory than 
his current 10-state area which 
includes 130 dealers. He visited 
Turin, Italy, to discuss his re- 
quest with Fiat officials, 

Roosevelt heads Roosevelt 
Automobile Co., Inc., here. Since 
Jan. 1, he also hag been Jaguar 
distributor for six Southeastern 
states. 





laws which prohibit very little and 
allow rather high finance charges. 


There has been a trend in some 
States in recent months to allow 
merchants to charge two prices for 
their merchandise — a cash price 
and a higher credit price, This is 
a method of increasing the income 
from credit sales without approv- 
ing higher finance charges, 

* * * 


Frown on Hearings 


as: groups do not relish 
the idea of hearings on the 
Douglas bill, At such hearings, 
what Senator Bennett terms the 
“irrelevant horrible examples” of 
abuses in financing will be told but 
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exacting scientific checks and counter-checks. This is 
the kind of reliability which assures that all Harrison products 
will perform their jobs exactly right. So if you have temperature control 
problems—passenger comfort or vehicle efficiency—look to Ha arrison, 


the leader in reliability. = sISy 
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45 
the satisfied customerg seldom 
come in to praise merchants, fi- 
nance companies and banks, 

The hearings, it is felt, will 
give business a black eye, even 
if the bill never gets out of the 
subcommittee. 

Industry observers have strong 
doubts that the Douglas bill will 
help the consumer as well as vig- 
orous objections to the work in- 
volved in computing interest on an 
annual basis. 

* * * 

oa say most customers are 

interested in how much they 
will have to pay in dollar terms per 
month and how much the down- 
payment will be. The consumer’s 
budget is calculated in terms of 
dollars, not abstract percentages. 

The Douglas camp puts its 
trust in information and the con- 
sumer. The customer who knows 
all of the facts will know what 
to do. 

Outside of auto retailing, most 
merchants who use credit selling 
are watching the bill closely. One 
key unanswered question: What 
will prospective home buyers think 
when they learn that they will pay 
$15,000 in interest on a $15,000 
mortgage over 25 or 30 years? The 
Douglas bill would require such in- 
formation. 
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Standard Operating Procedure! Harrison insists on the fullest measure of 
reliability. It’s applied rigorously to product designs, materials, manu- 
facturing techniques and workmanship—from start to finish. Every step 
of the way, Harrison controls the quality of its radiators, heaters, de- 
frosters, thermostats, air conditioners and oil coolers with the most 


**measurable excel- 









AUTOMOTIVE RADIATORS + Olt COOLERS « THERMOSTATS + AIR CONDITIONERS « HEATERS ¢ DEFROSTERS 


HARRISON RADIATOR DIVISION. GENERAL MOTORS CORPORATION. LOCKPORT. NEW YORK 
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Spottiness Marks Spring Market 


(Continued from Page 2) 


Motor Corp. cars, has just taken 
over from Gough, and is said to 
be preparing a new advertising and 
. promotion budget. The ill-received 
(by dealers) “warehouse sale” of 
Gough Industries has been shut 
down. Remaining surplus Morris, 
Austin and MG.cars are now being 
discounted to BMC dealers at a 
special net, with some advertising 
their own “warehouse sale.” 

April business is claimed up 
about 50 percent at Standard-Tri- 
umph, as the result of new dealers. 
A semi-cooperative advertising pro- 
gram has been moving to improve 
Triumph roadster and Herald ex- 
posure. 

Ian Garrard, Rootes new man- 
ager, told Automotive News that 
local sales of the Alpine have 
tripled in the last three months. 

A special distributor net allows 
dealers to offer the Hillman 
sedan at $1,599, with buyer’s 
choice of air conditioning or au- 
tomatic transmission at no extra 
charge. A Rootes ad budget, said 
to be in excess of $50,000, will 
soon hit radio, TV and local 
papers. 

According to Garrard, wholesale 
sales of Rootes cars have been ac- 
celerating at the rate of 100 units 
monthly during February, March 
and April. 

“We are now in a_ back-order 
condition,” a Renault executive told 
Automotive News. Wholesale busi- 


Obituaries 


Dallas E. Winslow, 67; 


Headed Cutting Tool Firm 


DETROIT. — Dallas E. Winslow, 
67, president of Cleveland Cutter & 
Reamer Co., producer of special 
cutting tools, died here May 9. His 
home was in Grand Blanc, Mich. 

During his career, he bought and 
sold more than 300 auto dealerships 
and factories, including Cord, Au- 
burn and Duesenberg. He also 
headed a plant making auto parts 
and farm equipment in Auburn, 
Ind. Two free cars a year were 
among benefits each of his em- 


ployes received. 
ea * cK 


Charles H. Brewster, 84; 


Ex-Connecticut Dealer 


MIDDLETOWN, Conn. — Charles 
H. Brewster, 84, a former Reo and 
Studebaker dealer in Middletown, 
died May 9. 

From 1902 to 1906 he worked for 
Knox Car Co., Springfield, Mass., 
and was in charge of their exhibit 
at the 1904 St. Louis Exposition. 
He was the father of Mrs. Edward 
R. Murrow, wife of the former CBS 
news vice-president and current 
head of the United States Informa- 
tion Agency. hy oo 


Lewis G. Fairbank 
AKRON. — Lewis G. Fairbank, former 
general sales manager of Firestone Tire & 
Rubber Corp., died May 6. He had been 


with Firestone 40 years, retiring in 1955. 
ae ak 
George W. Seller 
SYRACUSE.—George W. Seller, retired 


general manager of Autolite Corp.’s Syra- 


cuse branch, died May 9. 
* 2 * 


Alton W. Clements 
BUFFALO.-——Alton W. Clements, 60, re- 
tired General Motors employe, died May 6. 
He retired a year ago as chief inspector 
at a Chevrolet plant here. He had been 


associated with GM since 1922. 
* * * 


Joseph I, McQuillan 


WASHINGTON. — Joseph I, McQuillan, 
46, sales manager of Grady Motors, Inc., 
Bethesda, Md., died May 7. He had work- 


ed at many other dealerships in the Wash- 
ington area 


* * * 
David H. McBride 
ELGIN, Ill.—David H. McBride, 42, 
secretary and treasurer of McBride Bros. 
Co., Inc. (Buick), here, died May 3. 
i * * 
Murray McLeish 
ORLANDO, Fila.——-Murray McLeish, 68, 


former Columbus (O.) auto dealer, died 


here May 2. 
* * * 
Charles J. Murphy Jr. 
EASTON, Pa.—Charles J, Murphy jr., 


44, vice-president, Dockery Motor Co. 
(Ford) in suburban Wilson, died here 
May 8. 

* x * 


Ralph Vernon Bailey 
CANTON, N. C.—Ralph Vernon Bailey, 
37, partner in Pressley’s Used Autos, died 


ness is reported almost equal] to 
retail sales as dealers begin stock- 
ing Renaults to maintain a 45-to- 
55-day supply, March is said to 
have been a strong wholesale 
month, though retail sales were off 
slightly from February. April re- 
tail is reported off some 10 percent 
from March. 

Buick’s big promotional push, 
which just about blankets Log An- 
geles, is using nearly 2,000 bill- 


Cadillac’s Lester 
Retiring May 31 


LOS ANGELES.—M. S. Lester, 
manager of Cadillac’s Los Angeles 
factory branch since 1957, will re- 
tire May 31. He entered the auto 
business in 1925 
as a used-car 
salesman for Don 
Lee Cadillac in 
San Francisco. 

When the Cad- 
illac branch was 
established in 
San Francisco, in 
1949, Lester was 
named sales 
manager. He be- 

came general 
M. S. Lester manager in 1951. 

He moved to the top post in the 
Los Angeles branch when Frederic 
H. Murray was promoted to gen- 
eral sales manager of Cadillac in 
Detroit. 





of a heart attack May 12 in a physician’s 
office. 
* * * 
Burt E. Lawrence 
IOLA, Kans.—Burt E, Lawrence, 67, a 
former president of the Kansas City Auto- 
motive Booster Club, died May 11, He 
headed the club in 1935-36 and also was a 
member of the Heart of America Automo- 
tive Affiliated Representatives. Mr, Law- 
rence retired this year after 25 years with 
M. H, Swanman, Inc., Kansas City. 
* * 


* 
R. Courtland Hammel 
ONTARIO, Calif.—R. Courtland Ham- 
mel, early automobile dealer and rancher, 
died May 12 at San Antonio Community 
Hospital. He was 66, 
* * * 
Floyd W. Van Wie 
BALDWINSVILLE, N, Y.—Floyd W. 
Van Wie, 70, a former auto dealer and 
realtor and former president of the Bald- 
winsville Federal Savings & Loan Assn., 
died May 4, He was an auto dealer 20 
years before turning the business over to 
his sons, James and Wilson. His son, 
James, is mayor of Baldwinsville, 
ok * * 


Vernon A, Smith 
SEATTLE.—Vernon A. Smith, 69, retir- 
ed vice-president of Kenworth Motor Truck 
Co., died in Mexico City while en route to 
Central America on a business trip, Mr. 
Smith retired from Kenworth in 1953 and 
had been a representative of R, G, Le- 

Tourneau, Inc., since that time. 

* # * 


William Derstine 
SELLERSVILLE, Pa.—William Derstine, 
72, a retired auto dealer and public rela- 
tions counsellor, died May 9, He had oper- 
ated auto dealerships in Lansdowne, Sel- 
lersville, Souderton, Quakertown and Read- 
ing. 


* * * 

Jay W. Norwine 
KOKOMO, Ind.—Jay W. Norwine, 49, 
owner of Norwine Chevrolet, died at St. 


Joseph Hospital here, May 7, 
* * * 


Robert S,. Plexico 
DETROIT.—Robert S, Plexico, who re- 


tired in 1960 as chief truck design engi- 
neer for Chevrolet, died May 10 at the 
American Hospital at Istanbul, Turkey. 


He had been on a Mediterranean cruise. 
* * * 
James B, Hood 
LAURINBURG, N, C.—James B, Hood, 
who operated Hood Motor Co. for about 
26 years and who at one time served as 
mayor of the city, died May 8, 
* * * 


Walter L. Edwards 
CHARLOTTE, N, C. — Walter L, Ed- 
wards, 51, former president of the Inde- 
pendent Auto Dealers Assn, here, died 
May 11. He owned and operated Walter 
Edwards Used Cars for a number of years. 
* * oe 


J. Hartley Phillips 
TUCSON, Ariz.—-J. Hartley Phillips, 80, 
retired sales vice-president, White Motor 
Co., died May 5. 
* * * 
Tony Carl Timpte 
DENVER.—Tony Carl Timpte, 67, for- 
mer president of Timpte Bros., Inc., manu- 
facturer of truck and bus bodies, was 
found dead in his parked auto May 13, 
apparently from a heart attack. 
* * 

R, C. Swetnam 
COVINGTON, Ky.—R, C. 
former auto dealer here, died May 

Shelbyville. 


Swetnam, a 
8 in 


* * * 


Alvin J, Larson 
MICHIGAN CITY, Ind.—Alvin J. Lar- 
son, formerly head of Al Larson Buick, 
Inc., died May 14, 






















































boards and hundreds of radio spots. 
Announced intention of the push is 
to re-create the Buick “image.” 
Copy stresses fun and relaxation, 
with car secondary. 

Los Angeles newspaper people 
are becoming increasingly vocal 
over factory advertising policy. One 
major make, which moves a thou- 
sand plus units into the Los An- 
geles area each month, has budg- 
eted a little over $1,000 for 
newspaper advertising. 


At the dealer level, business re- 
ports varied. A Dodge dealer said, 
“April was about 10 percent bet- 
ter than March, both gross and 
unit-wise. May started slow but 
now it’s picking up. 

One Lark dealer found April 
about the same as March. Another 
moved the same number of units, 
but pushed April grosses to seven 
times those of March. 

A Ford dealer found units down 
about 5 percent, but April grosses 
only half those of March. 

Chrysler-line dealers reported 
new cars running well, but used 
ears off from 10 to 15 percent be- 
cause of lack of selection, Profits 
for many were up, as they held bet- 
ter grosses on used stuff. 

Happy man was the Buick dealer 
who reported January through 
April 69 percent better than 1960. 
He entered May with 14 unfilled 
orders, though April was some 25 
percent below March. 

Used cars in Los Angeles are as 
far out in left field as they can get. 
One large operator found it so diffi- 
cult to make money retailing that 


HELP WANTED 





WE NEED TWO TOP MEN for large Mid- 


west Ford dealership, (1) Parts manager 
capable of supervising a department do- 
ing a million dollars in sales annually. 
(2) Service manager capable of running 
one of the leading service operations in 
the district. These men must be experi- 
enced in large operations, have executive 
ability, drive, enthusiasm and desire. 
Give complete résumé of background, 
age, experience and references. Please 
enclose recent photograph. Box 2504, c/o 
Automotive News, Detroit 7. 


MECHANIC 


Ideal Work and Income 
Set-Up 










Contact: 
R. V. Tapp, Service Mgr. 
KUMPF MOTOR CAR CO. 


Lincoln-Mercury-Comet 


1200 Acoma 








Denver, Coio. 









PROFESSIONAL CHEVROLET SALES- 


MEN. Well established Chevrolet dealer 
doing volume of around 4,500 new and 
used units per year, needs hard-hitting 
men who can do their own closing. If 
you are under 45, have a proven record 
selling Chevrolet, would iike to live on 
the fast growing west coast of Florida 
and would like a compensation plan that 
pays you for your individual effort, we 
can use you. Send résumé to Box 2495, 
c/o Automotive News, Detroit 7. 








MANAGER—Chevrolet or Gen- 
background. Top opening 
Modern facilities and pro- 
provide tremend- 


SERVICE 
eral Motors 
for top man, 
gressive management 
ous opportunity to the lucky manager 
that fills this spot. Central New York 
state city offers excellent suburban fam- 
ily living, Top salary, performance bonus, 


etc., etc. Age to 50. Write in confidence 
to Box 2519, c/o Automotive News, 
Detroit 7. 





CLASSIFIED WANT ADS 
BRING RESULTS 





he’s turned his salesmen into 
wholesale shoppers for other deal- 
ers. 

Another man reported that his 
usual 75-car stock is now aver- 
aging 22 units. Wagons, con- 
vertibles and Ranchero/Camino 
trucks are hot items; with up to 
$300 over book paid for clean 
items. 

Future of used cars appears dim. 
New-car dealer stocks of used mer- 
chandise are so low that when new 
car trades begin to come in, it will 
take four to six months before lots 
are well stocked again. 

In the meantime, used-car deal- 
ers will be left with little more than 
rough, or out-of-state, stock. A 
large number of “no-trade” deals 
on compacts is hurting used-car in- 
ventories, as compact buyers move 
into the two-car family class. 

The dealer advertising scene is 
as confused as ever. Le Blanc 
Rambler is using classified to claim 
“L. A.’s No. 1 Rambler Dealer in 
Sales ... the more cars we sell the 
more the factory rebates to us! We 
pass these savings on to you. Dis- 
count Price posted along with 
gov't. sticker . . . the actual price 
we'll take for each car.” 

Le Blanc also points out that he 
sells all cars personally and does 
not have to divide profits with his 
broker, mother-in-law or landlord. 

To Automotive News, Le Blanc 
said “We’re first by a hair (in a 

sales contest with some 10 other 
dealers) which makes a good ad- 
vertising gimmick. April was our 
biggest used-car month in history 
and so far we’ve made more 
money in ’61 than we did in ’60.” 
When asked about the posting of 

“discount prices,’ Le Blane re- 
plied, “I’m not going to tell you 
anything about the way we make 
money.” 

“451 Brand New 1960 Factory 








Fresh Studebaker Larks” were 
being advertised by Phil Rauch’s 
Ranchero Motors in North Holly- 
wood. It is reported Rauch bought 
all leftover ’60s when S-P went into 
’61 production, He is said to have 
about 100 of them left. A lawsuit 
filed by another Lark dealer, claims 
Ranchero’s sale of surplus Larksg is 
“unfair competition.” 


Danny McGroo (Chrysler-Plym- 
outh-Valiant-Imperial), Culver 
City, picked up a few “factory” 
loaners, tossed in some dealership 
cars and began pitching “By Spe- 
cial Order direct from Chrysler 
Corp., this weekend only savings to 
40% off.” Listed were a ’61 New 
Yorker, Dart and Valiant. Seven 
other cars were ’60 models. 

In the San Fernando Valley 
“Bones” Hamilton has been using 
a “one price” policy in adjoining 
Rambler and Buick deals. Ad copy 
reads: 


“Discounted price plainly marked 
on each car! Everybody pays same 
low price. Same price for cash. 
Same price for low cost bank fi- 
nancing. Same price with or with- 
out trade.” 


It is reported the program 
drew well, but is to be dropped at 
the Buick point. Ramblers are 
set for continuation of the “one 
price” policy, 

A bankrupt stock of Dodges, 
Lancers and Simcas was purchased 
by Bob Smith, Glendale, who has 
been advertising them as “Bank- 
rupt stock of former Dodge dealer 
... at fantastic discount prices... 
Dart $2,149 Simca $1,495 in- 
cluding heater and whitewalls.” 

In the import field, Hillman’s 
price cut prodded a number of 
dealer ads. Economy Car Center, 
Reseda, was popping the Husky at 
$1,399, POE. 











AUTOMOBILE 


POSITIONS WANTED — 
SALES TEAM (new and used). Are 
you looking for a couple of honest and 
personable young men who are genuinely 
capable of running your sales organiza- 
tion without the aid of ‘‘gimmicks’’ and 
high pressure tactics? Between us we 
have 35 years’ of successful automobile 
Sales experience in every phase of re- 
tail automobile operations, such as, mar- 
keting, merchandising, appraising and 
setting up a successful sales force and a 
profitable used car department, Why not 
give us a try? You'll be glad you did, 
Box 2487, c/o Automotive News, De- 
troit 7. 


SERVICE MANAGER, age 36, 
top flight administrator with 14 years’ 
experience in improving all phases of 
dealer service operation. Qualifications 
proved and supported by references, In- 
terested in position which offers oppor- 
tunities in exchange for qualifications. 
Southwest or Southern California area 
preferred. Box 2496, c/o Automotive 
News, Detroit 7. 


MANUFACTURERS’ REPRESENTATIVE 
—West Coast, Manufacturers’ represen- 
tative, reliable, experienced, aggressive 
and with extensive knowledge of West 
Coast markets, desires to represent a 
successful manufacturer of automotive 
products. Will consider a manufacturer 
that can now, or has potential of main- 
taining exclusive representative, Refer- 
ences and financial statement furnished 
on request. Reply Box 2520, c/o Automo- 
tive News, Detroit 7. 


TOP LEVEL MANAGEMENT TEAM 
General manager, new-car sales man- 
ager, used-car sales manager, Proof of 
ability has been results. Worked together 
successfully for three years, factory ap- 
proved, financially sound, bank approv- 
ed. Particularly interested in Southern 
California, buy-out basis possible. Open 
to a very thorough background investi- 
gation, Box 2509, c/o Automotive News, 
Detroit 7. 


GENERAL MANAGER AVAILABLE after 
June ist. Seventeen years’ experience in 
Southwest in finance, wholesale then re- 
tail. Currently Chevy, prefer same but 
consider GM or Ford deal, Best dealer 
and factory references. Salary plus prof- 
it sharing with buy-in option, Résumé 
on request, Write Box 2512, c/o Automo- 
tive News, Detroit 7. 





married, 








LARGE DEALERSHIP 


POSITION WANTED 


BUSINESS MANAGER-OF FICE MAN- 
AGER—15 years’ Ford volume and mul- 
tiple dealership experience, 12 years’ in 
present position, Full responsibility or- 
iginal entry through financial statement. 
Available after June 15 due to sale of 
business. Relocate to best offer, Box 


= 


2511, c/o Automotive News, Detroit 7. 


BUSINESS MANAGER Qualified, 16 
years’ GM experience, all accounting pro- 
cedures: Credit, expense inventory con- 
trol, budgeting, internal controls, financ- 
inc, Heavy ‘‘backshop’’ experience, Im- 
mediately available — deal discontinued. 
Prefer Midwest, 500-1,000 car deal, Box 
2510, c/o Automotive News, Detroit 7. 

SERVICE MANAGER—16 years’ experi- 
ence with GM and Ford. A-1 references. 
Now employed, willing and able to try 
out with aggressive, sincere dealer, Box 


2514, c/o Automotive News, Detroit 7. 
EXPERIENCED SERVICE MANAGER — 














will relocate for position with reliable 
dealer, Box 2515, c/o Automotive News, 
Detroit 7, 





DEALERSHIPS AVAILABLE 


WELL ESTABLISHED dealership handling 


Rambler showing good profit, no used 
cars or accounts—can lease building, In- 
ventory value of parts and equipment. 
Shenandoah Valley of Virginia. Box 2470, 
c/o Automotive News, Detroit 7. 


HANDLING 


FORD, long established in large South- 
ern city. Extra good parts and service 
business, deal good for 1,000 or more 
new units annually. Not necessary to buy 
accounts or used cars or real estate. 
Will sell at inventory of approximately 
$125,000 parts and $35,000 equipment 


and signs, and take over new car inven- 
tory floor plan, Please don’t answer un- 
less you can qualify for factory approval. 





Box 2521, c/o Automotive News, De- 
troit 7. 
DEALERSHIP HANDLING RAMBLER, 


Mercury, Comet and Lincoln-Continental. 


Wish to retire. Located in growing 
suburb area near Pittsburgh, Pa, on 
main thoroughfare, 150’ by 50’ clear 


span building, equipped, parts and park- 
ing facilities, Box 2522, c/o Automotive 





News, Detroit 7. 
DEALERSHIP TO HANDLE largest ex- 
clusive motor truck franchise, located in 


southern tier of New York State on di- 
rect route to metropolitan area. Truck 
potential 100 to 150 trucks per year, Ex- 
cellent opportunity in growing commu- 
nity, Correspond in strict confidence, Box 
2513, c/o Automotive News, Detroit 7. 

FOR SALE OR LEASE—Automobile deal- 
ership building, includes body shop, used- 
car lot and customer parking area, Lo- 
cated in fast-growing, prosperous Mich- 
igan city of 35,000, Dodge franchise 
available, Reply Box 2517, c/o Automo- 
tive News, Detroit 7, 
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DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING PONTIAC- 
TEMPEST-RAMBLER in midwest town 
of 6,000. Same owner for 16 years, very 
strong dealership in zone. Complete stock 
of parts, equipment, tools, furniture, fix- 
tures, signs, etc. for $10,000 complete. 
Purchaser must have factory approval. 
Factory requirements are high for this 





deal but present dealer will help with 
approval. Box 2498, c/o Automotive 
News, Detroit 7. 





DEALERSHIPS WANTED 





Factory Approval and Cash 


Successful general manager has been given 
factory approval by Ford and Chevrolet for 
the purchase of any large volume dealership. 
Prefer 2,000 or more new-car potential deal- 
ership. However, will consider 7 dealership 
with potential over 500. Have the required 
operating capital and am ready to buy. 
Your reply will be kept strictly confidential. 
Box 2518, c/o Automotive News, Detroit 7. 
check nd A th i Aad Bh DALES 





DEALER SERVICES 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power” booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 





1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, “AUTO COSTS,"' gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘6! edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 





- 
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BUSINESS OPPORTUNITIES 


WHOLESALE AUTO parts business. Profit- 
able over 20 years in prosperous New 
York State community. Steady volume, 
clean inventory, good receivables; profit- 
able machine shop largest ‘n area; travels 
two salesmen; runs two delivery trucks. 
Price approximately $60,000. Box 2474, 
c/o Automotive News, Detroit 7. 


GARAGE, building 120’ x 90’ x 36’, brick 
and concrete block, 320’ frontage two 
sides on old highway 64 and new high- 
way 64, 32’ large plate glass windows. 
Sell motel also. About four acres in all, 
one mile to center of town. 100% loca- 
tion. N. M. Looper, Looper Garage, 
Clarksville, Arkansas. Phone PL 4-2660. 


CARS FOR SALE 








IMPORTANT NOTICE 


Dealers are cautioned that before 


purchasing any import automobiles 


or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 





Sale! Used Taxicabs 


1959 FORDS 


STANDARD TRANSMISSION 


ndition °279 


Condition 
$175 


Average 
AVAILABLE IMMEDIATELY 


Condition 
MARTIN’S 
1431 BRUCKNER BLVD. 

BRONX, N. Y. Tl iI- 





EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipment now 
standing idle in your shop? 

An advertisement in this section is the 
answer! 


AUTOMOTIVE NEWS 








CARS FOR SALE 


FORDS — LATE 1960s 


Automatics, Excellent Condition, Tires Included 


As Low As $450 
FORDS — LATE 1959s 


Standards, Exceptionally Clean, Tires Included 


From 


$295 


CHECKERS — 1959s 


7-Passenger, Automatics, Tires Included 


From 


$250 


All Cabs on Display in New York City 


ELMONT AUTO SALES 


P. O. Box 32, Long Beach, N. Y. 
or Call Mr. I. Trebish, GEneral 2-9036 





Got the customer? 


HERTZ 





has the used car! 


All are in fast-selling colors and fully equipped with 


power steering, R & H, 


automatic transmission, 


many with power brakes — the works! 


Chevys, Fords, Plymouths, Buicks, Cadillacs, Pon- 
tiacs. Sedans, hardtops, wagons and converts — you 
name it, we’ve got it! Low mileage, clean and sharp 


— real bell ringers! 


1959 and ’60 models are now available at Hertz offices 


across the country. 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


_or 
write: 


Mr. I. E. Spatig, The Hertz Corporation, 


660 Madison Avenue, N. Y., Tel. PL 2-2000 














Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 


WILL WHOLESALE 
700 1960 & 1961 MODELS 


Rambler Americans—All Type Compacts 
Fords—Chevrolets—T-Birds—Buicks 
Pontiacs—Cadillacs 


SEDANS—HARDTOPS—CONVERTIBLES 
Low mileage—Clean cars 
Delivery Arranged 
MORSE NATIONAL 
CAR RENTALS 


Miami International Airport 
Miami, Florida 
Phone: NE 3-8655 








USED CARS WANTED 
WANTED—Late model wrecxs and police 
cars. Ed Matt, 55 Madison Ave., Pater- 
son, N, J. Sherwood 2-4488. 





CARS FOR SALE | 








WANTED — PRE-WAR MODEL ROLLS- 
ROYCE. Mail description, price and 
photo, if available, Riegel-Becker Motors, 
Box 1442, Spokane, Wash. 


WANTED CARS 
*59—'60—'61 
One of California’s Biggest Dealers. 


BONDED-STANWAY MOTORS 


790 Van Ness Ave., San Francisco 2, Calif. 
TUxedo 5-6267 








CADILLAC LIMOUSINES and hearses — 
sharp, late models only, Franz Ridgway, 
BE 4-6611, 2836 N, E, Sandy, Portland 
12, Oregon. 





PARTS FOR SALE 


LLOYD PARTS for all models. Complete 
stock. Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 





LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cats- 
kill, New York, Phone: 2000. 


NSU PRINZ and SPORT ?RINZ PARTS 
and accessories, Contact nearest distribu- 
tor or national parts center. Ludwig 
Motor Corp., 421 E. 91st St., New York 
28. TRafalgar 6-7010 (Sole U, S. im- 
porter for NSU cars and parts, Trans- 
continental Motors, Inc., 230 Park Ave., 
New York 17, MUrray Hill 9-2710). 


PARTS 


For ALL Imported Cars 
Wholesale to the Trade 





Clutches Fan Belts 
Brakes Electrical 
Pistons Ignition 
Gaskets Carburetors 
Seals Fuel Pumps 
Bearings Oil Filters 
Valves Shocks 
Hoses Water Pumps 
Universals Tie Rod Ends 
Exhaust Rebuilts 
Instruments Accessories 
We Are Also 


Wholesale Distributors For: 
CASTROL OIL e@ PIRELLI TIRES @ 
AMCO ACCESSORIES @ YANKEE 

MIRRORS 
@ LUCAS e@ GIRLING @ SMITHS 


Write Or Phone Your Needs— 
Same Day Shipments 


PARTS FOR 
IMPORTED CARS, LTD. 


1065 Main St. Buffalo, N. Y. 
TT5-7005 Area Code 716 





PARTS WANTED 


STUDEBAKER inventories, several, in 
New York-Pennsylvania area. Telephone 
UNion 7-2213. Siebelts Motor Sales, 3504 
Hudson Blvd., Union City, N. J. 








ACCESSORIES FOR SALE 








CUSTOM MADE CARPETS, $8.50 
Rears of '58-'61 Ford and GM Cars, $9.50 
7 Beautiful Colors—Shipped Same Day 
DEALERS—Send for Free Color Chart 


YORK MFG. CO. 


1971 Massachusetts Ave.. Cambridge, Mass. 
KI 7-1916 





BUSES FOR SALE 


SCHOOL BUSES 


150 — USED 
Ford, Chev., Dodge, Int'l., GMC 
1955-1961 — Capacity 54-66 
Good Mechanically — Clean Bodies 
Good Paint — Tires 
From $1,200 up, Terms 
Immediate Delivery 
COUNTY SCHOOL SERVICE, INC. 


23 South St., Danbury, Conn. 
J. Egan —Tel: Pl 3-4437 














TRUCKS FOR SALE 


NEW DIESEL TANDEMS FOR SALE: 
FWD tandem drive tractors, 38,000 
Eaton rear, 200 Cummins diesel, 5-speed 
main, 3-speed auxiliary trans., Model 
T4-499D, $14,500. FWD tandem drive 
tractors, 44,000 Timken rear, 220 Cum- 
mins diesel, 5-speed main, 4-speed auxil- 
iary, Model T4-499D, $16,500, Tractors 
are equipped with full tractor equipment. 
We have two of each. For further de- 








tails write Box 2516, c/o Automotive 
News, Detroit 7. 
AUTO TRANSPORT FOR SALE — 1959 


GMC 350 truck, Whitehead & Kahle auto 


transport, full air, designed for domes- 
tics or seven imports, Excellent condi- 
tion, low mileage, Get full particulars 


by contacting P. O, Box 9181, 
Worth, Texas. EDison 2-9213. 

1959 DCOT405 INTERNATIONAL DIESEL 
CAB-OVER sleeper tractor, pusher-type 
tandem axle with belts, Low mileage, 
excellent condition, Write Stanley May, 
R, D. 3, Klockner Road, Trenton 90, 
New Jersey. 


SHOP EQUIPMENT FOR SALE 
USED WEAVER TWIN POST HOISTS. 
All components and instructions includ- 
ed. $480. Donohoe Chevrolet, Brooklyn, 
Michigan. 
SHOP EQUIPMENT WANTED 


OPENING NEW CHEVROLET DEALER- 
SHIP. We need everything for shop and 


Fort 























offices. What do you have? Send com- 
plete description, model numbers, age 
and the lowest price asked in first let- 
ter. Post Office Box 5884, Columbia, 
Missour!. 
ANTIQUE, CLASSIC CARS FOR SALE 
GENUINE ANTIQUE 1923. CADILLAC 


(61), 4-dr, sedan, black. Completely re- 
stored, original title. Only one owner. 
Robinson Motor Sales, Mason, Mich. 


MISCELLANEOUS 


NEW ROADKING 


Standard Four Point Hookup $3950 


$§2°° 


Universal Wrist Action Bar 
1" 


COMPLETE WITH ADJUST- 
ABLE LONG 36” DRAW 
BEAM BAR AND STEERING 
GUIDE CABLES 
Compac-Tow Intra- * $3750 
State Tri-Bar .... 
* SPECIAL, 3 FOR $100.00 


Automatic BrakinG 
WinisTacnon $945 


QUANTITY USERS—GET OUR 
DIRECT FACTORY DEAL 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect sR os"arse*, 


40 So. Clinton St., Chicago 6, Ill. 








TRAIL KING 
BALL BAR 





WASHMOBILE: Used very little. For 
quick sale, $450, Petring Motor Co., Inc., 
Norfolk, Nebraska. 





SEE PAGE 28 
for the nation's 
TOP AUTO AUCTIONS 
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MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


& 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


* 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
* 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


e 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 
Dealers’ 25% Discount .......... 17.45 


Dealers’ Net with 4 $52.35 


Standard plus 2 Large 
Adapter Clamps Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-U 


Dealers’ List F.O.B. Factory ... 
Dealers’ 25% Discount 


Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 


"ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 





Fed. Tax. Inc. 


Dealers’ List F.O.B. Factory ................ $51.00 
Dealers’ 25% Discount ................::s008 12.75 
Dealers’ Net with 2 

Standard plus 2 Large $38.25 
Adapter Clamps Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 
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ANOTHER KN OCKBUT! Kaiser Aluminum announces new 


auto trim alloy 75252. Dent-resistant to withstand the pounding 
body side mouldings must take. Comparable to chrome plating 
in appearance! Installed with conventional clips. Can cut costs 
50%. To meet the new champ, call TRinity 3-8000'in Detroit. 


KAISER ALUMINUM & CHEMICAL SALES, INC., AUTOMOTIVER i ; NEW LEADERSHIP 
INDUSTRY DIVISION, IBM BUILDING, DETROIT 2, MICHIGAN cae IN THE WORLD OF ALUMINUM 
SEE “HONG KONG” AND “MAVERICK” WEEKLY, ABC-TV NETWORK - 











